








Seattle Public Library 


THE EASTERN 


A WEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF 


Published by The Bastern Underwriter Co., 93-99 Nassau Street, New York 38, N. Y. 





(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


WHITE 


Printed in U.S.A. 





INSURANCE BUSINESS 


STACK 
REFERENCE COPY 


Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under act of Congress, March 3, 1879 





Fifty-ninth Year, No. 20 





NEW YORK, FRIDAY, MAY 16, 1958 


$5.00 a Year; 25c. per Copy 








Says All Risk Cannot 
Be Done Profitably 
On Wholesale Basis 


Wayne, IMUA General Manager, 
Pessimistic on Homeowners and 


Other Broad Covers Widely Sold 
HITS WOODS CASE RULING 


Urges Industry Unite on Drafting 
Model Surplus Line Law; Deplores 
“Fronts” for Foreign Insurers 











Several problems of the inland marine 
insurance business were discussed by 
General Manager Harold L. Wayne in 
his customary frank and forthright 
manner at the annual meetings of the 
Inland Marine Underwriters Association 
and the Inland Marine Insurance Bu- 
reau at Shawnee, Pa., this week. He 
discussed the high loss ratios on package 
policies and the need for restricted 
underwriting, termed the New York de- 
cision on the Woods Patchogue-Frank- 
lin National case “erroneous” and ex- 
pressed confidence of a reversal on 
appeal to the state’s highest court, 
urged the industry to unite in drafting 


a model surplus line law and. asked 


lor correction of a situation Wwheteby 
certain American companies are acting 
as “tronts” for London Lloyd’s so that 
the British insurers may get larger 
shares of American risks. 


Jackson IMUA President 


Harold Jackson, Wm. H. McGee & 
Co. was elected president of the IMUA, 
with T. B. Kelley, Commercial Union, 
vice president and R. L. Maxwell, Home 
chairman of the executive committee. 
Mr. Wayne continues as general manager 
and Joseph G. Bill as assistant general 
manager. Members of the executive 
committee elected this week are as 
follows: 

I. A. Aiken, Aetna Insurance Co.; 
1), H. Davies, Phoenix Assurance Co.; 
R. Ff. Degener, Appleton & Cox; J. H. 
Glinsmann, Royal; P. W. Scheide, 
Phoenix Insurance: D. R. Sibley, Actna 
asualty & Surety; K. R. Spaulding, 
Springfield, 


Aiken IMIB Chairman 


A. Aiken, Aetna Insurance Co., was 
elected chairman of the executive com- 
mittee of the IMIB with Mr. Wayne 
xeneral manager and Mr. Bill assistant. 
Members of the executive committee 
vcted avere if Healey, United States 
I & G.; E. Kelley, Hartford Fire; 
C A, Kirkland Je. Crum & Forster; 
Rk. A. Leeret, Giens Falls; C. L. Seibert, 


(Continued on Page 30) 
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STRENGTH - SERVICE 


“A multiple-line group writing all lines but life.” 
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SERIES! 


For the man who has attioed. 5 
and the man on his way! 


soiled Sele 


$25,000 Minimums on 
great, new term contracts 
$10,000 Minimums on 
permanent contracts 


(Life and 
Retirement Income) 
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A plan that is NEW! 

A plan that is DIFFERENT! 
A plan that is CHEAPER! 
A plan that is BETTER! 


ALL with incomparable flexibility 
Today! Get the facts from general agencies of: 
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Health Insurance Assn. 
Shows United Strength 
At Chicago Meeting 


President Smith as and General Man- 
ager Neal Point Up State 
Regulation Situation 


WALLACE MADE PRESIDENT 


E, J. Faulkner and V. J. Skutt Head 
Key Special Committees ; Williams 
Tells Advertising Plans 








By WaLtace L, CLAPP 


Chicago, May 13—The second aniual 
meeting of Health Insurance Association 
of America got off to a fine start here 
at Drake Hotel with the keynote address 
of President J. Henry Smith, under- 
writing vice president, Equitable Life 
Assurance Society, and the well rounded 
annual report of General Manager Ro!- 
ert R. Neal. Most of the 266 member 
companies of HIAA were represented by 
top level executives, the atmosphere was 
conducive to concentration on the prob 
lems of the business, and there was 
confidence prevailing that the organiza- 
tion has unified strength and leadership 
at a time when increased pressures, 
both state and Federal, are expected as 
events build toward a possible review 
of the McCarran Act by Congress. 

General Manager Neal indicated his 
awareness of the fact that state regula 
tion faces a test of its effectiveness and 
urged that the case for it must be well 
prepared so that the Congressional in 
vestigators will be fully informed of it 
performance. 


Face Crises of Regulation 


“No claim is made that state regula- 
tion is now or ever will be a perfect 
system,” he said. “However, it is a very 
adequate system to safeguard the inter- 
ests of the public and is entirely prefer- 
able to any other system. A dual system 


Full Report Next Week | 


A full report on the annual meeting 
of Health Insurance Association of 
America will be carried in a special 
section of our May 23 issue. 








is completely undesirabie, lest the insur- 
ance industry be the rope of a Federal 
vs. State tug of war.” 

Mr. Smith in turn warned that the 
health insurance business faces two 
legislative crises in the immediate future, 
one concerned with state governments 
and the other on the Federal level. The 
more urgent crisis, in his opinion, will 
be the introduction of bilis in state 
legislatures dealing with renewability of 
individual insurance policies. Passage of 
the Metcalf legislation in New York 
State, he observed, has increased the 
possibility of similar proposals in many 
other states. 


Two Important Special Committees 


In calling upon HIAA’s member com 
panies to undertake extensive analysis 


(Continued on Page 41) 
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tay COnfidence 





Confidence bred of knowledge— 
full knowledge of the complete 
service he can provide. 

A John Hancock agent knows 
he has a full kit of policies— Family 
policies, Business life insurance 
coverages, Personal Health insurance, 
Annuities, as well as a wide variety 
of up-to-date Group plans and all regular 
forms of individual Life policies. 





He is thoroughly trained in 
presenting the most effective type and 
the proper amount for the 

individual needs of his clients. 





~~” 
MUTUALJZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Discussions At Home Office Life Underwriters Meeting 


Atlantic City—The annual meeting of 
the Home Office Life Underwriters As- 
sociation last week was attended by 268 
members and guests, An unusual feature 
of the opening Thursday 
morning was the presence on the pro- 
gram of a father and son who are both 
well-known in the life insurance business. 

John M. Huebner, Penn Mutual, in 
his presidential address, emphasized the 
need for team-work between the distri- 


session on 


bution and selection organizations in a 
life company, with neither one domin- 
ating the other. He suggested that home 
office underwriters can help to achieve 
this result by taking the mystery out of 
underwriting of risks and by keeping in 
touch with the thinking of the agency 


force. 
Solomon S. Huebner, guest speaker, 
said that in spite of the tremendous 


amount of life insurance sold annually 
and currently in force we are only 
scratching the surface—that after de- 
ducting instalment indebtedness present 
life insurance protection provides only 
one year’s income per family. He 
sounded a note of optimism for the fu- 
ture growth of the business, pointing out 
that average protection per family of 
ten-year’s income is well within reason 
without covering human life values in 
their entirety. He acknowledged that 
there are legitimate uses for term in- 
surance but expressed an emphatic pref- 
erence for permanent forms to cover the 


risk of living after retirement, the “re-’ 


tirement death” as well as 
death. 

Following his address, Dr. Huebner 
received an ovation in recognition of his 
outstanding contributions in the field of 
life insurance, 


premature 


Three Discussion Groups 


The Thursday afternoon session con- 
sisted of three simultaneous informal 
group discussions, with the leaders in- 
stead of the groups doing the “room- 
hopping.” 

Thomas K. Dodd, Connecticut Mutual, 
led the discussions on Underwriting Em- 
ploye Benefit Plans, and in this field the 
subject of Guaranteed Issue was of dom- 
inant interest. It appeared that a num- 
ber of companies have been writing quite 
a volume of this business on pension and 
profit-sharing trusts with practically no 
evidence of insurability except the “ac- 
tively at work” requirement and with 
Satisfactory mortality experience thus 
tar. However, there was little enthus- 
lasm for offering Guaranteed Issue for 
Salary Allotment and Split-Dollar cases. 
Barton S. Pauley, Prudential, led the 
discussion on Family and Parent-Child 
Policies, Here, as might be expected, 
there was a wide range of views on such 
questions as: whether the agent had to 
see the children when submitting the 
application; whether children living with 
a divorced wife could be included; 
whether an extra charge should be made 
for children beyond a specified number 
(at feast one speaker said his company 
had issued a policy covering 15 chil- 
dren) ; and whether a new wife could be 
substituted for a wife who was di- 
vorced after issue, No one was willing 
to release a family policy on a couple 
Who were merely engaged to be married. 

Frank G. Whitbread, Lincoln National, 
led the discussion on The Measurement 
of Underwriting Performance. One 
speaker said that he calculates actual 
exposures to expected exposures with a 
considerable savings in work as com- 
pared with the traditional calculation of 
actual claims to expected claims. Sev- 
eral speakers said that they do not 
hesitate to let underwriters review un- 
favorable claims in spite of the generally 
accepted concept that this practice should 
be avoided because it may cause the 
underwriters to “tighten up.” One 
Speaker discussed the “economics of 


” 


underwriting,” citing as a hypothetical 
example that it is well worth while to 
pay $10,000 more in claims to effect a 
$50,000 savings in expenses. ~ 
Risk Selection and Underwriting 
The Friday morning session started 
with the presentation and discussion of 


a paper on Some Observations on Risk 
Selection Practice by Paul K. Frazer, 


Northwestern Mutual. (Summarized be- 
low on this page.) 

In discussing insurable interest in con- 
nection with business insurance on a 
sole proprietor, Walter Merriam, Metro- 
politan, said he thought the “acid test” 
was to ask the owners, “How many pre- 
miums do you hope you have to pay?” 
He stated that insurance is for risk- 
sharing and not for fund-raising, and 


Officers Elected at HOLU Atlantic City Meeting 





Left to right: 


Chalfonte-Haddon Hall Photo 


Arthur A. Windecker, Equitable Society, Editor; William E. 


Walsh, Equitable Society, Vice President; Earl M. MacRae, New York Life, Vice 
President; Wray M. Bell, London Life, President; Arthur Faulkner, Massachusetts 
Mutual, Secretary; Barton S. Pauley, Prudential, Treasurer. 


Risk Selection Practice 


Risk selection practice with special 
reference to the new book, “Selection 
of Risks,” by Pearce Shepherd, vice 
president and actuary of The Pruden- 
tial, and Andrew C. Webster, vice 
president-selection, Mutual Of New 
York, was discussed by Paul K. Frazer, 
director of underwriting, Northwestern 
Mutual, before the Home Office Life 
Underwriters Assn. meeting in Atlantic 
City last week. He covered anti-selec- 
tion, insurable interest, financial under- 
writing and other matters. 

“In presenting a transaction which 
lacks insurable interest,” said = Mr. 
Frazer, “an agent sometimes argues that 
the beneficiary certainly does not intend 
to murder the insured so why not issue? 
And in these days of good over-all mor- 
tality I suspect many such policies have 
been issued. However, this is not good 
business even aside from any moral 
considerations. We all know that there 
is speculation in many of these cases 
which means that the mortality will 
be high. The premium payers will not 
enter into such transactions unless they 
feel there will be a_ financial benefit. 
And if they benefit, the life insurance 
company must lose. It seems to me that 
a sound underwriter when considering 
a case involving such circumstances 
should step back from the details and 
apply the simple test of insurable in- 
terest; i.e, does the economic interest 
of the beneficiary lie in the insured’s 
continued life? If the answer to this 
question is in the negative his action 
should be unfavorable. 


Financial Underwriting 


“Over the years many discussions of 








PAUL K. FRAZER 


financial underwriting have appeared in 
our proceedings and elsewhere. The au- 
thors have done an excellent job’ of 
showing how the indemnity principle 
should be applied to the various situa- 
tions which arise in practice. I feel 
sure most experienced underwriters will 
find themselves nodding their heads in 
agreement as I did when reading this 
material. However, I think we should 
ask ourselves whether we really apply 


(Continued on Page 19) 


when you violate this principle you open 
yourself to dnti-selection. 

Morris Pitler, Mutual Of New York, 
pointed out that there is practically no 
legitimate occupation which is not in- 
surable these days on some basis. How- 
ever, he admitted that it is sometimes 
difficult to find a proper underwriting 
basis for part-time occupations and un- 
skilled laborers. 

In his discussion of aviation under- 
writing, George Hogeman, Aetna, said 
that of the 90,000 total of accidental 
deaths in the United States per year 
only 1,500 are due to aviation. Of these, 
about 10% arise from scheduled airline 
flying, 50% from other civilian flying, 
40% from military flying. He explained 
that the passenger death rate per million 
passenger hours in U. S. scheduled air- 
lines was only 1.10, and if a person were 
to fly eight hours per day, five days 
per week, fifty weeks per year, it would 
be 455 years before his number would 
come up—on the average. He pointed 
out, neverthless, that a person who flies 
only 200 hours per year would be sub- 
ject to an extra risk worth 22 cents per 
$1,000 per annum. In conclusion, he men- 
tioned the increasing risk of air collisions 
and the recent estimate that there are 
11,000 planes aloft in the United States 
every hour. 

Arthur Windecker, Equitable of New 
York, cautioned against taking the nar- 
row view that all anti-selection is tainted. 
He expressed the opinion that if the time 
ever comes when every life insurance 
applicant is 100% honest we shall still 
have to underwrite to control anti- 
selection—-the legitimate kind that re- 
sults when individuals make successful 
choices. 

Pearce Shepherd, Prudential, reminded 
the meeting that the new text book, 
Selection of Risks, authored by himself 
and Andrew C. Webster, with assistance 
from many others, was intended pri- 
marily for actuarial students rather than 
underwriters. He agreed, however, that 
underwriters and many others in the life 
insurance business might study it with 
profit. 

In discussing the paper on “Medical 
Progress and Underwriting” by Dr. 
Thomas C. Dunlop of the Manufacturers 
(summarized on Page 19), Ed Lew of the 
Metropolitan agreed that “probably 
never again will we witness so rapid an 
improvement in mortality.” In support 
of this view he stated: 

“If it were possible to prevent all 
deaths before age 42—obviously a Uto- 
pian objective—expectation of life at 
birth would be increased only about 
4% years, which is the gain made in the 
last decade. Even if there were no 
deaths at all before age 60, longevity 
would be extended eight years, or by 
only two-fifths of the increase since the 
turn o: the century. 

“With cardiovascular-renal diseases 
now responsible for five out of every 
nine deaths, with cancer accounting for 
nearly two, and external violence for 
about one out of every nine deaths, it is 
difficult to visualize any sharp decline 
in mortality in the near future—unless 
a major breakthrough is achieved in our 
understanding of the etiology of arterio- 
sclerosis, hypertension and cancer.” 

William E, Walsh, Equitable of New 
York, with reference to possible further 
improvements in mortality, quoted at 
length from a paper on “How to Be a 
Business Executive and Live,” by Theo- 
dore G. Clumpp, M.D., including the fol- 
lewing: 

“The amount of exercise one should 
take to remain healthy is related to the 
degree of physical activity an individual 
has been accustomed to. ... . A bookworm 
whose greatest exertion was walking 
to the dining hall in college should not 
suddenly take up tennis or skiing at 45 
“98 In our activity patterns we are 
prisoners of the past. But, I believe we 
must do everything we can as we grow 





(Continued on Page 19) 
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Wm. S. Youngman, Jr., Heads 
Two Life Cos. in Far East 





WILLIAM S. YOUNGMAN, JR. 


William S. Youngman, Jr., president 
of C. V. Starr & Co., Inc., New York, 
has been elected board chairman of two 
large life companies in the Far East— 
American International Assurance of 
Hongkong and Philippine American Life 
of Manila. For several years Mr. Young- 
man has been chairman of the boards 
and executive committees of American 
Home Assurance of New York and In- 
surance Co. of State of Pennsylvania, 
Philadelphia. Also, he is a director of 
American International Underwriters 
Corp. 

A graduate of Harvard College and 
Harvard Law School he became law sec- 
retary to Judge Learned Hand, senior 
U. S. judge in New York City. In 1939 
he was named chief counsel, power di- 
vision, Public Works Administration, 
Washington, and a year later general 
counsel and liaison officer, Federal 
Power Commission, In 1941 he was 
made president of China Defense Sup- 
plies, the Chinese Government’s lend- 
lease agency in U.S.A., later becoming 
general counsel in this country of Na- 
tional Resources Commission of China. 
These organizations were responsible for 
administering lend-lease to the Chinese 
Government and coordinating Chinese 
resources and activities in World War 
II, including General Clair Chenault’s 
Fyling Tigers Air Force. He has been 
decorated for his services by Chinese 
Government. Formerly, he was in law 
firm of Con Corcoran & Youngman, 
Washington. 





Webster Atwell President 


Life Insurance Counsel 
Webster Atwell, general counsel, 
Great National Life, Dallas, was elected 
president of the Association of Life In- 
surance Counsel at the spring meeting 
this week at The Greenbrier, White 
Sulphur Springs, West Va. He succeeds 
Millard Bartels, general counsel, The 
Travelers. 

Buist M. Anderson, vice president and 
counsel, Connecticut Life, was elected 
vice president; and Chester L. Fisher, 
Jr., assistant vice president and assist- 
ant to the president, Metropolitan Life, 
was reelected secretary-treasurer. 

The Association’s executive committee 
for the coming year will include Abram 
T. Collier, vice president and general 
counsel, John Hancock Mutual Life; 
George L. Gordon, general counsel, Busi- 
ness Men’s Assurance; John W. Gra- 
ham, Q.C., general counsel, Imperal 
Life of Canada; Harry S. Redeker, gen- 
eral counsel, Fidelity Mutual Life; 
Daniel J. Reidy, vice president and gen- 
eral counsel, Guardian Life. 



























































Equitable Society Has 
New Executive Policy 


HAS $25,000 MINIMUM AMOUNT 


Designed for Business Insurance Situa- 
tions; Ideal Under Split Dollar 
Plan 








A new Executive Policy, available in 
amounts of $25,000 or more, has been in- 
troduced by Equitable Society. The con- 
tract is designed to provide substantial 
amounts of life insurance with high cash 
values in the early years. It is offered 
on a long-term, limited payment life 
basis and at premium rates calculated 
to attract the purchaser of large amounts 
of life. 

The Executive Policy is designed par- 
ticularly for business insurance situa- 
tions. It can be ideally applied to the 
Split Dollar Plan which enables employ- 
ers to help selected employes obtain 
life insurance protection at a cost which 
is attractive to the employes, and which 
results in favorable tax treatment for 
them and the employer. The new policy 


Frank L.McCormick, CLU 
Des Moines 






No. 5 IN A SERIES 





EQUITABLE LIFE OF IOWA IN 
IOWA 


In Iowa, corn isn’t the only thing which soars to 
impressive heights. Equitable Life of Iowa sales 
do, too! And here are the general agents who, 
with their agency associates, are responsible for 
outstanding service and sales records in Iowa. 
For the fine job these men are doing congratula- 
Me tions! . . . from the Equitable Life of Iowa. 


LIFE INSURANCE COMPANY OF IOWA 


is also tailored to key man insurance, 
stock purchase arrangements and de- 
ferred compensation plans. 

In addition, the Executive Policy is 
expected to prove highly attractive to 
doctors, lawyers, dentists and _ others, 
needing large amounts of life insurance, 
where income is clearly adequate to pay 
the premiums. 

Under the Split Dollar Plan, the em- 
ployer each year pays a portion of the 
premium equal to the increase in the 
policy’s cash value, and the employe 
pays the rest. The Executive Policy is 
expected to appeal to employes under 
this plan because its high early cash 
value results in lower employe contribu- 
tions. At the same time, the employer, 
who is more often able to afford the 
larger share of the premium, has _ his 
interests completely protected. 

The Executive Policy is available at 
issue ages ranging from 15 to 70 for 
standard and substandard risks in the 
3 and C classes, with lower maximum 
ages in other rating classes. The con- 
tract’s high cash values are possible be- 
cause of expense savings resulting from 
the $25,000 minimum, and a redistribu- 
tion of the first-year and renewal com- 
missions payable during the initial 10 
years. 


& 
Stephen A. Swisher, CLU 
Cedar Rapids 





Newell C. Day 
Davenport 









FOUNDED IN 1867 IN DES MOINES 
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MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 


If you have a possible Group case— 
why not call us at OXford 7-2950. 
Complete brokerage service. Special- 
izing in Split Dollar and Business In- 


surance, 





LEE NASHEM A 


GENCY 
| Tokt me: Wate treet 


New York 17. N. Y 





Heads Group Supervisors 


eee 


TURNER 


ALLIN 


Allin Turner, State Mutual Life, was 
recently elected president of the Group 
Supervisors Association of New York 
City for the year 1958-59. William 
Mauke, Guardian Life and Carlos Maher, 
Indemnity Insurance Co. of North Amer- 
ica, were elected vice presidents and 
George A. Steele, Columbian National 
Life, was elected secretary-treasurer. 

Mr. Turner’s early business experience 
includes sales work in individual insur- 
ance and in the textile field. Prior to 
joining State Mutual he was for nine 
years associated with the Group depart- 
ment of Equitable Society, six of which 
were in Group sales and a service in 
Ohio. 


John Claflin Wight Dead 


John Claflin Wight, veteran Equitable 
Life Assurance Society agent, died re- 
cently in Mount Sinai Hospital, N, Y. at 
at the age of 69. He was a member 
of the Society’s Robert L. Wenzlaft 
Agency and maintained an office in New 
York’s Hotel Statler. A_ resident of 
Mountainside, N. J., Mr. Wight formerly 
lived in Glen Ridge, N. J. He was a 
member of the Sons of the American 
Revolution, Lions and Amherst Clubs 
and the Glen Ridge Forum. } 

Surviving are a daughter, Mrs. Cynthia 
McJames, Mountainside; two brothers, 
Walter A., Shelter Island, N. Y., and 
Claflin, Manchester, N. H.; two sisters, 
Miss Anna Wight, Danbury, Conn., and 
Mrs. Ruth Martindale, Basking Ridge, 
N. J.; and four grandchildren, 





Elect R. R. Scale, Jr. 


R. R. Scale, Jr., general counsel of 
Liberty Life of Greenville, S. C., has 
been elected president of the Associa- 
tion of South Carolina Life Insurance 
Companies. He succeeds L. W. Scar- 
borough, Jr., president of Atlantic Coast 
Life, Charleston. 
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Sometimes the most interesting differences are found 
between similar things. In our business the differences 
between the policies and programs of one company 
and another serve the public by offering choice and by 
keeping the industry competitively healthy. 

Here, for example, is a run-down of certain plans avail- 
able with New England Life. While the purposes they 
serve are similar to those served by other companies, 
there are a number of important distinguishing features. 


FAMILY PLAN For each $5,000 of permanent insurance 
on the father, $1,000 term (maximum 3 units) may be 
provided for wife and children ($500 before six months). 
Expiry date is at wife’s age 55 or 65; insurance on children 
to age 25 or expiry date if earlier. When the father al- 
ready has permanent insurance with New England, this 
can qualify additional units up to three after the first unit 
is established with a new base policy of $5,000. 


ONE-APP PLAN An alternate plan for establishing per- 
manent insurance on family members. When the father 
takes out his policy, a single non-medical application can 
be used to request policies on his wife and children. 


AUTOMATIC MONTHLY PREMIUM Policyholder simply 
authorizes bank to make payment when premium notice 
is sent to bank by the company. 


EXTRA PROTECTION RIDER We now offer a choice of a level 
term rider either for 10 years only, or for 10 years with 
privilege of renewing for an additional 10 years. 


DIVIDENDS GRADED BY SIZE ON NEW ISSUES Larger 
policies get increased share of dividends — no reduction 
in gross premiums or commissions. 


LARGER SURRENDER VALUES On ordinary life policies of 
$15,000 or more issued after November 1, 1957. 


RETIREMENT INCOME CONTRACT Guarantees an attrac- 
tively high rate of monthly income at low cost. 


JUNIOR ESTATE BUILDER Choice of two plans. Excellent 
cash value picture. 


PENSION PLANS Fully insured or combination, automatic 
issue up to $25,000 (subject to state laws) with increases 
allowed up to twice the initial limit, maximum $40,000; 
sub-standard, graded death benefits, special contracts for 
older ages and short duration. 


GROUP MAJOR MEDICAL Offering the unusual Progres- 
sive Maximum feature. This allows employees, who have 
exhausted their maximum in benefits paid, to become 
eligible for further benefits automatically and without 
medical examination. 


* * * 


New England Life agencies solicit surplus and brokerage 
business. Expert assistance will be offered. 


NEW ENGLAND 
Mill LA F Ee oe 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA— 1835 
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Huebner Leaves for Orient; 


Myrick Bon Voyage Host 





Fabian Bachrach 
HUEBNER 


DR: S:. S: 


his departure on an 
eleven-week lecture trip to Japan and 
elsewhere in Far East. Dr. S. S. Huebner, 
president emeritus, American College of 
Life Underwriters, was guest of honor 
at a luncheon May 9 in Philadelphia 
given by Julian S. Myrick, board chair- 
man of the college. 

The itinerary of Dr. Huebner’s trip 
(a mission of international friendship), 
includes in addition to Japan, the Philip- 
pines, Australia and New Zez iland. Leav- 
ing May 12 he will fly more than 30,000 
miles, Mrs. Huebner accomps inying him. 

Dr. Huebner’s journey is under the 
general supervision of the State Depart- 
ment, with details in each country 
handled by committees of educational 
organizations and insurance associations. 
On his journey he will meet many of the 
top governmental o officials and officers 
of insurance companies. He is expected 
to call on the Prime Ministers of Japan 
and Australia. 


On the eve of 





Equitable N. Y. Names Two 
Asst. Medical Directors 


Two assistant medical directors, Drs. 
John W. Unger and Robert G. Wood, 
have been added to the medical staff 
of Equitable Society. 

Dr. Unger, a native of Alliance, Ohio, 
received his medical degree from West- 
ern Reserve Medical School in 1950. He 
comes to the Equitable after private 
practice in Le Roy, N. Y. Dr. Unger 
served in the USAF Medical Corps from 
1953-55, attaining the rank of captain. 

Dr. Wood, a native of Marshalltown, 
Iowa, received his medical degree from 
University of Kansas in 1952. He served 
in the Army from 1943-46 as a Ist 
lieutenant. Previous to his post with 
the Society, Dr. Wood was in_private 
practice in Coffeyville, Kans. He was 
commanding officer of a medical detach- 
ment of the Kansas National Guard and 
chairman of National Affairs Committee 
of the Kansas and U. S. Chambers of 
Commerce. 





WILLIAM M. BURT NAMED 

The Federal Life of Chicago recently 
announced the appointment of William 
M. Burt as a representative of its newly 
reorganized Group department. Mr. 
Burt has taken over a newly created 
position in order to form a stronger 
liaison between home office and Federal 
Life agents. 

He was formerly a regional sales un- 
derwriter with the Continental Casualty 
in its midwest regional sales office. 


State Mutual Life Has 


Automatic Payment Plan 
A new Monthly Automatic Payment 
Plan called “MAP” has been estab- 
lished by State Mutual Life to simplify 
monthly payments on most 
Life, Annuity and S.&A. contracts. 
In announcing the MAP plan, State 
Mutual Vice President Joe B. Long 
stated: “Month!y budgeting is an estab- 
lished institution. On mort- 
gage payments, rent, utilities, time pay- 
it is the generally accepted 


premium 


American 


ment plan, 


method of payment in this country. 
MAP is simple, convenient, automatic 
and economical. It is a service our 


policyowners will like.” 

Under the Monthly Automatic Pay- 
ment plan the policyholder authorizes 
State Mutual to draw a check for the 
monthly premium on his bank account 
each month. The bank processes the 
checks as if they were drawn person- 
ally by the policyholder, returning them 
to him with his cancelled checks. 

The plan makes premium notices un- 
necessary and a permanent check book 
reminder is provided for the policy- 
holder. Resulting cost savings are 
passed on to the _ policyholder. 


Massachusetts Mutual 


Names Group Personnel 
Massachusetts Mutual 
pointed Stanley W. Bowen as district 
Group manager in Los Angeles, and 
Philip D, Langlois as regional Group 
pension manager in Cleveland. 
In other recent Group field changes, 
Robert F. McCormick, J. Willard Pick- 
ett and Paul Brown were named Group 


Life has ap- 


pension. representatives at regional 
Group offices in Cleveland, Boston and 
Atlanta. 


Mr. Bowen was born in Los Angeles 
and was graduated from University of 
Southern California. A Marine veteran 
of World War II, he entered the life 
insurance business as a Group. sales 
representative in 1949, and joined the 
Los Angeles Group office of Massachu- 
setts Mutual four years later. In 1956 
he was named his company’s “Group 
Man of the Year.” 

A native of Springfield, Mass., Mr. 
Langlois was graduated from Monson 
Acadamy, Monson, Mass., and Yale 
University. Following service in the 
Navy, he joined Massachusetts Mutuai 
in 1954, and has been associated with 
the Cleveland regional Group office since 
October, 1956. 
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Is Group Insurance 


North American Reassurance Company is pleased to announce 
“Is Group Insurance for You” —a new study 
by Wendell Milliman, well-known consultant on group 
insurance. If your company is interested in learning 

more about entry into this important field, 
deciding whether or not to enlarge your present eflorts— 
and if so, in what direction—we believe you will find 


The author discusses the growing importance of group 
insurance, what it is, who writes it and who buys it. This 60 
page study also deals with the marketing, administrative, 
underwriting and costing phases of group business, and 
outlines other important considerations faced ny companies 


entering the group field. <a 
Complimentary copies of “Is Group ee a \ 
Insurance for You” are available to 
interested home office executives without - Ig 

To 


cost or obligation. Simply attach your 
xr business card to this 
advertisement and mail today to... 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 
MUrray Hill 7-1870 


Reinsurance Exclusively 
ACCIDENT & SICKNESS e 





or needs help in 





GROUP 
EU 














LIFE—A. & H. OPENINGS 


$6,000-$9,000 
400—Mich.—Group Supt. $9,000 
395—Calif.—A. & H. Statis. $8,000 
392—South—H.O. Life Ass't. Mgr. $6,500 
387—East—A. & H. Claims Trainee $6,000 


Very comprehensive listings for men with 
all degrees and types of Life—A. & S. ex. 
perience, salaries range $6,000-$18,000. Ma- 
jority of our positions employer pays service 
charge and moving expenses. Write for 
HOW TO OPERATE. No obligation to 
reg'ster. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 














Agents Training Director 


For Ohio National Life 


JOHN H. 


REED 
John H. Reed as 
agents training 
nounced by M. Rey Dodson, president of 
Ohio National Life. He will be 
sible for all sales training activities. 

Mr. Reed has been a member of the 
board of trustees of Bradley University 
and president of the Bradley National 
Alumni Association. 

He opened the Peoria agency of Ohio 
National Life in 1953, after a long asso- 


Appointment of 


director of was an- 


respon- 


ciation with Lumbermens Mutual Cas- 
ualty and the New England Life. In 
1957 he was transferred to the com- 


pany’s home office in Cincinnati. 


General American Changes 

3urt H. Fehlig has been appointed 
manager of the premium accounting de- 
partment of General American Life. 
Mr. Fehlig joined the company in 1931 
and progressed through various posi- 
tions in the accounting division. He was 
most recently manager of the invest- 
ment accounting department. 

Kenneth Delf, formerly acting man- 
ager of the investment accounting de- 
partment has been promoted to manage. 
A graduate in accounting and_ business 
administration from Washington Uni- 
versity, St. Louis, Mr. Delf went to 
General American in 1949. 

John S. Masterson, formerly managet 
of the premium accounting department, 
has been named to the newly create¢ 
position of coordinator, records manage- 
ment for the company. Mr. Masterson 
joined the company in 1920. 
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Henry E. McCurry Dies; 
Long in Inspection Field 


HENRY E. 


McCURRY 





Henry E, McCurry, head of an inspec- 
tion agency in Michigan 
inspection field of insurance 47 
died this week. Born in Pittsburgh, he 
was a graduate of University of Michi- 
. ; 
gan Law School time 
did some work for a Pittsburgh lawyer 


and in the 
years, 


and in) summer 


an inspector for the Edward 
Pittsburgh of 


who was 
A. Woods Agency in 
Equitable Society. He began to do in- 
spection work for the Retail Credit Co. 
to help pay expenses as a law student. 
Then he engaged on special assignments 
for The Prudential and = several other 
companies. 

Mr. McCurry got the idea that many 
young lawyers in Michigan could co- 


operate with him on a_- service to 
companies, and that was the nucleus 
on which he first built his inspection 


organization in Detroit. He became 
nationally known in the claim field after 
facts ina 


uncovering case where he 
saved companies more than $1,000,000. 
A man with that much coverage had 


signed an application for insurance say- 
ing his health was all right, but McCurry 
developed the fact that he had been a 
patient for weeks in a Michigan hospital. 
Mr. McCurry was an honorary mem- 
ber of the International Claim Associa- 
tion and belonged to the Detroit Athletic 
cs and the Bloomfield Hills Country 
ub 


Summer Course of Pru 


At aN. J. University 
Prudential executives from various 
Sections of the country will attend a 
special advanced-management course this 
summer at Fairleigh Dickinson Univer- 
sity, Madison, N. J., beginning July 13. 
They will come from the company’s 
Newark home office and from regional 
home offices in Chicago, Minneapolis, 
Los \ngeles, Houston, Jacksonville and 
Toronto. Each session will be attended 
hy about 60 executives who will reside 
at the university and take their meals 
there. A partial list of faculty leaders 
follows: : 
Ralph S, Alexander, professor of marketing, 


Graduate School Columbia Uni- 


of Business, 
versity 

Robert P. Brecht, Wharton School, University 
of Pennsylvania, 

Lars J. Sandberg, partner in Rogers, Slad & 
Hill, management consultants. 

Francis F, Bradshaw, Columbia University, 
President of Richardson, Bellows, Henry & Co. 

Lester V, Chandler, who Gordon S. 
Rentscher professor of economics, Princeton. 

Michael J. Jucius, Ohio State University. 
John F. Mee, chairman, department of man- 
agement, School of Business, Indiana University. 


is the 


WADE CHAIRMAN OF BOARD 


Continues as Standard Life President; 
Three New Vice Presidents; 
Other Changes 


A number of additional positions, pro- 
motions and changes in title were made 
by Standard Life of Indiana at its last 


meeting. 
Harry V. Wade was made chair- 
man of the board and also re-elected 


president of the company. Other officers 
re-elected were Robert B. Stewart and 
Edward A. Wolfe vice presidents and 
Dr. J. W. Canaday medical director. 

Edward H. Stein, secretary for 21 
years, was promoted to vice president- 
investments and E, J. Barker, treasurer 
since 1937, becomes vice president and 
treasurer emeritus; H. Jerome Noel, head 
of agency force since 1951, is now vice 
president in charge of agencies. William 
H. O’Brien, Jr., was elected to pewly 
created post of vice president-advertising 
and public relations. James F. Bash, 
home office attorney, becomes secretary 
of the company. 

H. L. Ligon who joined the company 
as its auditor in 1935 and then was made 
comptroller was elected treasurer. Louis 
H. Thomas was made assistant to the 
president. 








Superintendent of Agencies. 


30 days. 








' Available—SUPERINTENDENT OF AGENCIES 


Looking for a progressive company which can advantageously use my background as 
Currently holds this post in a N. Y. life and A. & S. company. 
| offer ability, vision and know-how, plus experience in recruiting and setting up of agencies. 
Also available for other home office executive posts. Willing to relocate. 
Contact Box 2613, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 


Available in 








Supervisor Policy Issues 
Connecticut Mutual Life 


Darrell E. Morrissette has been pro- 
moted to the official staff of Connecticut 
Mutual Life as policy 
issues, succeeding Clifford R. Haskins, 
who recently retired after 44 years with 
the company. 


supervisor of 


Mr. Morrissette has been with Con- 
necticut Mutual since 1937, and _ has 
served in the printing, accounting, re- 


newal and policy departments. He was 
made assistant manager of the policy 
department in 1952. 

Mr. Haskins joined the company in 
1914 and became head of the _ policy 
issue department in 1921. He was made 
an officer of the company in 1949. Mr. 
and Mrs. Haskins are now on a four- 
month trip around the world. 





Dougherty Chairman of 
Chamber’s Ins. Committee 


Charles G. Dougherty, vice president 
of Metropolitan Life, has beén elected 
chairman of the New York Chamber of 
Commerce insurance committee. In that 
post he succeeds Robert L. Hogg, vice 


chairman of board, Equitable Society. 
Also 
were A. H. McAulay, president, North 
J. Dewey 


Dorsett, general manager, Association of 


newly elected to the committee 


American Reassurance Co.; 


Casualty and Surety Companies; Percy 
Chubb II, partner in Chubb & Son; and 


John T. Harrison, Flynn, 
Harrison and Conroy. 


partner in 











Attractive Juvenile Contracts 


With his complete line of juvenile contracts, the LNL man can sell the Jun- 
ior Estate Builder, educational endowments, ordinary or limited pay life, endow- 
ment at 65, short-term endowments, and single-premium life or endowment plans. 
These policies are issued from date of birth. The popular payor benefit is avail- 


able even to substandard risks. 


This complete line of: liberal juvenile contracts 


provides another reason for our proud claim that LNL 


is geared to help its field men. 


The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Brundage President of 
Bankers National Life 


LOUNSBURY REMAINS CHAIRMAN 


Elmer H. aw ae Elected Senior Vice 
President With Supervision 
Over Several Depts. 





J.—The board of direc- 
tors of National Life 
nounced three major executive changes 


Montclair, N. 


Bankers an- 


which become effective immediately. 
Ralph R. Lounsbury, formerly chair- 
man of the board and president, will 


continue as chairman and chief executive 


officer of the company. John D. Brun- 


) 





Fabian Bachrach 
JOHN D. BRUNDAGE 
has been elected president 
and will serve as chief 
Elmer H. Hardebeck 
vice president 


CLU; 
director, 
operating officer. 


dage, 
and a 


has been elected senior 


with general supervision over actuarial, 


ELMER H. 


HARDEBECK 


underwriting, policy issue and data proc- 
essing activities. 

Mr. Lounsbury was for a brief time 
actuary of the Nebraska Insurance De- 
partment following graduation from Uni- 
versity of Michigan, and during World 
War I he served in the Actuarial Section 
of the War Risk Bureau in Washington. 

In January 1923, he organized Bankers 
National Life of Colorado, and in Sep- 
tember 1925, he organized Bankers Na- 
tional Life of Florida. He served as 
president of both companies until they 








RALPH R. LOUNSBURY 


were consolidated with Bankers National 
Life of New Jersey in December, 1929. 
The latter company was licensed to be- 
gin business in October, 1927, and Mr. 
Lounsbury has been its chief executive 
officer since its beginning. 

Mr. Lounsbury has_ been 
American Life Convention for many 
years, serving on a number of its com- 
mittees. He was elected to the executive 
committee in 1946 and elected president 
in October 1953 for a one-year term. He 
is a member of the board of managers of 
the Montclair Savings Bank and a 
trustee of the Montclair YMCA, 

Mr. Brundage, a graduate of Princeton 
University, joined Bankers National Life 


active in 


as agency assistant in 1945, after duty 
as a lieutenant commander with the 
Navy. In 1946 he become associated 
































MORGAN O. DOOLITTLE, 
President 





INCREASE YOUR MARKET 


JOIN EMPIRE'S FAMILY OF GENERAL AGENTS 
STREAMLINED LIFE PORTFOLIO! 


1. Lower Premiums for larger policies, Family coverage. 
Mortgage coverage, Term and Term riders, Juvenile 
and Retirement Income! 


2 GROUP COVERAGES! 
y Large or small, Life, Hospital or A. & H. 


HOSPITAL. ACCIDENT and HEALTH! 
3. Commercial, Guaranteed Renewable to age 65, Senior 
Age IIospital to age 80. 


We welcome your inquiries 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S. FELT 
Agency Vice Pres. 











with Mutual Benefit Life as sales pro- 
motion manager. He served successively 
as regional superintendent of agencies, 

director of agencics, and manager of a 
New York City agency. He returned to 
Bankers National Life in 1953 as as- 
sistant to the president. In 1955 he was 
named administrative vice president, and 
in 1957 was elected executive vice presi- 


dent. Mr. Brundage is secretary and 
acting chairman of the board of the 
American Heart Association, and has 


been secretary-treasurer of the New Jer- 
sey Heart Association since its founding 
in 1947. He is an advisory director of 
the Montclair National Bank and Trust 
Co., and president-elect of the Mont- 
clair Rotary. 

Mr. Hardebeck started his insurance 
career with Bankers National Life of 
Colorado, and was actuary, assistant sec- 


retary and a director at the time the 
Colorado company was merged with 
Bankers National Life of New Jersey. 





protection. 


protection .. .Insure him now! 


by contract with the Company. 








*By NATURAL Business we mean your present clients who 
need and qualify for Mass. Indemnity’s fine Disability Income 


You know how you would feel if one of your clients were 
disabled and you had not provided him with this vital 


Propose the MILICO Plan which suits him best! 
For additional information contact... 


Mass. Indemnity 


AND LIFE INSURANCE COMPANY 
BOSTON, 


If you are a full time agent for another Company we solicit only your surplus 
business. Liberal first year and vested renewal commissions are guaranteed 


MASS. 








In 1929 
ciate 
pany, 


Mr. Hardebeck was named asso- 
actuary of the New Jersey com- 
later becoming actuary and assist- 
ant secretary. He was elected vice pres- 
ident and actuary in 1955. In 1957 he was 
clected vice president and chief actuary, 


Steinberg Associates Set 
New Production Record 


Establishing a new all-time agency 
high for production in a single month, 
Steinberg Associates, the downtown New 
York agency of Massachusetts Mutual, 
delivered $1,215,390 for April. — This 
marked the fourth consecutive month in 
which the agency has delivered in excess 


of a million of business, B. William 
Steinberg, CLU, general agent, an- 
nounced. The average size policy for 


the year is $23,287 with an average pre- 
mium in excess of $30 per $1,000. 
The agency, which specializes in estate 


planning, business insurance and_ad- 
vanced underwriting problems, _ has 
almost doubled its 1957 production for 


the first four months. Leading producers 
for the year are Allan E. Kaplan, CLU, 
Ernest Roth and Robert K. Golden, CLU. 

Starting from scratch June 1, 1952, 
Steinberg Associates has established an 
exceptional record of manpower reten- 
tion and persistency of business. It now 
has 24 full time representatives and every 
man contracted in the six years is still 
with the company. Since the agency was 
organized more than $27,000,000 has been 
delivered with a total lapse ratio of less 
than 8%. 

Edward L. Berger, CLU, is assistant 
general agent and Louis Shottland, 
brokerage supervisor of the Manhattan 
office at 225 Broadway. Allan E. Kaplan, 
CLU, is district manager of the Jamaica, 
Long Island, office. 





Berkshire Ground-Breaking 


Ceremonies for Home Office 

Berkshire Life employes witnessed 
official ground-breaking ceremonies re- 
cently for the company’s new _ home 
office building in Pittsfield, Mass. Con- 
struction calls for the new building to 
be completed by fall of 1959. 

Unlike the usual turning of earth 
with a spade, Berkshire’s ground-break- 
ing was tied in with actual excavation 
work by the explosion of two charges 
of dynamite. President W. Rankin 
Furey, CLU, and Cashier Lawrence B. 
Cook, senior home office employe m™ 
length of service, set off the first charge: 
Vincent J. Miranda, West Palm Beach 
and Joseph E. McCombs, Washington, 
D. C., qualified to push the plunger on 
the second charge as company leaders 
in cases and volume, respectively during 
the period April 14-28. 


JOINS CONTROLLERS 
Logan H. Campbell, vice president and 
controller, Gulf Life, Jacksonville, Fla., 
and W. F. Terminello, controller, Hos- 
pital Service Plan of New Jersey, New 
ark, have been elected to membership i! 
the Controllers Institute of America. 
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NOW! 

Sub-standard 
Accident & Sickness 
[batsjebecbeles 





...avallable from 
New York Life 


New York Life, which pioneered life insurance for sub-standard risks, now offers a 

new Sub-standard Accident & Sickness program. Under the program, many people with 
certain physical impairments or adverse medical histories may—upon payment of 

an extra premium—dqualify for coverage without an impairment exclusion rider. « Extra 
premiums are of two general types—‘‘permanent”’ and ‘“‘temporary”’ with the temporary 
extra premium payable for periods of five years or less, depending on the nature and severity 
of the physical impairment or medical history. « New York Life’s complete line 

of Accident & Sickness policies is available under this new program . . . giving Nylic 
representatives everywhere more sales opportunities for greater earning potential. 


New York Life Insurance @ylio Company 


51 Madison Avenue, New York 10, N. Y. 


Life Insurance +« Group Insurance « Annuities « Accident & Sickness Insurance « Pension Plans 
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Metropolitan Life—F. H. Ecker Anniversaries 
F. H. Ecker Chair Of Life Insurance 


Ovation Given F. H. Ecker, 
91 Years Old, At Plaza Dinner 


Honorary Chairman has been 75 Years with Metropolitan Life; 
Praise for Herbert Hoover, Too 


One of the outstanding sentimental 
dinners which has been held in the life 
insurance area was that of Metropolitan 
Life at Plaza Hotel on May 7 in dual 
observance of anniversaries: the 75th 
year of Honorary Chairman Frederick 
H. Ecker’s service with the company 
and the Metropolitan Life’s 90th anni- 
versary since it was chartered. 

It turned out to be a tremendous ova- 
tion to F. H. Ecker and also a warm 
tribute to former President Herbert 
Hoover who was to have been the 
principal speaker at the affair, was very 
anxious to attend, but had _ received 
peremptory orders from his physicians 


not to leave his suite in Waldorf 
Astoria Tower because of the serious 
operation he had recently undergone 


and the heavy spell of rain. Mr. Hoover 
sent a long letter to F. H. Ecker consist- 
ing of a eulogy of the latter’s long 
insurance career which epistle was 
greeted by warm applause, many present 
being presidents or chairmen of insur- 
ance companies. 


Ecker’s Warm Praise of Hoover 


The rain period which lasted several 
days and was in full downpour on night 
of the dinner did not prevent the veteran 
Metropolitan executive from attending. 

“The honorary chairman came out of 
a hospital two weeks ago, but he in- 
sisted upon being here,” said Toast- 
master F. W. Ecker, president of Metro- 
politan. “Maybe he is in a mood to make 
some comments relative to the tribute 
being paid to him tonight.” 

The honorary chairman was agreeable. 
He began with an enthusiastic review 
of Herbert Hoover’s contributions to 
the nation, calling him one of the great- 
est of its citizens. Reviewing the role 
Mr. Hoover played in the war period 
Mr. Ecker said he was responsible for 
the saving of millions of lives, especially 
in war-torn Europe. 

Mr. Ecker then grew reminiscent as 
he started to review some of the great 
personalities of the Metropolitan begin- 
ning with Knapp, the first president, 
and then discussing facets of the careers 
of the other Metropolitan presidents 
he had observed during his long tenure 
with the company. They included John 
R. Hegeman, Haley Fiske, Leroy A. 
Lincoln and Charles G. Taylor, Jr. 

When F. H. Ecker started to work 
for Metropolitan it had $63,425,000 in- 
surance in force and he has seen it grow 
to $80 billion. He was elected vice 
president of the company in 1919, presi- 
dent in 1929, chairman of the board in 
1936 and honorary chairman in 1951. 

Mentally, F. H. Ecker is as alert and 
brilliant as ever, still works every busi- 
ness day in important duties having to 
do with leasebacks of large buildings 
financed by loans of the company, and 
frequently he has played golf, but the 
toll of 91 years has made him weaker 
physically. He sat through the Plaza 
dinner, and stood during his talk, with- 
out showing visible signs of exhaustion. 
When he concluded President F. W. 
Ecker said jokingly: 

“The hospital operation and reaching 
the Plaza through the storm has not 
prevented him from making a 45 minute 
speech tonight.” 

The assembled guests listened atten- 
tively throughout the talk and when he 
concluded the affectionate regard in 
which he is held inside and outside the 
company was evidenced by the long 
ovation he received. 


The proceedings at the banquet started 
with an invocation given by the Rev. Dr. 
John Sutherland Bonnell, minister of 
the: Fifth Avenue Church who has had 
many years of close association with 
F. H. Ecker who currently is president 
of the church’s board of trustees. 


Executives of Other Companies on Dais 


Among those on the dais was Julius 
S. Wikler, Superintendent of Insurance, 
New York State. Presidents or chairmen 


of insurance companies at the dinner 
were these: 
Richard B, Evans, Colonial Life. 


Paul F. Clark and Byron K. Elliott, John 
Hancock, 
Carrol M. Shanks, The Prudential. 


Devereux C. Josephs, New York Life. 
Frazar B. Wilde, Connecticut General 
H. Bruce Palmer, Mutual Benefit. 
George Willard Smith, New England 
J. Doyle DeWitt, The Travelers. 
Leland J. Kalmbach, Massachusetts Mutual. 
Peter M. Fraser and Charles J. Zimmerman, 
Connecticut Mutual, 


Life. 


James P. Fordyce and T, E Lovejoy, Jr., 
Manhattan Life. 

George S. Van Schaick and Richard E. Pille, 
Security Mutual Life. 


Ralph R. Lounsbury, Bankers National. 
R. McAllister Lloyd, Teachers Insurance and 
Annuity. 


A Tribute from Eisenhower 


The following message to F. H. 
Ecker.from President Eisenhower was 
read at the company’s dinner. 

“May I join with hosts of your other 
friends in commemorating your seventy- 
five years’ service in a great American 
institution. Besides your leadership in 
the Metropolitan Life Insurance Co. 
which has brought it to pre-eminence 
in its field the generous contribution of 
your gifts and talents in legions of 
worthy causes has given you a unique 
place in the lives of your company and 
your community. In the language of 
the game (golf) we have both enjoyed, 
you have followed a splendid course and 
turned in a score that will be hard to 
match both in devotion to duty and in 
selfless service to others.” 


At the Metropolitan Life’s anniversary 
dinner in Hotel Plaza on May 7, Pr>si- 
dent Frederic W. Ecker announced the 
endowment by Metropolitan of a chair 
of life insurance at the Wharton School 
of Finance and Commerce, University 
of Pennsylvania, in honor of F. .H. 
Ecker, the company’s honorary chair- 
man. The endowment will provide a 
permanent fuli professorship to be known 
as the Frederick H. Ecker Chair of Life 
Insurance. 

The grant, said F. W. Ecker, “is in 
recognition of the pioneering and pre- 
eminent contribution which the Wharton 
School has made to the advancement 
of education in the field of life insur- 
ance, and of the promise of continuing 
benefit to the institution of life insur- 
ance which the establishment of this 
chair holds in the future.” 


Thanks from U. of P. President 


The endowment was accepted’ by 
President Dr. Gaylord P. Harnwell of 
University of Pennsylvania. Also repre- 
senting the university were Dr. Jonathan 
E. Rhoades, Provost of the university. 

“The Frederick Hudson Ecker Chair 
of Life Insurance will add great luster 
to our center of insurance studies in 
association with The S. S. Huebner 
Foundation which has been carrying on 
such outstanding work. The farsighted 


example which is being set by the 
Metropolitan Life will nurture closer 
relations between business and educa- 


tion in the years ahead. Private indus- 
try must, in accordance with our Ameri- 
can tradition, assume responsibility for 
the support of essential social enterprises 
such as our universities, and we at 
Pennsylvania are both appreciative of 
the leadership being displayed by the 
Metropolitan Life and greatly honored 
by the association with this company 
represented by the establishment of the 


Frederick Hudson Ecker Chair of Life 
Insurance.” 


The Wharton School 


Wharton is the oldest school of busi- 
ness in the United States. In comment- 
ing on it Dr. Harnwell said: 

“For long it has been one of the 
outstanding centers of education in in- 
dustry, commerce and finance. Insurance 
has been of paramount interest to us, 
and our tradition of contribution to this 
field extends back to the Colonial period. 
Our first Vice-Provost, Francis Allison 
was a founder in 1759 of the Presby- 
terian Ministers’ Fund, which was the 


R. V. Fleming Speaks For Board 


Speaking on behalf of directors of 
Metropolitan Life at the anniversaries’ 
dinner of Metropolitan in Hotel Plaza 
last week, Robert V. Fleming, chairman 
of board, Riggs National Bank of Wash- 
ington, D. C., a director since 1934, said 
this of Frederick H. Ecker: 

“His career is a wonderful demonstra- 
tion of what can be accomplished under 
our system of free enterprise by an 
individual with high intellectual attain- 
ments, imagination and energy who is 
willing to apply his time and talents 
unstintingly in the performance of his 
. Fleming said that at the age of 
12 F. H. Ecker was already well 
grounded in higher mathematics, a 
knowledge which has been an invaluable 
tool “in helping carve out a career to 
which he aspired. 

“Always he had a thirst for greater 
knowledge and the desire to improve 
himself. Throughout his career he read 





and studied everything he could in his 
spare time that would add to his knowl- 


edge, widen his mental horizons and 
broaden his capabilities,” said = Mr. 
Fleming. 

“Throughout Mr. Ecker’s career he 


has always had in mind the good that 
life insurance can do in helping the 
beneficiaries of policies, and he has also 
had an abiding interest in, and aim to, 
improve the health conditions of people. 
It was he who inaugurated and carried 
forward educational programs for im- 
provement of health which have proved 
so beneficial to all people and such an 
important factor in the company’s 
growth and progress. The Metropolitan 
was the first to conduct a major pro- 
gram in this field and the company is 
still carrying it on most effectively. 

“To be a successful executive one must 
have the faculty of being a good admin- 
istrator, a fine judge of human nature 
and of the character and capacity of 





original life insurance company jp 
America. Later in the 18th century, 
another of our officers, Vice-Provost 
Robert Patterson, a professor of mathe- 
matics at the University, formulated the 
first tables of premiums and may be 
considered to have been the first actuary. 
Our distinction in insurance education 
has reached its culmination under Dr, 
S. S. Huebner, who is a pioneer in the 
field of insurance and insurance edu- 
cation.” 


Herbert Hoover Writes 
High Praise of F. H. Ecker 


In writing to Frederic W. Ecker ex- 
pressing his regret that he could not 
be at the Plaza dinner Herbert Hoover 
said the long service of F. H. Ecker 
and his continued productive life at the 
age of 91 are an inspiration to all 
Americans, “And may I add to that of 
his many friends here my gratitude for 
his friendship over many active years,” 
he said. 

In his letter Mr. Hoover commented 
on how much he had been impressed 
by some advice about achieving happi- 
ness given by Mr. Ecker a quarter of 
a century ago. It was, to be constantly 
occupied. 

Hoover and Ecker Agree on 
Work Habits 

Said Mr. Hoover: “Mr. Ecker’s direc- 
tive, insisting that the road to happiness 
is longer and more work, implies there 
can be no retirement of able-bodied men 
from some kind of productive work. | 
can add proof to his sound advice from 
observation of those who do not follow 
it. These specimens of mankind degen- 


erate into talking about their ills and 
pills and income tax. The other idle 
oldsters’ stimulating reply is to talk 


about their particular ills and pills and 
the injustices of the income tax. So 
retirement from work is only retirement 
into the realm of garrulity. 

“The oldster who keeps at even partt- 
time work has not only something to 
talk about but has a zest for the morn- 
ing newspapers and for his three meals. 
The point of all this is not to retire 
from work—or you will shrivel up into 
a nuisance on earth. 

“For the many men and women who 


cannot find continued use for their 
services in their own institutions—as 
Mr. Ecker has done—there is always 


the open field of some public enterprise 
where their skills and experience can 
be exercised. There is not a town i 
the country that does not need _ helpers 
in some community organization en- 
gaged in good works. America can use 
every helping hand.” 


— 


individuals in selecting surbordinates 4s 
well as successors in office. I am _ sure 
my fellow members of the Board concur 
in my view that Mr. Ecker has_ these 
qualities to the ’nth degree. 

“Mr. Ecker has been a guiding influ 
ence for good not only among the 
officials of our company but in_ the 
life insurance field generally, and he 's 
recognized throughout the world as one 
of the greatest financial statesmen 0 
our time. It took a man of strong 
character, exceptional intellect and 
imagination, possessed of a lot of wisdom 
and a lot of foresight, to successfully 
guide the destinies of our great company 
through successive periods of depression, 
prosperity and war and have it emerge 
after each era of stress stronger, larger 
better known and more serviceable.” 


Guests from Board of Directors 
The following members of the boat 
of Metropolitan Life attended the dinner: 
John J. McCloy, chairman, Chase Manhattat 
Bank, 


(Continued on Page 11) 
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Named To New Post 
















LON R. ARGABRIGHT 





Appointment of Lon R. Argabright as 
assistant to Austin D. Rinne, new Dallas 
general agent for Northwestern Mutual 
Life, has been announced. Mr. Arga- 
bright has been an assistant to the direc- 
tor of education and field training at the 
firm’s home office, Milwaukee. 

Northwestern Mutual’s general agency 
in Dallas, its first in that city in 50 years, 
was opened May-1. The agency’s terri- 
tory comprises 39 northeastern counties. 
Temporarily, the Dallas general agency 
will also serve that part of Texas lying 
roughly west and northwest of these 
counties. 

Mr. Argabright joined the Northwest- 
ern Mutual in 1953, as a special agent 
with the Arthur W. Miller agency, Okla- 
homa City, In 1956, he was appointed an 
assistant to the director of education and 
field training at the home office. In this 
position he has aided in the training pro- 
grams of all of NML’s agents coast to 
coast, 

While serving as a special agent, Mr. 
Argabright earned several company pro- 
duction awards and won the National 
Quality Award every year he was in 
the field. 





Bruce Patterson Dead 


sruce Patterson, 59, general agent 
John Hancock in Houston died April 29. 
He entered life insurance in 1926. A 
graduate of University of Illinois he 
had been president of both Houston Life 
Underwriters Association and the Gen- 
eral Agents and Managers Association. 
He served in both world wars. 





Tribute to Ecker 


(Continued from Page 10) 


Juan T. Trippe, president, Pan American 
World Airways System. 

Robert W. Woodruff, chairman, finance com- 
mittee, Coca Cola Co. 

J. Wilbur Lewis, president, Union Dime 
Bank, 

Gale F, Johnson, president, Mercantile-Com- 
merce National Bank, St. Louis. 

Jeremiah Milbank, Milbank & Co. 

Leroy A, Peterson, president, Otis Elevator 
Co, 

Webster B, Todd, chairman, Equity Cor- 
poration, 

Robert L, Hammill, partner, Sanderson and 
Porter, 

John I, Downey, trustee, Bank of New York. 
In addition to the Messrs. Ecker 
directors Cecil J. North, executive vice 
President; Harry C. Hagerty, financial 
vice president and Edwin C. McDonald, 
vice president, Metropolitan Life, were 
Present. 


. . : during the first quarter, an increase of - 
United Life & Accident $7,601 206 “over the wear end ‘eure for Brooklyn Branch Meeting 


Sets First Quarter Record 1957. Assets rose to $38,777,504 as com- The Brooklyn Branch of the Life 


United Life and Accident, Concord, 1957 


pared to $38,290,454 at December 31, Underwriters Association of the City of 


New York will meet on May 22 at 


N. H., had a record first quarter this In reporting the first quarter results which time a panel discussion will be 
year, it has been reported by President to the United Life board of directors, held on “Summer Sales.” Members of 
Douglas B. Whiting. Total new business President Whiting pointed out the excel- the panel will be Maurice Blond, Mutual 
in the first three months of 1958 was  Jent results the company is receiving Trust Life; Myron Rosenberg, Metro- 


$15,097,344, a 23% increase over the from its new United 


Family Benefit. politan; Samuel Wexier, John Hancock; 


comparable period in 1957, when volume his benefit is in the form of a rider Seymour Abrams, Penn Mutual. Mod- 
of new business totaled $12,293,762. giving life insurance protection on the erator will be Buddy Neustein, CLU, The 

Total life insurance in force for wife and children, and may be attached Prudential. The meeting is scheduled for 
United Life increased to $289,089,182 to almost any basic United Life plan. 2 p.m. in the Hotel St. George, Brooklyn. 






















































ZSTERDAY it wasn’t there. Today, he picks it 
; and wonders: why did it grow like that? 
The miracle of growth! Whether it’s a “‘toad- 
stool” that springs up overnight or a cancer cell 
that suddenly comes into being, we’ve a lot to 
learn about the whole beautiful process of or- 
derly growth . . . and the dreadful, senseless 
growth that is cancer. 
The cancer puzzle is tied up in growth 
—growth of body cells smaller than the periods 
on this page. 

Scientists, working under grants from the 
American Cancer Society, are ceaselessly study- 
ing cells—normal and cancer cells. And they 
too are asking: Why? 
















Why do cells suddenly change from normal 
growth to uncontrolled, disorderly growth? This 
question can be answered only by the most 
probing, painstaking and costly research. 


Your contributions to the American 
Cancer Society will support hundreds of scien- 
tific studies necessary to save lives today and 
tomorrow. 


Remember : Cancer AM F R a) 
canstrikeanyone.But CAN 
you can strike back 
hard with your dol- may 
lars. Send your gift to \ $ _— 
CANCER in care of ‘ 


your local post office. S () ¢ ETY 
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How “One Stop” Selling 
Cuts Consumers’ Costs 


ZALINSKI GIVES SERVICE ANGLE 





Executive Vice President of Life Co. 
of NA. Addresses New England 
Managers Assn. 

The ultimate in insurance service in 
the future will be provided “by quality 
agencies that will furnish good, experi- 
enced counsel in all insurance lines, 
Edmund L. Zalinski, executive vice presi- 
dent of Life Insurance Co. of North 
America, told a meeting of the New 
England General Agents and Managers 
Association at Swampscott, Mass., May 
10. 

Mr. Zalinski described the many con- 
flicting forces tending to change tradi- 
tional insurance practices and advised 
ways in which insurance men could turn 
these forces to their advantage. ; 

Regardless of the feelings of some in- 
surance men, “one stop” insurance selling 
is the trend of the future. he said. “Even 
if it is still a long wav down the road,” 
he went on, “there is the ultimate possi- 
bility of putting all personal insurance 
in one package-life insurance, hospitali- 
zation, major medical, automobile, dwell- 
ing property, comprehensive personal 
liability, theft and whatever else the 
policyholder wants.” 


Reduced Consumer Costs 


Mr. Zalinski noted that in packaging 
and premium budgeting systems being 
developed, “we have all the elements 
that make for reduced consumer costs, 
larger premiums per scale, and greater 
convenience, making it easier than ever 
before for a single agent to handle all 
his prospects’ insurance needs.” 

Dealing with the forces leading to one- 
stop buying and price buying of insur- 
ance, Mr. Zalinski said that this is “the 
era of the supermarket” and pointed 
out that “people patronize the establish- 
ments which handle a large variety of 
products, and have a high-volume dis- 
tribution system with a low mark up to 
cater to a price-conscious public.” 

Persons not acquainted with the 
history of insurance and its development 
along separate lines of fire, casualty and 
life regard insurance as a single com- 
modity they need, Mr. Zalinski_ said. 
“and they can see no reason why it 
cannot be purchased on a_ one-stop 
basis.” He warned that “other things 
being equal, people will give their in- 
surance to the agency with which they 


can satisfy all their needs and with 
which they have the most frequent 
contact.” 

Mr. Zalinski stressed that consumer 


preference is not the sole factor pushing 
the industry toward “one stop” selling. 
High costs demand the use of labor 
saving devices such as Univacs and 705s. 
“However, all this machinery is very 
expensive and requires a large volume 
which is essential to make possible the 
lower prices demanded by the public,” 
Mr. Zalinski said. “Hence package 
policies, pre-authorized check plans, the 
collection of premiums and payment of 
commissions by the home office.” 


Maintain Professional Standing 


The fact that one agent sells several 
lines of coverage does not reduce his 
professional standing, Mr. Zalinski said. 
He observed that 56% of CLU’s recently 
polled sold other coverages in addition 
to life insurance, 35% of them selling 
some form of fire and casualty insurance. 

“People are buying these coverages 
elsewhere, and the CLU is merely giving 
them the convenience of one-stop pur- 
chasing,” Mr. Zalinski said. “He is mak- 
ing extra money while he is providing a 
more complete service.” 

Comparing multi-line insurance selling 
to the supermarket principle, Mr. Zalin- 
ski said the life underwriter is “certainly 
capable of handling homeowners prop- 
erty and automobile packages. But when 
it comes to the large, commercial risks, 
and as his market for that kind of 
business develops, he is going to acquire 
a qualified associate to handle it. The 
reverse is true with the fire and casualty 


BECKER 


MARTIN 


Martin Becker has been appoinied 
general agent for Northeastern Life of 
New York with offices at 225 West Mth 
Street. At the formal open house recep- 
tion recently, Herbert L. Hutner, presi- 
dent of the company and others from the 
home office as well as business associates 
and friends were guests for the occasion. 

Mr. Becker, prior to his appointment 
as general agent for Northeastern was 
associate general agent for Eastern Life, 
associate gencral agent for Columbian 
National Life and Group supervisor for 
Security Mutual Life. He started his 
insurance career with Security Mutual 
in 1946 as an agent. 

A graduate of Cornell University and 
an officer in the Army where he served 
for five and a half years, Mr. Becker 
is active in civic and fraternal organiza- 
tions, a member of the Masonic Order 
and belongs to the Aldecress Country 
Club. 





agents who can handle mortgage pay- 
ment and family life policies but who 
will need to acquire a qualified life 
underwriter when advanced underwriting 
skill is demanded.” 


Mr. Zalinski suggested as an_ ideal, 
“partnerships between CLU’s and 
CPCU’s, who by joint action, both as- 
suming the responsibility for their 


respective professional field, would estab- 
lish a client relationship that would 
provide a service covering completely 
the insurance needs of the policy holder.” 








LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 


PURCHASED ON 
EQUITABLE BASIS 


Plaza 3-2826 











HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y, 
TRiangle 5-7362 











May Use Dividends To Buy 


One-Year Term Insurance 
New England Life policyholders may 
now use a portion of their accumulated 
dividends to purchase one-year term in- 
surance equal to the cash value of the 


policy, President O. Kelley Anderson 
announced. 
The provision applies only to new 


policies of $10,000 or more and is avail- 


able on all permanent plans having 
premium payment periods of at least 
ten years and on automatically con- 


vertible term insurance. Substandard 
policies through a “table D” rating will 
be issued under this type of agree- 
ment. For simplification, they will be 
divided into only two ¢ategories, one 
through “table B,” the other above 
“table B” through “table D.” 

The dividend term plan is being of- 
fered particularly for use in the split 
dollar field. It would keep the death 
benefit to the employe’s beneficiary at 
the face value of the policy while main- 
taining the cash value intact for the 
employer. However, when the accumu- 


lated dividends are not sufficient, the 
term) insurance purchased will neces- 
sarily be limited to the amount the 


dividend will buy. 





Mass. Mutual Conference 

Massachusetts Mutual Life is holding 
its annual conference for Group insur- 
ance field representatives at the Key 
Biscayne, Miami, Fla., this week. 

The conference got underway with a 
dinner meeting at which President Leland 
J. Kalmbach was the speaker. Vice 
president Charles G. Hill opened the 
formal sessions. The bulk of the pro- 
gram is being devoted to seminars on 
such topics as the sales approach, re- 
tention of business, major medical selling, 
Group pension plans, and agency and 
broker development. A speech by Second 
Vice President Fred T. Googins will 
conclude the conference. 
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Our roots go deep 
into the life of 
New England 


INCORPORATED 1891 


BOSTON MUTUAL LIFE INSURANCE COMPANY 
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Equitable of Iowa Names 
Three General Agents 


JOHN D. HOPPER 


Equitable Life of Towa has appointed 
John D. Hopper as its general agent in 
Harrisburg, Pa., James M. Winge as 
general agent in Tampa, Fla., and Ray- 
mond Harris, CLU, as general agent in 
Jacksonville, Fla. 

Mr. Hopper, a native of Camp Hill, 
Pa., succeeds the late Q. R. Cowman, 
CLU, as Harrisburg general agent. He 
joined the Harrisburg agency in 1952, 
following a Bachelor of Law degree 
from Dickinson School of Law. In addi- 
tion to having built an outstanding rec- 
ord of personal production, he has also 
been active in organization and_ super- 
visory work within’ the Harrisburg 
agency. 

Mr. Winge becomes the company’s first 
general agent in its new agency 1 
lampa, located in the Ross Building at 
102 East Cass Street. He is a native 0! 
Waycross, Ga. and a graduate of Unt 
versity of Georgia. He joined the Provi- 
dent Mutual in 1952, and was advanced 
to unit supervisor of that companys 
Atlanta agency for southeastern Georgia 
in 1954, 

Mr. Harris, a native of Brunswick, 
Ga. and a graduate of Mercer Unt 
versity, became associated with the Lite 
of Georgia in 1949. In 1950 he was ad- 
vanced to staff manager, serving until 
recalled to active naval duty in Korea. 
Upon his release, he joined Provident 
Mutual as agency supervisor in the At- 
lanta agency, being promoted to broker- 
age manager of that agency in 1957. As 
Equitable’s new general agent in Jack- 
sonville, he succeeds Phillips Marshall, 
resigned, who will continue to represent 
the company in that agency as a pet- 
sonal producer. 
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toner Seymour C. Block 
At Agency Luncheon 


MUTUAL BENEFIT LIFE LEADER 


Former Major Sanainie Ball Player Sold 
Over $4 Million Last Year; With 
Lee Nashem Agency 


(Cy) Block, who played 
in the 1945 World Series with the Chi- 
cago Cubs, was the guest of honor at a 


Seymour 


luncheon at Toots Shor’s last week 
where he was acclaimed as one of the 
nation’s top life insurance’ salesmen. 
Andrew (“Fussy”) Levane, newly ap- 


pointed coach of the New York Knick- 





SEYMOUR C. BLOCK 


erbockers basketball team and Ralph 
Branca, former Brooklyn Dodger pitch- 
ing both of whom are associated 
with Mr. Block, also were guests at the 
luncheon given by H. Bruce Palmer, 
president of Mutual Benefit Life, New- 
ark and Leland O. Nashem, New York 
general agent for the company. Ned 
Irish, head of the New York Knicker- 
bocker organization, also attended. 

Last year Mr. Block sold more than 
$ million of life insurance, one of the 
outst: inding life insurance sales record 
in the country. He led the 1,100- = 
national sales force of Mutual Benefi 
Mr. Block joined Mutual Benefit in 1951 
after finishing 11 years of organized 
baseball, 

In his second year in the business he 
million dollars of life insurance 
to qualify for the Million Dollar Round 
Table and has qualified each year since. 

Mr. Block and his associate in busi- 
ness Al Greenhouse, have brought a 
number of sports figures into life insur- 
ance selling with the Lee Nashem agen- 
cy. Mr. Branca qualified for the Mil- 
lion Dollar Round Table last year, and 
Mr. Levane, who joined the agencv 
only recently has made an outstanding 
Start toward success in his off-season 
business. 

Mr. Block, who played third base for 
the Cubs, has completed all of the ad- 
vanced underwriting courses given by 
the Mutual Benefit. 


star, 


sold a 





Jones Vice Chairman, 
Law President, Pyramid 


Eddie E, Jones, one of the organizers 
of Pyramid Life of Ch: irlotte, N. C., and 
President for the past 29 years, has been 
named vice-chairman of the board and 

A. Law, executive vice president who 
has been with the company for 26 vears, 
Was elected president. Norman V. Swen- 
son, formerly vice president and secre- 
tary and also long with the company, 
Was made executive vice president. 


New Trustees Named By 
Bankers Life of Nebraska 


Three new members of the board of 
trustees of Bankers Life of Nebraska 
were elected at a recent trustees meet- 
ing in Lincoln. The new members are, 
according to George B. Cook, Bankers 
Life president, Dr. Clifford M. Hardin, 
chancellor of the University of Nebraska, 
D. Kosman, president, 


Lincoln; Henry 


Scottsbluff National Bank, Scottsbluff, 


Swinnerton Asst. Secretary 


Nebraska; and Willard D. Voit, presi- 
dent, Voit Rubber Corporation, Los Douglas K. Swinnerton has been ap- 
Angeles. pointed assistant secretary of Pacific 


Mutual Life. He will hold this new posi- 
tion in addition to his present post as 
claims manager. 

Mr. Swinnerton started in Pacific 
Mutual’s home office claims department 
in 1929 and served in field claims offices 
from 1933 until the war. Prior to 
promotion to manager of claims in 1953, 
he served as planning and coordinating 
manager, 


These elections fill the vacancies left 
by the death of two board members: 
Bankers Life President Howard S. Wil- 
son, and C. Lauer Ward, Lincoln busi- 
nessman. In addition, C. Petrus Peter- 
son, retired general counsel of Bankers 
Life, is retiring from the board of trus- 
tees. Mr. Peterson becomes trustee 


emeritus after serving 39 years as an 
active board member. 


his 
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We pay Lifetime Renewals...they last as long as you do! 


Five New 
Occidental Policies 


To give protection in five markets not previously covered 
and thus widen the service of all Occidental people to 
their clients, we announce these new plans: 


Details on all five new plans now available in all 
Occidental 






A sub-standard Disability Income policy. 
A sub-standard Hospital policy. 


An over-age Disability Income policy, issued to 
age 80. 


An over-age Hospital policy, issued to age 80. 


A lifetime guaranteed renewable Hospital policy— 
premiums, subject to change. 


offices. 
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Advanced Underwriters 
Elect Arden President 


Washington, D. C. — 
Advanced Life Underwriters 
first annual convention here in first week 
of May. It unanimously passed a resolu- 
tion which contained guideposts for sale 
of financed life insurance. It endorsed 
the following rules for sale of this in- 


Association of 
held its 


surance coverage: 
Proposed sales should be based upon 
a specific insurance need; and amount 


‘ 


of insurance should bear “a reasonable 


relationship to the purchaser’s present 
and potential financial capacity, always 
bearing in mind that value of maintain- 
ing other liquid reserves should be con- 
sidered.” 

Furthermore, purchaser should be ap- 
praised of the possible effects of future 
changes with respect to insured’s income 
and taxes applicable thereto, interest 
rates, dividends, net protection, tax laws. 
Manner in which loans may be liquidated 
should be discussed and the agent should 
invite approval of the purchaser’s legal 
and financial advisers. The association 
said it recognized sale of financed 
insurance as requiring special skills and 
competence as it imposes an added obli- 
gation for integrity of the agent. 

Merril P. Arden, an agent at 342 
Madison Avenue, New York, was elected 
president of the association. Other ofh- 
cers are Robert C. Preble, Jr., of Illinois 
and James Stoessel of Los Angeles as 
vice presidents. William J. Robinson, II, 
Wilmington, is treasurer, and Harold 
Franklin, Cleveland, secretary. 





Aetna Names Hollingsworth 
Assistant General Agent 


William H. Hollingsworth has been 
appointed assistant general agent of the 
Mineola, Long Island agency of Aetna 
Life, according to an announcement by 
Emil W. Kohut, general agent. 

Mr. Hollingsworth has been associated 
with Aetna Life for seven years and 
since 1954 has served as brokerage super- 
visor and agency supervisor in the Long 
Island area. A native of Brooklyn, Mr. 
Hollingsworth attended Kenyon College 
and City College of New York, and was 
engaged in the banking business before 
entering the life insurance field. He is 
a member of the Knights of Columbus 





Robert R. Tebow Appointed 


Appointment of Robert R. Tebow as 
assistant general agent, Los Angeles 
general agency, Aetna Life, is an- 
nounced by W. T. Craig, general agent. 
With the Aetna Life since 1946 at Cin- 
cinnati, Mr. Tebow subsequently became 
engaged in agency management work. 
A graduate of Ohio University and 
Aetna Life’s home office life insurance 
schools, he has won National Quality 
Award five times. 





LEGION MEMORIAL SERVICES 

Insurance Post 1081 of the American 
Legion will hold its annual memorial 
service on May 28 at 12:15 at Legion 
Memorial Square, Maiden Lane, New 
York City. United States First Army 
band will be present. James W. Irving, 
past Commander of Post 1081, is chair- 
man. All members of the insurance 
industry are invited to attend. 





RALPH P. McCASKY DIES 

Ralph P. McCasky, CLU, an associate 
of the Earl C. Jordan Agency of Massa- 
chusetts Mutual Life in Chicago, died 
recently. He was 57 years old. Schooled 
at Chicago’s Hyde Park High School, 
Dartmouth College, and the University 
of Chicago, Mr. McCasky joined the 
Jordan Agency in 1955 with 30 years of 
selling experience, mostly in the life 
insurance business. He _ received his 
CLU degree in 1931. 

























































































MARLAND L. GARTH 

The appointments of Marland L. 
Garth as general manager of the Pitts- 
burgh general office, and Frank D. Stan- 
field as general manager of the Wil- 
mington general office, have been an- 
nounced by the New York Life. 

Mr. Garth, who has been general man- 
ager of the Wilmington general office 
since 1956, joined New York Life in 1949 
in Hollywood, Calif. A leutenant com- 


mander in the South Pacific during 
World War II, he returned to Naval 


duty in 1950, serving as senior briefing 
officer for the Chief of Naval Opera- 
tions and the Secretary of the Navy. 
He was ni umed assistant manager of the 
company’s Washington, D. C. office in 


Besttensid iieeaee 


Several changes in the organization of 
the controller’s division of Occidental 
Life of California are announced by H. 
G. Dobson, vice president and controller. 

The agents accounting, contract and 
statements, and field accounting sections 
of the premium and commission account- 
ing department have been combined into 
a new department known as the field 
accounting department, 

Robert Reed has been named manager 
of the new department. Following 20 
years’ experience in the insurance indus- 
try, Mr. Reed joined Occidental in 1956. 

Paul Peters has been appointed man- 
ager of the premium and commission ac 
counting department. Mr. Peters has 
been a member of Occidental’s home 
office staff since 1946. 

E. Worth Coan, assistant controller, 
will have general supervision over both 
departments and serve as a special as- 
sistant to the controller. Mr. Coan, with 
Occidental since 1946, formerly served 
as manager of the premium and commis- 
sion accounting department. 





New Post for Davis 


Channing Davis has been made assist- 
ant manager of Canada Life’s New York 
City branch office, manager of which is 
Herbert F. Underwood. Mr. Davis got 
his initial life insurance background with 
this company. During the war he was 
field director of the American Red Cross 
in Italy for five years. Simce the war he 
has been a general agent in New York 
for Guardian Life. 





BANKERS OF IOWA SCHOOL 

Twenty-eight salesmen from 18 agen- 
cies of Bankers Life of Des Moines at- 
tended a home office sales training 
school in Des Moines April 21-26. The 
school, under the supervision of Roy 
Frowick, director of training schools, 
is the first in the series of three sales 
training schools. 





FRANK D. STANFIELD 

1952 and moved to the northern Vir- 
ginia branch in Arlington as assistant 
manager in 1953. In 1955 he was named 
a management assistant in the com- 
pany’s home office. He is a graduate of 
University of Redlands and Harvard 
University Graduate School of Business 
Administration, 

Mr. Stanfield, formerly a manage- 
ment assistant in the company’s home 
office, joined New York Life as an agent 
in Denver in 1949, Named assistant man- 
ager of the Denver office in 1953, he was 
called to the home office in 1957, Mr. 
Stanfield served with the Navy in the 
Pacific during World War II. He gradu- 
ated from University of Denver, where 
he en in insurance. 


pear Life’s CLU’s 
Elect Their Officers 


National Life of Vermont’s CLU As- 
sociation re-elected Merrill W. Mac- 
Namee of Chicago as president .at its 
annual meeting held at The Broadmoor, 
Colorado Springs, Colo., in conjunction 
with the company’s President’s Club 
educational conference April 27-May 1. 

Also re-elected were Warren F, Shult 
of Bloomington, Ill., as vice president 
and Karl H. Schmidt of Akron, O., as 
secretary, Members of the executive 
committee, in addition to the officers, are 
Samuel B. Fairbank, Seattle; Robert C. 
yrand, New Canaan, Conn.; James 
Stoessel, Los Angeles; and William H. 
Joslin, Providence, R: 1. 

Eugene C. DeV ol, CLU, National Life’s 
general agent in Phil: idelphia, and pres- 
ident of the American Society of CLU’s, 
spoke on the history of the CLU move- 
ment and outlined some of the Society’s 
plans for hie future. 


Deane Davis and Clyde R. Welman, 
National “Lites ; president and agency 
vice president, respectively, addressed 


the group of nearly 50. 


Old Line Life Business 


Old Line Life of America produced 
a record breaking $3,568,622 in sales 
of new life insurance for the month 
of April. With the record month, the 
company’s new business figures, January 
1 through April 30, registered an in- 
crease of 24% over the corresponding 
period of 1957. The April sales com- 
memorated charter month in recognition 
of the company’s founding in April, 1910. 

F, D. Guynn, vice president and direc- 
tor of agencies, announced the opening 
of a new office in Oakland, Cal. Super- 
vision of operations in the Oakland-San 
Francisco area will be under general 
agent Charles Shussett. In addition to 
the Oakland agency, Old Line Life is 
also represented in southern California 
with agencies in Long Beach, Glendale 
and Los Angeles. 








N. J. ASS’N 20 YEARS OLD 


Banquet Follows Sales Congress May 
22; Chief Officers, NALU and 
Jersey Cos., to Attend 
Twentieth anniversary dinner of N, 
State Association of Life Uisdre ial 
will be held May 22 at Robert Trea 
Hotel, Newark, with President Mary ¢ 
McKeon, CLU, as toastmaster. A speaker 
will be Tex McCrary of TV who will 
comment on public relations. Banquet 
will follow a sales congress general chair. 
man of which is William H. Schneide- 


wind, CLU. Joint chairmen of banquet 
are Lorraine Groell, Montclair, and 
Bernard Lewis, Newark, 


Honor guests at banquet will be Presi- 
dent Albert C. Adams, and Managing 
Director Lester O. Schriver, of NALU. 
Mayor Leo P. Carlin of Newark and 
Presidents of New Jersey life insurance 
companies. 


Atlantic Alumni LIAMA 
Annual Meeting Sept. 25-26 


The Atlantic Alumni Association of 
LIAMA Schools in Agency Management 
will hold its 20th annual conference at 
Hotel Roosevelt, New York City, Sep- 
tember 25 and 26. The announcement 
comes from the Association’s President 
Paul L. Guibord, general agent in 
Newark for Mutual Benefit following 
a meeting in Hartford of the AAA's 
executive committee. 

All graduates of LIAMA Schools are 

considered members of the Atlantic 
Alumni Association. All field and home 
office graduates and any home office 
men of LIAMA member companies, even 
though they are non-graduates, are in- 
vited to this fall conference. 
: Members of the program committee 
for this year’s conference include: At- 
lantic Alumni Association Vice Presi- 
dent Arthur W. Schmidt, general agent, 
New York City, for New England Life, 
who is chairman; Immediate Past Presi- 
dent Thayer Quinby, general agent, 
soston, for Columbian National; Secre- 
tary-Treasurer Robert L. Snowden, man- 
ager, Red Bank, N. J,, Metropolitan; 
Robert W. Boas, manager, West Rox- 
bury, Mass., John Hancock; Harry E. 
Duffy, gener: al agent, B ridgeport, Connec- 
ticut Mutu: il; David G. Hunting, general 
agent, Philadelphia, New England Life; 
and Chester R. Jones, general agent, 
Washington, D. C., Massachusetts Mu- 
tual. 

Other members of the Atlantic Alumni 
Association’s executive committee in- 
clude: Edward B. Ames, manager New- 


ark, Phoenix Mutual; Gilbert V. Austin, 
general agent, Brooklyn, Aetna; Charles 
N. Barton, president CB. Knight 


Agency, Union Central, New York; Wm. 
S. Collins, manager New York, Guar- 
dian; Richard S. Cox, Jr. director of 
agencies, Life Insurance Co. of North 
America; Russell H. Freeman, city man- 
ager, Toronto, London Life; Vernon W 
Holleman, manager, W ashington, D.:%, 


Home Life of New York; and Robert 
Bes Wilkins, manager, Hartford, Pru- 
dential. 


R. V. McBrayer Promoted 
By Interstate L. & A. 


Robert V. McBrayer, 
ager of Interstate Life 
division I agency force, has been pro- 
moted to the newly created post of 
assistant manager of agencies. In_his 
new duties he will assist David F. S. 
Johnson, vice president and manager of 
agencies, in coordinating the entire In- 
terstate Life agency field force of ap- 
proximately 1,800 men. 

Mr. McBri ayer has 
with Interstate Life for more than 2 
years, having officially started his ¢a- 
reer with the company as an agent in 
Atlanta in 1931. Progressing through 
the ranks, Mr. McBrayer has. served as 
staff manager; district supervisor; as- 
sistant to the district manager; district 
manager; and in November, 1955, went 
to Interstate Life’s home office to be 
come assistant manager of division I. 
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Most Casualty-Fire 
Agents Also Do Life 


AETNA COMPANIES’ EXPERIENCE 





D. E. Hanson, Assistant Vice President 
Aetna Life, Addresses Alabama 
Insurance Agents 





A majority of the casualty agents of 
the Aetna Life Affiliated Companies also 
write life insurance and a majority of the 
Aetna Life agents also write casualty 
and fire lines. D. E. Hanson, assistant 
vice president of Aetna Life, told the 
Alabama Association of Insurance Agents 
this week. 

“Last year,” said Mr. Hanson, “the 
Aetna Life paid for $506,000,000 in new 
Ordinary volume. Of that total, $63,000,- 


000 came from casualty agents who 
office in our casualty branch offices. 
$93,000,000 more came from casualty 


agents who do not office with us but 
who give us first call on their casualty 
and fire business. Add $63,000,000 and 
$93,000,000 together and you find that 
$156,000,000, or 31% of our total new 
Ordinary business paid for last year 
came from our casualty agents and, 
believe me, that is important to us. That 
percentage has been climbing a little 
each year as we strengthen our Life 
general agency staffs to give the sales 
help and service most casualty men 
want. 

“To give you some indication of the 
growth of life insurance in recent years, 
it is interesting to note that the $156,000,- 
000 of Life insurance paid for by our 
casualty agents last year was $21,000,000 
more than the total paid for by all 
Aetna Life and Casualty agents 15 years 
ago. 


Two Leading Producers 


“Let’s take a look at two men who 
have been consistent Life leaders in our 
company and, for the past two years, 
have been No. 1 and No. 2 in Life 
production: 

“Our No. 1 man lives and works in a 
state not far from here and, last year, 
paid for more than $2,000,000 of new 
Ordinary business in our company. He 
does no casualty and fire, but does write 
Group business. Earnings last year were 
over $67,000. 

“Our No. 2 man is on the West Coast. 
He paid for almost $2,000,000 Ordinary, 
in addition to Group, and his casualty 
and fire premiums, developed over a 
20-year period, now exceed a quarter of 
a million dollars. Last year his net 
earnings exceeded $100,000. 

_“Let’s examine some of the reasons 
fire and casualty companies are inter- 
ested in creating a life company or 
buying one. 

“Fire and casualty loss ratios have 
been high in recent years and under- 
writing profits are tough to attain. By 
contrast, life insurance companies, with 
improved mortality and higher interest 
earnings, have been doing well finan- 
cially, 

_ Che upward climb in the value of life 
Imsurance company stocks has not es- 
caped the attention of casualty and fire 
company executives. Attracted by such 
favorable factors, those executives con- 
tinue their reasoning by saying: 

_ We've got a ready-made sales force.’ 

They know that it ccsts a lot of money 
to build ah agency organization to sell 
life insurance. The costs of recruiting 
and financing and training and helping 
men sell life insurance come high in 
money and high in blood, sweat, and 
tears. And so, the casualty and fire 
executive, looking across the street at 
sy Insurance, might well reason that 
te can mobilize his already present 
agency organization to sell life insurance. 

Te has to consider the fact that 


hi of his agents already have strong 
i € imsurance ties they would be re- 
uctant to break. He knows the human 


actor is awfully important in our busi- 
Ness, 


and it isn’t a simple thing to 





break life insurance ties the property 
insurance man has now, if those ties 
are bound by good service and kindness 
backed up by personal friendship. He 
knows that, as we do, but reasons that 
enough of his present agency organiza- 
tion can be won over to put the life 
insurance show on the road. 


Fire and Casualty Agents Write Group 


“He takes a close look at Group life 
insurance and the casualty Group cover- 
ages. Life insurance men know that a 
very considerable portion of the Group 
coverages are now written by the fire and 
casualty agent. The life insurance man 


deals mostly with individuals. By con- 
trast, the fire and casualty agent gets a 
healthy proportion of his premium in- 
come from business firms—and Group 
insurance is bought more often by the 
firm than by the individual. 

“There are some who would say that 
life insurance companies get preferential 
Federal Income Tax treatment, but a 
closer study leads our casualty and fire 
executive to the conclusion that there 
is much truth in the statement that the 
life insurance business is America’s 
most heavily taxed institution of thrift 
or savings. Especially when he considers 
the impact of State taxes on top of the 


Federal Income Tax so this tax appeal 
loses much of its glamour. 

“Then he weighs these pluses I have 
been enumerating against the expense 
of getting actuaries and medical men, 
and competent home office and field men 
who know the life insurance business. 
The Insurance Co. of North America 
is reported to have earmarked several 
million dollars to make its life insurance 
affiliate a going concern. 

“Tt is obvious that several casualty 
and fire companies believe the advan- 
tages of entering the life business out- 
weigh the problems because the trend 
into life insurance continues.” 











No. 3 
in a Series 


Field Training and 
Joint Selling Team 


These men behind the AZtna Life man are members of the manage- 
ment staff in an AStna Life General Agency. They play the major 
role in the administration of A®tna’s training program. 

Men of proved sales experience, they are experts in imparting 
know-how and enthusiasm to the new A&tna Life man. While always 
available, they work most closely with him over a 34-week period 
developing skills in referred lead prospecting, work organization, 
programming, business insurance and estate analysis. 

Office conference is combined with a program of home study. 
But joint selling is the strong cornerstone on which real sales skill 
is built. And here they loom large. Right on the firing line, they 
help the AZtna man with the techniques that close sales. 

These members of our General Agency teams, are typical of the 
many trainers and experts working for the success of the A&tna Life 


man. 


AETNA LIFE 


INSURANCE COMPANY 


Affiliates: 
AINA CASUALTY AND SURETY COMPANY 
STANDARD FIRE INSURANCE COMPANY 
Hartford, Connecticut 
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Creative Thinking Theme 
Of N. Y. Sales Caravan 


WILLIAMS FIRST SPEAKER 





Staged by N. Y. State Life Underwrit>rs 
Assn. in Upstate Cities; Parks, 
Phillips, Cutini Also Speak 





Creative thinking today is not a hap- 
hazard affair, but a planned, deliberate 
approach to a problem, Howard Williams, 
director of public relations and adver- 
tising of Monarch Life of Springfield, 
said as the first speaker in the recent 
sales caravan sponsored by New York 





HOWARD WILLIAMS 


State Association of Life Underwriters 
in three upstate New York cities— 
Buffalo, Syracuse and Albany. 

General theme of the caravan was 
“Creative Thinking in Life Insurance 
Selling.” Other speakers on the pro- 


gram who discussed various phases of 
this subject were Richard B. Parks, 
agent of Massachusetts Mutual Life in 
Rochester ; Harry Phillips, III, Penn 
Mutual agent in New York, and Gary 
S. Cutini, director of agencies, Life 
Insurance Co. of Georgia, Atlanta. 
Chauncey D. Cowles, Jr., CLU, of 
Benefits Counsel of New York and a 
special agent in Buffalo for North- 
western Mutual Life, was moderator of 
the panel while Spencer L. McCarty, 
CLU, managing director of the New 
York State Association, acted as “shep- 


herd” of the caravan. Both did excellent 
jobs. 
In developing his talk Mr. Williams 


explained the fundamental steps that 
all creative people follow when they are 
seeking a way to improve a process, a 
product or a technique. He based his 
talk on Alex Osborn’s “Applied Imagina- 
tion,” a book which has created such a 
stir in the past four years. Mr. Williams 
made the point that new men in life 
insurance selling and men who might be 
having production difficulties should not 
turn to the creative thinking techniques, 
hoping to find a solution to their prob- 
lems. He advised: “The best solution 
for them will be found in applying the 
fundamental techniques of selling that 
our industry has brought to such a high 


state of perfection.” 
Mr. Williams aimed his remarks at 
agents who are well-grounded in the 


fundamentals of life insurance but who 
want to improve their performances in 
specific aspects of their operation. He 
also had a message for general agents 
and managers who desire guidance in 
presenting “brainstorm” problems com- 
mon to the men in their agencies. 


Parks, Cutini and Phillips 


As the second speaker on the caravan 
program, Mr. Parks discussed “Creative 
Thinking in Self Organization” while 
Mr. Phillips spoke on “Creative Think- 
ing in General Lifeinsurance Practices.” 


Features Of MDRT Meeting Program 


A report on the Million Dollar Round 
Table research project, “What makes a 
Million Dollar Producer?” a case study 
dealing with two stockholders in a close 
corporation; 12 room-hopping sessions; 
an entire morning on executive compen- 
sation plans; and an afternoon on es- 
tablishing a successful life insurance ca- 
reer, are on the program of the annual 
meeting of the Million Dollar Round 
Table scheduled for June 17-20 at the 
Banff Springs Hotel in the Canadian 
Rockies. 

Program chairman is Adon N. Smith 
II, CLU, Northwestern Mutual Life, 
Charlotte, N. C., vice chairman of the 
Round Table. 

Registration will be Tuesday, June 17. 
At 5:30 the executive committee will 
meet with first-time qualifiers and give 
them a brief orientation on the MDRT 
and the annual meeting. The past chair- 
men’s reception will follow at 6:30. That 
evening E. W. Wakefield of the Cana- 
dian Pacific Railway will give a lecture 
and show movies on Canada. 


MDRT Breakfast 


The traditional MDRT breakfast will 
start at 8 am. Wednesday. William D. 
Davidson, CLU, associate manager of 
Equitable Society at Chicago and 
MDRT chairman, will preside and talk 
on the activities of the Round Table. 
In accordance with tradition, the other 
speakers will be Albert C. Adams, gen- 
eral agent of John Hancock Mutual Life 
at Philadelphia and president of Na- 
tional Association of Life Underwriters, 
and James F. Oates, Jr., president ‘of 
the chairman’s company, Equitable So- 
ciety. 

The next session, at 10:45, will be a 
case study type of presentation, titled 
“Love and Sympathy.” It will analyze 
the insurance, accounting and legal prob- 
lems of two stockholders of a close cor- 
poration where only one stockholder de- 
sires his stock to be retained after his 
death. This session will be handled by 
Benjamin Stern, New England Life, New 
York City; William C. Miller, partner 
at Los Angeles in the accounting firm 
of Price, Waterhouse & Co.; and Denis 
B. Maduro, New York City insurance 
attorney and specialist in business in- 
surance and estate problems, who is 
counsel to the MDRT. 

At 2:30 that afternoon there will be 
three simultaneous workshop sessions 
led by Messrs. Stern, Miller and Ma- 
duro, where the morning’s case studv 
presentation will be discussed. The 
workshop leaders will shift rooms at 
the end of each 50 minutes until each 
workshop has been visited by each 
leader. 


What Makes a MDRT Producer? 


The first session Thursday will be 
devoted to reports on the MDRT re- 
search project on what makes a million 
dollar producer. Moderator will be Wil- 
liam T. Earls, CLU, Mutual Benefit Life 
general agent at Cincinnati, chairman of 
the public relations committee, which 
has charge of the project. He is a past 
chairman of the Round Table. 

Dr. Robert L. Kahn of the Survev 
Center of University of Michigan will 
report on the “interviews in depth” 
which have been conducted with selected 
members of the Round Table and with a 
comparable group of potential qualifiers. 
Francis L. Merritt, director of training 





Both are MDRT members and their 
talks contained a wealth of information 
on their selling techniques that their 
listeners could utilize profitably. 

The final speaker, Mr. Cutini, spoke 
on “Two Responsibilities.” They are 
(1) the responsibility to become fully 
informed in one’s area and (2) the 
responsibility to work hard in order to 
bring the benefits of life insurance to 
the widest possible segment of the 
public. Mr. Cutini tied all the ends 
together in a well phrased and inspiring 
presentation. 


of Mutual Benefit Life, will report on 
a companion project involving the ad- 
ministration of a battery of tests to a 
somewhat larger group of qualifiers. 
The annual business meeting of the 


MDRT will open at 10 a.m., with Chair- 


man Davidson presiding. Thursday 

afternoon will be left open. 
Room-Hopping 

Room - hopping sessions will begin 


Thursday evening at 8:30 and run till 
11. There will be 12 sessions, devoted 
to business insurance, estate planning. 
pension and profit-sharing, and miscel- 
laneous subjects. Room hosts and their 
subjects will be announced soon. The 
room-hopping sessions are in charge of 
Donald Shepherd, John Hancock Mu- 
tual Life, Quincy, Mass., vice president 
of the program committee. 

All of Friday morning will be devoted 
to executive compensation plans, the 
discussion leaders being Herman C. 
Biegel, partner in the Washington, 
D. C., law firm of Lee, Toomev & 
Kent; Iram H. Brewster, Phoenix Mu- 
tual Life, Pittsburgh; and Paul W. 
Cook, CLU, general agent of Mutual 
Benefit Life at Chicago and a prest 
chairman of the Round Table. 

Immediately after their presentation 
there will be two simultaneous workshop 
sessions, one led by Messrs. Brewster 
and Cook, the other by Mr. Biegel. 

For the Canadian members, Friday 
morning will be devoted to a_ special 
session to consider problems applying 
only in Canada. 

That afternoon three MDRT mem- 
bers, Joseph H. Reese, Jr., CLU, Penn 
Mutual Life, Philadelphia; Bernard H. 
Zais, CLU, Connecticut Mutual Life, 
Burlington, Vt.; and Robert P. Bur- 
roughs, National Life of Vermont, Man- 
chester, N. H., a past chairman of the 
Round Table; will speak on “Establish- 
ing a Successful Life Insurance Career.” 

While the final date shown on the 
reservation form for the Banff Springs 
Hotel is May 10, Chairman Davidson 
says there are still rooms available and 
members who have not yet sent in their 
reservation requests and wish to attend 


should send the forms promptly to 
MDRT headquarters, 1 North LaSalle 
Street, Chicago 2, III. 


Conn. General Appoints 
C. T. Furniss, H. E. Mohr 


Vice President Stuart F. Smith of 
Connecticut General Life announced the 
appointment of a new manager at the 
Hartford branch office and the establish- 
ment of a second branch office for sales 
operations in Connecticut at New Haven. 

Carl T. Furniss, assistant superinten- 
dent of agencies, has been named to 
head the Hartford branch office. He 
succeeds Frank O. H. Williams who 
was recently appointed vice president. 
Howard E, Mohr, who has been serving 
as assistant manager of the Hartford 
agency will be manager of the New 
Haven branch office. Since 1934 the New 
Haven office has been a district office 
of the Hartford agency. Other district 
offices in Bridgeport, Waterbury, Stam- 
ford and New London will now be under 
the overall direction of the New Haven 
branch office. Sales operations in New 
Britain and at Allen, Russell and Allen, 
general insurance agency in Hartford, 
will continue under the direction of the 
Hartford branch office. 

Mr. Furniss joined the company in 
1946 as an agent in Lancaster, Pa., and 
the following year was appointed assist- 
ant manager of the Philadelphia branch 
office. Since July, 1957 he has been 
assistant superintendent of agencies at 
the home office. Mr. Mohr joined the 
Hartford ‘branch office as an agent in 


sf and became assistant manager in 





New Albany General Agent 
For Mutual Benefit Life 


(| 





Fabian Bachrach 

RODNEY B. MILLER 
Life, Newark, has ap- 
B. Miller, CLU, as gen- 


Mutual Benefit 
pointed Rodney 


eral agent of its Albany agency. He 
fills the vacancy caused by the death 
of the former general agent Edgar D. 


Carlough, Jr. 

A graduate of Case Institute of Techi- 
nology, Mr. 
career in 1942 as an engineer. In 
he entered the life insurance 
with Mutual Benefit. He served in the 
Air Force from 1943 to 1945 and again 
from 1950 to 1953. 

Prior to his appointment as Albany 
general agent, Mr. Miller was an agent 
and later supervisor in the companv’s 
Cleveland agency. Early this year he 
received the Mutual Benefit’s Builder 
Trophy as the company’s leading super- 
visor in 1957. 


Miller began ‘his business 
1950 


business 


N. E. Actuaries’ Meeting 


The tenth joint meeting of the Actua- 
ries’ Clubs of New England will be held 
May 23 at State Mutual Life’s new 
home office building in Worcester, Mass. 
beginning at 2 P.M. preceded by guided 
tours of the new building and members 
are invited to have luncheon in_ the 
dining rooms. 

There is a full program planned with 
two sessions, one on Group insurance 
and pension plans under the chairman- 
ship of Alfred W. Perkins and the other 
on Ordinary and general with Louis 


Levinson as chairman. Guest speaker 
after the dinner will be Norman M. 
Hughes, vice president of the Society 


of Actuaries. Following the business 

meeting refreshments will be served at 
5 P.M. by courtesy of the Massachusetts 

= Companies and State Mutual 
ife. 





Eastern Life of N. Y. to 
Raise Capital to $1,000,000 


The stockholders of the Eastern Life 
of New York, at their annual meeting 
May 6 at the Waldorf-Astoria Hotel, 
voted to increase the company’s capital 
from $330,000. to $1,000,000. and to reduce 
the par value of the company’s stock 
from $5.50 to $5 per share. 

Upon approval by the New York 
State Insurance Department, Eastern 
Life’s authorized capital will be repre- 
sented by 200,000 shares. 

Seven directors were elected to serve 
for a term of three years: Moe Becker, 
Ralph Friedman, Abraham Krumbein, 
Ned L. Pines, Theodore R. Racoosin, 
Dr. Jacob I. Steinberg and Morris 
Umans. 
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Trend Increasing To 
Multiple-Line Writing 


VIEWS OF LELAND T. WAGGONER 





Presents Look at Life Insurance Sales 
Methods as They Apply to Prop=rty 
and Casualty Fields 





“The entry of the life insurance in- 
dustry into the fire and casualty field 
will quickly bring far reaching changes 
in the distribution of ail insurance lines,” 
said Leland T. Waggoner, CLU, vice 
president for sales of Life Insurance 
Company of North America, in San 
Francisco recently. Speaking at a meet- 
ing sponsored jointly by the Northern 
California Chapters of the Society of 
Chartered Property and Casualty Un- 
derwriters and the American Society of 
Insurance Management, Inc., Mr. Wag- 
goner presented a frank look at life 
insurance sales methods as they may 
apply to the property and casualty fields. 

Mr. Waggoner called attention to the 
fact that life companies and/or their 
field forces are entering the fire and 
casualty business at a startling rate just 
as fire and casualty companies are in- 
vading the life insurance field. He 
pointed out that while at the present 
time New York law forbids a life insur- 
ance company to be in the fire and 
casualty field, there is little doubt that 
future legislation will permit life com- 
panies to handle other forms of insur- 
ance, thus increasing the trend to mul- 
tiple-line underwriting. 

Life general agents, managers and 
agents are also starting to sell fire and 
casualty policies on their own account 
in order to make one-stop insurance 
service available to their clients, said 
Mr. Waggoner. He pointed out that 
when this occurs, the years of efficient 
sales training provided by the life com- 
panies quickly bring inroads into the 
markets of fire and casualty producers 
who do not offer all-lines service. 

Mr. Waggoner quoted various studies 
indicating that a large percentage of 
CLU’s and other life agents are already 
selling all coverages and warned that 
the successful aggressive salesman fre- 
quently considers his “fair share of the 
market” to mean “all of it.” 

Mr. Waggoner told his audience that 
the thousands of life insurance producers 
who may tomorrow enter the fire and 
casualty business are “dedicated sales- 
men—expert in the art of sales promo- 
tion and with wide personal contacts,” 
and that they will bring with them the 
concepts with which they are familiar 
and which have provided fantastic sales 
results. 

The life man “has no fear of direct 

billing—in fact he prefers it,” said Mr. 
Waggoner, “because he wants to spend 
his time selling and developing new 
clients—frequently drawn from the fire 
and casualty agents’ market. 
_ “The life man expects to participate 
in training programs from his company, 
from LUTC, CLU and other industry 
activities,” said Mr. Waggoner, “and has 
no hesitation about letting the public 
know he is qualified to handle all of 
their insurance needs. 


Trained to Study Markets 

“The life insurance man is trained to 

study markets and views his markets 
and his policy owners as his own—just 
as does the fire and casualty agent,” he 
continued. “Make no mistake about it, 
the. life insurance man is a highly com- 
petitive individual. He loves leaders’ 
lists and contests and as he enters other 
fields will take competitive delight in 
trying to absorb what heretofore have 
been policyowners mutually served by 
several different agents. 
_ “And yet, the future of the general 
Insurance man... is brighter than it 
has ever been,” Mr. Waggoner pre- 
dicted. He cited ten examples of how 
fire and casualty men can retain and 
broaden their markets through multiple- 
line selling. 

He declared that due to increased 
public acceptance during the past five 
years, selling life insurance is easy if 
approached with enthusiasm and vigor. 


Name Two Vice Presidents 

Two executives of National Bankers 
Life of Dallas have been given key 
posts in a reassignment of staff respon- 
sibilities, it was announced by Nablico 
President Lester F. Hall. 

Roy B. McKinney has been named 
vice president in charge of the life divi- 
sion, and Monroe C. Metcalf has been 
named vice president in charge of the 
disability division. 

Mr. McKinney joined Nablico in 1951, 
and became a vice president in 1955. 
Mr. Metcalf has been with Nablico since 
1953, and became a vice president in 
April this year. 





Fire and casualty agents have a gold 
mine of life insurance prospects already 
in their files in their present policy- 
holders, said Mr. Waggoner. Thus pros- 
pecting—the bane of existence of many 
life insurance salesmen—is already solved 
for the fire and casualty man. He pointed 
out it does not require a great deal of 
study to gain a general working knowl- 
edge of the life insurance business but 
emphasized the importance of learning 
the insurance needs of ‘the prospect. 

Mr. Waggoner pointed out that the 
most modern merchandising methods are 
available to the agent selling multiple- 
line insurance. He cited the check-o- 
matic plan as an example of the clerical 
effort which can be saved by the use of 
electronic equipment and_ standardiza- 
tion. 

“The time will come when companies 
will package all.forms of coverage in one 
policy with substantial savings to the 
policy owner,” Mr. Waggoner declared. 
He said that the agent who turns to 
multiple-line underwriting now will have 
the advantage of selecting the most 
aggressive companies and will be best- 
equipped to cope wath the increasing 
demand for one-stop service. 

Mr. Waggoner went on to point out 
that life insurance companies will pro- 
vide capable field assistance to fire and 
casualty men entering the life insur- 
ance business. 

He concluded by pointing out the 
advantages in having both a life depart- 
ment and a fire and casualty department 
in an insurance agency and the im- 
portance of selection, training, and ade- 
quate compensation of agency personnel. 








For 
United Stakes Life 


Call 


The MaeGrath Agency 


84 William Street 
HAnover 2-7865 





General Agent 


The United States Life Insurance Co. 
In the City of New York 











W. P. Mooty President 
Life Co. of Florida 


William P. Mooty was elected presi- 
dent of the Life Insurance Co. of Florida 
at the annual meeting held May 5 in 
Miami. Mr. Mooty is president of the 
Franklin Press, Inc., the largest printing 
firm in the South. Mr. Mooty fills the 
vacancy created by the retirement of 
General A. F. Lorenzen (USA Retired), 
who served as president of the company 
since it commenced business in August, 
1956. Alec S. Wallace, attorney, was 
elected chairman of the board. 

Herbert N. Booma, manager of Baby- 
land and Booma Furniture and president 
of the Florida Furniture Dealers Asso- 
ciation, and Victor E. Corrigan, vice 
president of the Security Trust Co., 
Miami, were elected to the board of 
directors along with Roland L. Chris- 
tian, Robert C. Claiborne, W. Finley 
Jones, Cecil E. Kirby, Scott L. Moore, 
William P. Mooty, Carl O. Olson, 
Thomas L. Tatham and Alec S. Wallace, 
who were re-elected. ; 

Carl O. Olson, executive vice president; 
W. Finley Jones, vice president-director 
of agencies; Robert C. Claiborne, attor- 
ney, treasurer, and Cecil E. Kirby, presi- 
dent of Kirby-Tuttle Appliances & Air 
Conditioning and former city commis- 
sioner of Miami, secretary; were re- 
elected. es 

The president reported that_the life 
insurance-in-force for the first full 
calendar year, 1957, was increased bv 
nearly $4,000,000, bringing the total! in 
force to $5,428,266. 





Hartford. 


*Minimum 15 in Florida. 





MEDICAL 
CATASTROPHE 


NOW AVAILABLE with Group Special — / 
insurance for the firm with 10* to 24 employees. 


Call our local office for full details. 
Connecticut General Life Insurance Company, 


CONNECTICUT GENERAL 
Ges Life + Accident + Health + Group 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 ° 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS " OMAHA 


Consulting Actuaries 














Queens Branch President 


HERBERT L. LEE 


Herbert L. Lee, CLU, manager, The 
Prudential, Jamaica, was elected presi- 
dent of the Queens Branch of the Life 
Underwriters Association of the City of 
New York at the first annual election 
meeting held last week. Also elected 
were Robert N. Perry, CLU, Equitable 
Life, Jamaica, administrative vice presi- 
dent; Harold Johnson, Metropolitan 
Life, Ozone Park, membership vice 
president; Eugene P. Cinquemani, The 
Prudential, Forest Hills, educational 
vice president; Irwin Olshan, New York 
Life, Jamaica, public relations vice 
president; and Jack Falcon, Phoenix 
Mutual, Hollis, secretary. 

Speaker at the meeting was Stanley 
C. Collins, CLU, Metropolitan Life, Buf- 
falo, former president of the National 
Association of Life. Underwriters. 





Southern Tier CLU Chapter 


The formation of new chapter to be 
known as the Southern Tier Chapter of 
Chartered Life Underwriters has been 
approved by the American Society of 
Chartered Life Underwriters. 

The local officers selected to organize 
the new chapter are Kenneth P. Lord, 
assistant to the president, Security 
Mutual Life, as president; Cecil Rogers, 
general manager for New York Life in 
Binghamton, vice president; and Richard 
M. Sprout, special agent for North- 
western Mutual Life in Binghamton, 
secretary-treasurer. 
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Travelers Educational Center 


To accommodate the large variety of 


business training programs it has been 
conducting for years, The Travelers 
Companies have a three-story building 
in Hartford which it calls its Educational 
Center. Also, as part of its educational 
facilities the companies maintain a resi- 
dence hall on South Marshall Street in 
Hartford which provides students at the 
Center with modern, comfortable living 
quarters. That hall is named for Louis 
N. Denniston, the first Travelers super- 
visor of training activities. The build- 
ing is designed to accommodate all-out- 
of-town field staff men and company 
representatives in training at any one 
time. Denniston Hall is a_ split-level 
brick structure containing 39 double bed- 
rooms each with a bath. A central lounge 
area affords atmosphere to meet and 
talk and genetally relax. 


30,000 Have Attended Its Courses 
Since The Travelers inaugurated its 


4 
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duis ame ee 


room has both training and photographic 
equipment. 

The growth of the schools has been 
constantly progressive. For instance, the 
initial group in 1903 consisted of 12 
special agents—members of Travelers 
field staff. Curriculum of this pioneer 
course covered casualty lines. 


Expansion of Curriculum 


In 1906 the study of life, accident 
and health was added to the curriculum, 
and in 1907 instruction was begun in 
boiler and workmen’s compensation in- 
surance. Training in compensation at 
that early stage was a deliberate, far- 
sighted move to make agents acquainted 
with the coverage although workmen’s 
compensation was not declared consti- 
tutional until 1911. 

The life, accident and Group section 
was separated in 1929 from casualty and 
fire training, becoming an independent 
institution. 







a 


(L. to R.): Harold L. Egger, secretary, Group department, in charge of group train- 
ing activities; L. V. Irvine, CPCU, director of training and sales promotion, and 


Richard 


educational training program in 1903 
more than 30,000 of the agents and staff 


members have taken these courses. The 
chief executives in direction of the 
schools are Richard D. Jervis, CLU, 


director of training and special services 
division, life, accident and health agency 
departments: i. Vv. > aewne, “CPcy, 
director of training and sales promotion, 
casualty, fidelity, surety, fire and marine 
agency departments; and Harold L. 
Egger, secretary of the Group depart- 
ment in charge of Group training activi- 
ties. 

The idea of a vocational training pro- 
gram at the home office was given to 
President Sylvester C. Dunham in 1902 
by a newly employed field man. This 
was the late Louis N. Denniston. In 
the following year it was adopted with 
Mr. Denniston commandeered to take 
charge of the program organization. 
Then for the next 27 years he had over- 
all supervision of all training activities. 

The Education Center is located at 38 
Prospect Street opposite to Hartford’s 
famous landmark, The Travelers Tower 
which dominates the city’s skyline. On 
each floor of this three-story building 
are two seminar rooms—one for 32 
students and one for 24. 


Physical Aspects of Center 


A lecture platform in each room is 
enclosed by draw stage curtains and 
carpeted for acoustic effect. When the 
curtain at the rear of the platform is 
opened chalk boards and flannel boards 
for visual demonstrations can be at- 
tached to adjustable wall brackets. Every 
floor contains offices for faculty mem- 
bers and adjoining the area are small 
training rooms. A _ special third-floor 


D. Jervis, CLU, director of training and special services division. 


In 1935 a two weeks field refresher 
course was added for agents conducted 
by members of the home office agency 
field division. Five years later a life, 
accident and Group program for agents 
was opened in Hartford, involving 100 
hours of concentrated study directed by 
a four-man staff. 

In 1954 Group training became inde- 
pendent of the life and accident pro- 
gram. In group insurance new members 
of The Travelers staff undergo approxi- 
mately eight months of home office 
training before being assigned to duties 
in the field or in one of the home office 
group divisions. 

The technical nature of Group insur- 
ance—life, accident and sickness, and 
pension programs for the protection of 
business employes—makes it essential 
for staff personnel to be thoroughly 
trained professional specialists in what- 
ever group functions they perform. 


Eight-Months Study Courses 


The eight-months course of study, com- 
prising six general phases, alternates two 
sessions of formal instruction by lectures 
and demonstration, each of four weeks 
duration, with on-the-job training 
periods in various Home Office Group 
divisions. 

The eight-months initial training 
course is held twice a year, and two sales 
seminars for group supervisors are con- 
ducted annually. In the education of the 
group staff representative, the funda- 
mental two- -phase concept—integrating 
formal instruction with training on the 
job—is carried through in all possible 
instances. The Travelers emphasis on 
proper training has led to the develop- 
ment of an able, aggressive group staff. 











Director Group Training 


James M. Shaw, Jr. has been made 
director of Group training for Occidental 
of California. He has been acting direc- 
tor of Group training since January 1, 
1958. 

He joined Occidental May 3, 1954 as 
Group service representative and has 
held several positions in the company’s 
school Group sales and Group training 
sections. 





Training in life, accident and_ health 
lines combines a_ basic series of home 
office conferences, or seminars, with 
field instruction. The program is de- 
signed both for agents and for staff 
members of the life, accident and health 
agency department. An agent comes 
into the home office for a two-weeks 
seminar toward the end of his first year 
in business. Prior to this he has had 
preliminary field training in the funda- 
mentals of life, accident and health and 
an introduction to sales methods. In 
the seminar, he continues to learn funda- 
mentals and additional sales techniques. 

Advanced field training, closely co- 
ordinated with home office instruction, 
carries on the principles of the seminar 
and is active throughout an agent’s 
career. Several hundred staff men them- 
selves educated in the home office and in 
the field, devote full time to the continued 
education and progress of the agents. 


Summary of Program 


Home office training is supervised 
directly by the life, accident and health 
agency training division, comprised of 
men with field experience so that sales 
and service techniques can be presented 
on a practical working basis rather than 
on a theoretical basis. To summarize the 
program conducted by these men, de- 
partment seminars are divided into four 
groups. 1. Home office conference for 
agents. 2. Agency service representa- 
tives’ conference. 3. Field supervisors’ 
conferences, initial and intermediate. 4. 
Management conferences for assistant 
managers and managers. The depart- 
ment’s special services and sales promo- 
tion divisions work closely with the 
training division in both home office 
and field instruction. The special serv- 
ices division is designed to counsel 
agents and staff men on advanced in- 
surance questions and procedures. The 
sales promotion division continually 
seeks new methods of stimulating sales 
production. 

Perhaps most important is that phase 
of field training called co-operative soli- 
citation, the teamwork between staff 
man and agent in actually securing busi- 
ness. 


Multiple Line Training 


Naturally, a lot of attention is being 
paid to multiple line training through 
special study of casualty, fidelity, surety, 
fire and marine coverages with agents, 
brokers and staff men participating in 
the home office program. Five multi-line 
seminars are held a year, two in the 
fall and three in the spring. Each lasts 
six-weeks and is limited to a maximum of 
30 students. Every member of these 
groups studying at the Education Center 
must be recommended by the casualty 
and fire management of his local Trav- 
elers office. Twice yearly a nine-weeks 
conference is conducted for field super- 
visors, and from time to time extra home 
office sessions are held for staff men 
to do work in special lines such as 
fidelity and surety. Also there is a home 
study course, an extensive series of home 
assignments prepared both for agents 
and field personnel. An average of 45 
units of the course is completed in a 
period of 30 working days. Casualty and 
fire lines are supplemented at the Edu- 
cation Center by an introduction to life, 
accident and health fundamentals. Gen- 
erally speaking, the first part of the 
agents’ seminar deals with personal 
risks; the second with commercial risks. 
The "final portion of instruction goes 
into programming, surveys and _ risk 
analysis with previous work correlated 
to give the agent a broad, all-line per- 
spective in handling any insurance case. 








General Agent at Dallas 





y 


AUSTIN D. 


RINNE 


Northwestern Mutual Life opened its 
first general agency in Dallas in 50 
years May 1 with the appointment of 
Austin D. Rinne as general agent with 
offices in the Kirby Building. 

Mr. Rinne has been a metropolitan 
district agent for Northwestern Mutual 
in Indianapolis, and for the past nine 
years he has been a member of the Mil- 
lion Dollar Round Table. 

The Dallas general agency territory 
comprises 39 northeastern counties and 
temporarily will also serve that part of 
Texas lying roughly west and northwest 
has 


of these counties. Northwestern 
also opened another general agency in 
Houston for the southeastern part of 


the state. 

The 10l-year-old company announced 
in July last year its intention to re-enter 
Texas, where it had not operated since 
1907. However, a substantial number of 
its one million policyholders are now 
Texas residents and the firm has more 
than $200 million in Texas investments. 

The expansion in Texas is a major 
part of the company’s program for de- 
veloping new sales outlets and expand- 
ing its services to policyholders. NML 
is now operating in 46 states and the 
District of Columbia and has 95 general 
agencies. 


Monarch Life Appoints 
Three New General Agents 


Monarch Life has announced the open- 
ing of a new agency branch office in 
Oklahoma City and the promotion of 
three members of the company’s field 
organization from agency supervisor to 
general agent. The new general agents 
are Joseph H. Fee, Jr. in Houston, 
Albert Gariglietti in Oklahoma City and 
Gerald W. Schulkamp in Denver. All 
three are graduates of the comp uny’s 
management training program. 

Formerly associated with Monarch’s 
Kansas City agency for four years, Mr. 
Fee was promoted early last year to 
supervisor in Houston where he directed 
activities extending over 30 counties in 
southeastern Texas. 

Mr. Gariglietti, a graduate of Kansas 
State Teachers College, joined Monarch 
as a field underwriter in 1953 and ad- 
vanced to supervisor in 1955. His terri- 
tory in Oklahoma includes the entire 
western half of the state. 

Mr. Schulkamp has been supervisor 
of Monarch’s Denver agency, covering 
the entire state of Colorado, since early 
last year. He formerly was a top field 
underwriter in San Francisco where he 
joined the company in 1952. 

Opening of the Oklahoma City agency 
raises to 61 the total number of such 
branch offices operated by Monarch in 
35 states and the District of Columbia. 
The other half of Oklahoma is served 
by the company’s Tulsa office, estab- 
lished in 1957. 
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Home Office Life Underwriters Meeting 





Medical Progress and Underwriting 


Progress in medicine has been wide- 
spread and rapid in recent years but it 
is difficult to relate this progress to 
underwriting, Dr. Thomas C. Dunlop, 
associate medical officer of Manufac- 
turers Life of Toronto, told the Home 
Office Life Underwriters Association at 
Atlantic City last week. 

“| have made an attempt,” he said 
in summarizing his paper, “to glance 
briefly at the changes in medicine which 
may affect the groups numerically im- 
portant to us as applicants for insur- 
ance and as claims. The changes unfor- 
tunately aren’t readily translatable into 
underwriting action. It is not my inten- 
tion, however, to be pessimistic about 
any of the advances. 1 believe it is our 
job to insure everyone with a need for 
insurance and a willingness to pay the 
price, if we possibly can. To do this we 
must keep peeking through the keyhole 
at the uninsurables of today—even at 
the expense of a little redness on the 
face of the underwriter or a little red 
ink on the books of the company— 
for in no other way can we identify 
them as the insurables of tomorrow.” 

Speaking of the progress in new tech- 
niques and drugs, Dr. Dunlop said: “I 
suppose since man began to obtain con- 
trol over his environment, the mortal- 
ity rate has been slowly improving, al- 
lowing, of course, for temporary set- 
backs, as nature fought back with such 
weapons as cataclysms and pandemics. 
The slow steady improvement continued 
until the era of the sulphonamides and 
antibiotics and here, particularly in the 
younger age group, the curve took a 
sharp down-swing as these miracle drugs 
began to conquer infection—first acute, 
then chronic. 

“No other class of death dealers 
played the same role as acute infection. 
It cut across the whole gamut of dis- 
eases and ages, dealing the death stroke 
to the malnourished infant, the strong 
laid low by injury and the aged made 
vulnerable by degenerative changes. 

“Probably never again will such a 





Frazer On Risk Selection 


(Continued from Page 3) 


these sound principles in our day to day 
work. Of course, there is always the 
problem of measuring the money-value 
of a man, but aside from that it is not 
too difficult to appraise the risk. The 
test is simply whether the amount bears 
a reasonable relationship to the loss the 
beneficiary will suffer by the death of 
the insured. 
“It has been pointed out that cur- 
ently the large risk experience reported 
annually by the Society of Actuaries is 
more favorable than the over-all expe- 
‘a nce. Does this mean we can safely 
ignore sound financial underwriting prin- 
ciples? To answer this question we must 
look into the reasons for these sound 
Principles; or, to put it another way, 
consider the reasons for the excess 
mortality experienced on large risks in 
late 1920's and early 1930’s. One rea- 
son for the extra mortality was anti- 
Seiection. The large risk group con- 
tained lives insured for amounts larger 
than normal for people in their financial 
circumstances. These amounts were pur- 
chased because they felt insurance was a 
bargain. Since they knew more about 
e emaeives than the insurance company 
could find out, their beneficiaries cashed 
in at the company’s expense. Signifi- 
cantly, suicides and accidents accounted 
for much higher than normal propor- 
tions of the total deaths. 
Economic Conditions Factor 

“The currently favorable large risk ex- 
Perience is due in part, at least, to 


more careful underwriting. The un- 
known factor here is how much the 


DR. FHOMAS C. DUNLOP 


rapid improvement in mortality occur. 
The conquering of no other group of 
diseases could have such a widespread 
effect. We must content ourselves with 
lesser gains here and there as ad- 
vances in medicine are made. The dras- 
tic changes in underwriting the last 
decade has seen probably won’t be re- 
peated. Since it is impossible to review 
the advances in medicine in entirety, it 
seemed obvious that one should try to 
cover the numerically important groups 
of diseases.” 

Dr. Dunlop discussed under a num- 
ber of classifications improved tech- 
niques, treatment, prognosis and then 
the relationship, if any, to underwriting. 





adverse economic conditions of the early 
1930’s_ contributed to the unfavorable 
mortality experience. It is possible that 
adverse economic conditions might 
change the present favorable large risk 
mortality. We do know, of course, that 
large risks in the late 1930’s and 1940's 
were much more carefully underwritten 
than in the 1920’s, and that we now 
have sharper selection tools. However, 
it must be acknowledged that in recent 
years less and less attention has been 
paid to the sound financial underwriting 
principles developed in the 1930's. 

“It seems reasonable to assume that 
human nature has not changed very 
much in the last 20 years, and therefore 
we as underwriters should guard against 
anti-selection to the best of our ability. 
Our selection tools are sharper than 
they were but we still are no match for 
the individual who wants his beneficiary 
to live in luxury at the expense of our 
policyholders or _ stockholders. And 
probably the most dangerous adversaries 
of all are the proposed insured’s busi- 
ness associates who frequently are the 
first to be aware of failing health. 

“There is considerable pressure on 
the underwriter to resolve financial un- 
derwriting questions in favor of the 
insured. It is perfectly natural for the 
agent to feel that anti-selection doesn’t 
exist in. his case—after all he had to 
sell it, the insured didn’t ask for it. 
Against this we have the hard fact that 





HOLU Discussions 
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older to resist the inclination to slow 
down the tempo of our living. 

“If you will just sit and wait for 
death to come along, you will not have 
to wait so long. We don’t wear out, we 
rust out. 

“There is no evidence that the rate at 
which we grow old varies directly with 
the rate at which we live. Indeed, the 
rate of aging is determined by changes 
in the activity and interrelationship of 
our glands of internal secretion. The 
only way I know of favorably influenc- 
ing this endocrine pattern is to function, 
and to function as fully and as actively 
as we know ‘how... .” 


Weekly Premium Business 


Friday afternoon there was a panel 
discussion on Weekly Premium business, 
followed by an innovation, a panel dis- 
cussion on Monthly Debit Ordinary. 
Concern was expressed by some, but not 
all, over the marked decrease in volume 
of Weekly Premium business written in 
the last several years. This decrease is 
apparently due in part, at least, to a 
shift in the market—to MDO policies, 
Family policies and others. 

Five papers were presented at the Oc- 
cupational Committee meeting on Sat- 
urday morning. 

In his paper on “Railroad Employe 
On-Duty Fatalities—A Ten Year Re- 
port,” Paul Shea, Penn Mutual, said 
that the occupational hazards of rail- 
roading have been substantially reduced 
in the last 30 years. He supported this 
statement by statistics showing that 
1,700 railroad employes were killed at 
work in 1926 compared with 288 such 
deaths in 1956. 

Securing the facts is the biggest prob- 
lem in occupation underwriting, accord- 
ing to David W. Bell, Imperial Life, in 
his paper on “Deaths in Occupational 
Groups from Causes Not Directly Con- 
nected with the Stated Occupation.” He 
gave several examples to show that the 


unsuspected hazards are not always 
brought out in the open, particularly 


where an aviation hazard exists. He sug- 
gested that the successful underwriter is 
likely to be one who knows enough to 
ask the right questions and not to ask 
the unimportant ones. 

Jules V. Quint, Metropolitan, pointed 
to the great improvement from toed 
accidental deaths per 1,000 in 1936 to 3 
to 4 such deaths currently among log- 
gers, in his report on “The Pacific 
Northwest Logging Industry.” He attri- 
buted this great improvement to the 
cooperative safety efforts of manage- 
ment, labor and the state agencies. 


Underwriting Research 


In his paper on “Underwriting Re- 
search,’ Edward H. Sweetser described 
the operations of the underwriting re- 
search section of the Research Diyision 
of the Actuarial Department of his com- 
pany, the New York Life. He con- 
cluded that sound research leads to 
sounder underwriting rules and improved 





total insurance of more than is normal 
for the circumstances means excess mor- 
tality. Perhaps a particular case doesn’t 
involve anti-selection, but we know many 
of them do, and experience teaches us 
we have to underwrite in accordance 
with what will happen for the group. 
We can’t afford to violate the cardinal 
principle of the underwriter—act in 
accordance with the experience expected 
from the group to which an individual 
risk must be assigned, not according to 
what can be hoped will happen to the 
individual.” 
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morale in both home office and field. 

Jack F. Harbarger, guest speaker from 
the Thiokel Chemical Corporation, Red- 
stone Division, Huntsville, Alabama, pre- 
sented the final paper on “Some Safety 
Principles in Solid Propellant Rockets 
and Guided Missiles.” He explained that 
the three greatest hazards to personnel 
in rocket engine work are: (1) fire, (2) 
fire and a resultant pressure rupture of 
a rocket case, and (3) exposure to toxic 
materials. He concluded that steps to 
protect personnel in rocket work have 
been very successful since “at the end 
of nine years work in the polysulfide- 
perchlorate field, the ratio of insurance 
loss to premium under Workmen’s Com- 
pensation, Auto Liability and General 
Liability, is less than 8%.” 


Draft NALU By-Laws 


A proposed set of by-laws of the Na- 
tional Association of Life Underwriters 
has now been virtually completed and 
will be acted on at the NALU annual 
convention in Dallas September 7-12. 
The drafting was done by the committee 
on by-laws with the help and advice of 
Taylor Bigbie, NALU counsel. David 
M. Blumberg, Massachusetts Mutual, 
Knoxville, chairman of the committee, 
pointed out that NALU voted a new con- 
stitution ‘in 1956 but that it cannot take 
effect until new by-laws have been 
adopted to implement it. 

“We have made no substantive changes 
in the by-laws,” Mr. Blumberg § said. 
“They have been changed only to carry 
out the plan of the new constitution and 
to clarify certain sections. Also we have 
regrouped and rearranged the order of 
many of the articles in these by-laws.” 

The only other changes now en- 
visioned are in the definitions of duties 
of certain standing committees of NALU. 
Mr. Blumberg said the by-laws com- 
mittee felt that some definitions “should 
be revised since they seem to be un- 
necessarily long and in many instances 
too vague and even inaccurate.” 
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CALLS DISASTERS PREVENTABLE 
Hugh Clevely, a British novelist, has 
long been interested in catastrophes, 


especially fires. The closer he observes 
and studies these disasters the greater is 
his belief that they were preventable. He 
has written a book published by The 
John Day Company of New York, bear- 
ing the title: Fires. Notable 
Conflagrations on Land, Sea and in the 
Air—None of which should ever 
happened.” In a sense some of the worst 
tragedies could have been prevented had 
the been noticed in time, but in 
some of them there is no sure conviction 


“Famous 


have 


fire 


as to how they started. 


fires discussed in the 


from earthquakes, 


\t least 
book 
being described by 
ably 
corded in history.” This was the Kanto 
earthquake 


two 
originated one 
the author as “prob- 
the worst single disaster ever re- 
eventually covering many 
acres and laying in ruins large 
Yokohama, The 
other was the San Francisco earthquake 
1906. 


London Fire o 


thousand 
parts of Tokyo and 
and fire of 

The f 1866 is be- 
lieved to have spread through a spark 


Great 


from a fire igniting a pile of brushwood 
beside the oven of a bakery. Before the 
London burned out two-thirds of 
mass of rubble. This 
not accepted by some writers 


fires 
the city wes a 
version is 
who believe the initial blazes were in- 
cendiary. 

The 


gone 


explosion of a ship which had 


into Texas City, Tex., harbor re- 
sulted in 400 lives being lost in the har- 
bor further destruction 
Monsanto Chemical Works and other 


It is known that the original ex- 


and there was 


ships. 


plosion was caused by a cargo of am- 


blowing up. 
not 


monium nitrate fertilizer 


A ship with such a cargo should 
have berthed where it did and as a result 
later amended 


such 


many cities ordinances 


to prevent dockage along their 


waterfronts. 


Many of the disasters were caused by 
cigarettes carelessly thrown aside or by 
substances easily inflammable, or by 


violations of municipal codes, or by no 


Fabian Bachrach 
H. LLOYD JONES 


codes which would have successfully 
guarded against perilous hazards. 

The nation was horrified by such ca- 
tastrophies as the Ringling Brothers, 
Barnum & Bailey fire, believed to have 
originated in the tossing of a cigarette 
in the men’s lavatory near the main en- 
trance of the tent; by the 1904 burning 
of the General Slocum in the 
Hudson loaded with parents and 
children, 1,300 lives being lost; by the 
destruction of Hotel Winecoff in Atlanta 


floors 


H. Lloyd Jones, retired chief executive 
officer of the Phoenix of London Group, 
elected Grand Master of the 
York State. Mr. 
Jones continues as a director of the 
Phoenix Assurance of New York. He 
joined the group in 1926 as comptroller 
of the London Guarantee and Accident. 
He held the post of United States man- 
ager and executive vice president for 
the Phoenix of London Group’s interests 
in this country for 15 years prior to 
being made chief executive officer on 
January 1, 1950. He retired in 1956. Mr. 
Jones is a Fellow of the Casualty Actua- 


has been 


Masonic order in New 


steamer 
River, 


where fire doors at entrances of 


would have stopped a blaze from spread- 


ing. The greatest tragedy to workers rial Society. Active in Freemasonry, he 
P angi is ee te e 2 as served : Yeputv Grand Master of 
was the Triangle Shirt Waist fire in has served as Deputy Grand Master of 
x y 3 : : fs the New York State Masons during the 
New York in Greenwich Village where past two years. He has previously served 
doors had been locked and workers on various grand lodge committees and 
jumped to death from three floors. Then  @s anette Oe the Masonic Foundation 
. : . or Medical Research anc iman Wel- 

there was the Cocoanut Grove (night sor le lic I Sica tion I At We 
lub) fré“ia B ; . : fare. The Foundation has just completed 
club) fire in Boston in 1942 causing 490, gerontology medical research labora- 
deaths. No one knows how it started. tory on the Masonic Home grounds at 
After all of these fires the public was etal where resez — relating to the 
: : P ironic diseases affecting elderly ople 

so outraged that fire prevention safe- < c diseases x elde Pe pl 


will be conducted. The 
be dedicated by Mr. 


laboratory is to 


“Ree eae iS 
(Continued on Page 21) Jones on June 21. 








The picture above was taken at marine insurance library room of Insurance 
Society of New York when the new library named after the late William D. Winter, 


former chairman of The Atlantic Companies, was dedicated. Mrs. Winter is shown 
in the picture with Chairman Tuttle of those companies (left,) Mr. Bogardus, also 
former chairman, (right) and Arthur C, Goerlich, dean of the Society’s School. 































WILLIAM CALHOON 


William Calhoon, who was elected vice 
president and controller of American 
Travelers Life, is a graduate of Indiana 
University. He has been in life insur- 
ance since 1947 and joined the American 
Travelers in December, 1955. During 
World War II he served four years in 
the Navy and holds the rank of Lt. 
Commander in the Naval Reserve. 


x * * 
R. Howard Dobbs, Jr., president of 


Life of Georgia, has been appointed co- 
chairman for the Atlanta Community 
Chest fall campaign for funds. 


* * * 


Leo D. Wells, formerly 
Chicago White Sox baseball team, has 
been appointed manager of the St. Paul 
agency of the New England Life. A 
native of Kansas City, Kansas, Mr. Wells 
has been with the Equitable Life Assur- 
ance Society since 1947. He succeeds 
James Banghart who has resigned to 
go into business with his father. Mr. 
Wells was an officer in the Coast Guard 
during World War II, is active in 
Y MCA and the Pre sbyteri: in Church and 
is first vice president of the St. Paul 
Life Underwriters Association. 


with — the 


* * x 


George V. Fortune, controller of the 
American Foreign Insurance Associa- 
tion, has been elected a director of the 
New York City Control of the Con- 
trollers Institute of America. Election 
took place at a recent meeting in the 
Commodore Hotel. The new director 
has been active in the Institute and its 
local chapter since 1943, 


* * x 
Robert E. Dineen, vice president, 
Northwestern Mutual Life, will address 


personnel of Illinois Insurance Depart- 
ment on May 20 in Springfield. His sub- 
ject: “Do You Know the Importance 
of Your Work?” Joseph S. Gerber, 


Illinois State Insurance Director, says 
the meeting will be an open one. 
* * * 
Clarence J. Myers, president, New 


York Life, has been reelected a direc- 
tor of Commerce and Industry Associa- 


tion of New York, Inc. 
* * x 


Arthur R. Kapner, Connecticut Mutual 
Life, Albany, was recently appointed a 
director of the Albany Chamber of Com- 
merce. He is also the recipient of the 
“Civic Salesman of the Year” award 
of the Albany Chamber. 
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The Late Alfred M. Best 


\'fred M. Best, the insurance pub- 
lisher who died last week, was a good- 
natured boy in the New York insurance 
district at the beginning of the century. 
He had an analytical mind, a flair for 
gathering information, a liking for math- 
ematics, a character in which persistence 
an{ fair play prevailed and a sharp and 
keen sense of observation. It was the 
latter faculty which revealed to him that 
in <ddition to the many honest, legiti- 
mate fire insurance companies in the 
New York City insurance district there 
were some crooks operating “letterhead” 
companies engaged in swindling hun- 
dreds of business concerns by selling 
phony insurance. Using attractive let- 
terheads with impressive names—a_ta- 
vorite theft of title for some of these 
companies being “Lloyd’s’’—premiums 
rolied in. But the swindlers were un- 
reachable after a factory or a_ store 
burned. Some of the letterheads gave 
Canadian cities as their “home offices” 
‘Ithough the writers of the letters gen- 
eral.y lived in New York. 

best found himself working for one 
of those outfits which claimed to have 
$1,500,000 assets, but was operating with 
desks bought in a Bowery secondhand 
tore. Shocked that such conditions ex- 
isted when he knew insurance per se 
was fundamentally sound and most often 
honestly conducted, and recognizing that 
the baffled public wanted to buy pro- 
tection from outfits of integrity, but did 
not know how to separate the sheep 
from the goats, he got an inspiration. 
It was to establish a reporting office 
where anyone interested could go and 
reccive reliable information about finan- 
ciel condition, responsibility and gen- 
eral method of operating of insurance 
companies. A partnership he started 
with this in mind was with two older 
men who had experience he thought of 
value. It did not work out. So in De- 
comb, 1899, when 23, Best sub-leased a 
very small room and with a working 
capital of $500, organized the Alfred M. 
Best Co. For payment of $4 a week 
extra to the man who owned the lease 
on the room he was privileged to dic- 
tate a few letters to the landlord’s sten- 
ographer, 

\nd that was the realistic start of the 
orvan'zation headed by Mr. Best which 
grow to its present publication of Best’s 
lire ond Casualty Reports, Best’s Life 
Renorts, and 13 other publications, in- 
cluding magazines, directories, insurance 
guides, and news digest for subscribers. 

For many years during his long ca- 
reer Mr. Best was engaged as a con- 
sultant by companies about to organize 
or merge, his views being solicited as to 
valuation of their assets. He often ap- 
peared in court as a witness for insur- 
‘ance companies and sometimes before 
legislative committees. In brief, he was 
recognized as an outstanding authority 
In everv division of the business. The 
data, statistics, historical matter and 


other information in his Reports made 
them indispensable in insurance and 
newspaper offices. 

Mr. Best was born in Caldwell, N. J. 
His father, a Scotsman, came to this 
country to engage in the linen business, 
switched over to practice of law and 
then became a builder of short distance 
railroad lines. Best, pere, lived in Wash- 
ington and Mexico and Caldwell before 
moving up the Hudson in the Nyack 
environ. 

Alfred, when almost 16, went to work 
for the Queen Insurance Co. as a clerk 
in the local department at $3 a week. 
Shortly after He left and went with the 
old New York brokerage firm of Owens 
& Phillips for double the salary. He 
commuted from Nyack, being able to 





Industry View of Best 


The astern Underwriter asked some 
insurance industry leaders for an estimate 
of Alfred M. Best. Their response: 


J. Victor Herd, chairman and presi- 
dent, America Fore Loyalty Group: 

I have for many years looked upon 
Best’s Insurance Reports as a reliable 
statistical and general analysis service 
with an historical continuity certainly 
unparalleled in the insurance business 
and probably unequalled in most, if not 
all, of the other major mercantile and 
manufacturing businesses. They have 
provided a useful common denominator 
for comparisons and evaluations which 
have contributed greatly toward stability 
within the business as to all classes of 
insurers as well as knowledgeable public 
ownership of the shares of stock in- 
surers, 


Holgar J. Johnson, president, Institute 
of Life Insurance: 

Alfred M. Best, who six decades ago 
began the publication of needed statis- 
tical information about the insurance 
business. was a pioneer who contributed 
materia ly to the public understanding 
of the insurance business in America. 


H. Bruce Palmer, president, Mutual 
Benefit Life: 

Alfred M. Best over a period of many 
years performed a splendid service to 
the insurance industry by making avail- 
able to it, especially in book form, 
essential statistics and other important 
information in connection with opera- 
tions of insurance companies. A pains- 
taking gatherer of facts he succeeded 
in his aim to achieve objectivity. 


J. Dewey Dorsett, general manager, 
Association of Casualty and Surety 
Companies: 

Alfred M. Best made a major con- 
tribution to insurance in all of its divi- 
sions. Over a long period his publica- 
tions have been and continue to be a 
source of valuable information with 


respect to the insurance business. 


reach the office at 8:30 by taking the 
6:27. He visited a lot of insurance of- 
fices in his rounds, imbibing information 
in each; began to sell insurance on the 
side, and padded his income by selling 
the Standard Dictionary. Visiting the 
office of The Spectator, an insurance 
newspaper, to see if they could help gain 
an entre for him into life insurance 
offices in which he could sell more dic- 
tionaries the visit resulted in his joining 
the magazine as a salesman. 

When Mr. Best decided to open an 
office where people could get reliable 
information about insurance companies 
and he took on the two partners al- 
ready mentioned, it was because they 
were older men from whose experienc~ 
he felt he could profit. When he parted 
from them he organized the Alfred M. 
Best Co. and started to compile his 
first book of reports. It contained 300 
pages reporting on fire, marine, cas- 
ualty and surety companies. Most of the 
information he obtained from the New 
York State Insurance Department, with 
occasional help of other Departments. 
He became convinced that his idea of 
reporting would become a success after 
the Home Insurance Co. ordered 2,000 
copies which it sent to 1,500 agents and 
500 large business concerns. The Home 
had given the order because the infor- 
mation Mr. Best was reporting was not 
to be found in Dun and Bradstreet or 
any other reporting agency. 

“From then on it was just a matter of 
plugging hard and gradually expanding,” 
Mr. Best once told the writer. “I was 
soon moving to a larger office of mv 
own and taking on a few people, and 
bit by bit the insurance companies came 
to realize that what I was doing was 
good for the business. It then became 
easier to get their statements from 
them. One big help was the fact that 
in those days I had no competition. 

“In the first of the two years of the 
three-way partnership I made a trip out 
Wert. as soon the book idea seemed a 
realistic possibility, to ascertain if I 
could sell it. There was a rate war 
on among the railroads and I bought a 
ticket to Minneapolis for $28, with about 
the last cash there was in the till, and 
when I got there I was able to get a 
rebat> of $13, which was my entire sup- 
ply of cash. I found a furnished room, 
which I rented for $6 a week, includ- 
ing breakfasts and dinners. I knew it 
was a choice of selling subscriptions or 
walking home, so I sold in a month in 
“+ Paul, Minneapolis and Duluth about 
$800 of subscriptions, and that is what 
really started me off in a going busi- 
ness. 

“Late in 1905 when officers of a life 
insurance company began washing some 
dirty linen in public I realized that there 
was going to be an inquiry into the life 
insurance business and that it might be 
a good chance for me to get out a book 
of life insurance reports. This I did in 
1906. Digging out all of the historical 
information from reports of State In- 
surance Departments kept a crew busy 
for meny months. The idea, however, 
proved to be sound and there was soon 
a real demand for these life reports. 

“Another thing that happened in the 
eventful year of 1906 was my first work- 
ing out alphabetical ratings for insur- 
ance companies.” 

As his organization grew it started to 
absorb other publications. 

Mr. Best, a man of deep cultural in- 
terests. was interested in music from 
boyhood. While still in his teens he 
orvenized and directed a male chorus 
which at its first concert sang one of 
his own compositions, an arrangenient 
of an old Welsh air. He became bari- 
tone soloist at Plymouth Church, Brook- 
Ivn, where Henry Ward Beecher had 
nreached. He also sang in historic St. 
Paul’s Church on New York’s lower 
Broadway where George Washington 
had a pew. 

He organized the Choral Art Club of 
Brooklyn, an aggregation of 80 mixed 
solo voices which appeared in concerts 
several times a year. He also was an 
active member of the famous Musurgia 
Society, directed and conducted .by Dr. 
Frank Damrosch whose brother, Walter, 
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was world famous as a conductor and 
had been a conductor of Metropolitan 
Opera House. He was also a lover of 
flowers and trees. 

Mr. Best’s wife was Constance Stew- 
art Copeland, who died in 1949. Surviv- 
ing are a daughter, Estelle Best, a con- 
cert pianist, and three grandchildren. 
Mr. Best had a large farm at Peru, Vt., 
where he had Jersey cattle and his trees 
there at one time produced 300 gallons 
of maple syrup. 

The funeral services were performed 
at All Souls Unitarian Church in this 
city by Dr. Walter Donald Kring, the 
pastor. Among the 35 pallbearers and 
those elsewhere in the church were nu- 
merous insurance executives and insur- 
ance lawyers and a large representation 
from the Best organization. A eulogy 
of Mr. Best was delivered by a lifelong 
friend, Rev. Richard A. Burn, pastor of 
churches in Peru and Londonderry, Vt. 

The publications of Alfred M. Best 
Co. include “Aggregates and Averages,” 
“Digest of Insurance Stocks,” “Insur- 
ance Guide With Key Ratings,” “Life 
Underwriters Guide,” directories of ad- 
justers and investigators and recom- 
mended insurance attorneys, and a safe- 
ty maintenance directory. Also, Life In- 
surance Courant, Flitcraft Compend and 
Flitcraft Settlement Options. He was 
an honorary member of the Drug and 
Chemical Club of New York. 


* * 2 


Calls Disasters Preventable 


(Continued from Page 20) 
guards got a big boost. The Triangle 
Shirt Waist fire resulted in 
changes in the building codes. Firemen 
theatres to prevent 


many 


were stationed in 
overcrowding and cutting down on num- 
ber of standees. Regulations against 
smoking were 
Crooked building inspectors working for 
municipalities were ferreted out and dis- 
charged, and yet today many people in 
crowded places, such as hotels, audi- 
toriums, night spots, are often emo- 
tionally tensioned that a panic may oc- 
cur in any of them if anything untoward 


more strictly enforced. 


occurs, 

Mr. Clevely has done the public a 
service in gathering together details of 
these calamities so that people will try 
to prevent them and vigilance will not 
be lowered. 
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Suggests Eliminating 
Commission from Rate 


PAY TO PRODUCERS ON MERITS 


Vice President Perry, American Home, 
Thinks Agents Could Save Companies 
10% Through Various Activities 
Elimination of commission as a part 
of the rate structure would, perhaps, 
be the answer to the problem of how 
to pay producers on the basis of service 
rendered, said Vice President Marlin F. 
Perry of the American Home Assurance 
Co. when he spoke this week before the 
annual convention of the American Asso- 
ciation of Managing General Agents at 
Colorado Springs, Colo. He said such 
elimination would mean tremendous 
saving to company accounting depart- 
ments and to managing general agents’ 
accounting operations. The producer, he 
said, would be able to charge according 

to the service rendered the insured. 
This would necessitate an entirely 
new approach by the companies and also 
by the producers, “but I firmly believe 
it would improve the entire industry,” 
Mr. Perry stated. “Every possible way 
of reducing the cost of insurance pro- 
tection for American policyholders must 
be explored if companies operating 
through the American Agency System 
are to retain and improve their position 
in the insurance market.” 
Developing his theme Mr. 
the managing general agents: 





Perry told 
Commensurate With Performance 
“The future of the managing general 
agency and, of covrse, this association, 
does not depend sojely upon the com- 
panies’ ability to continue excess com- 
missions, It depends more upon the 
number of operating procedures you are 
willing to handle. The future of your 
operation is dependent upon competent 
personnel and the willingness of such 
staff to assist the companies in getting 
the work done. The managing general 


agent who puts together a competent 
organization, which fulfills the obliga- 
tions inherent in its title, will, I am 


certain, never have to worry about his 
companies refusing to pay commissions 
commensurate with his performance. 

“T have not always felt that commis- 
sion or a percentage of premiums is 
necessarily the only method of compen- 
sation for insurance producers. For 
example, an automobile insured in New 
York City against bodily injury and 
property damage liability and physical 
damage to the insured’s vehicle, carries 
an average premium of something in 
excess of $200. Today the liability por- 
tion of this coverage is compulsory on 
every car. The result is that in New 
York City an agent, who probably is 


little more than an order taker, receiv- 
ing 25%, is getting as much for his 
minimal ‘effort as the entire premium 


paid by an insured in Nebraska for the 
same coverage. Yet the Nebraska pro- 
ducer rez illy has to go out and sell the 
business at about the same per cent in 
commission but far less in dollars. 
“This sort of inequity creates argu- 
ment and it would seem that there must 
be a fairer way for commission to be 
scaled according to premium volume as 


well as to class of business. Agents 
frequently say the companies try to cut 
commissions but seem to make little 


progress at cutting home office expenses. 
We, as companies, try to reimburse our 
company personnel on the basis of what 
they accomplish for the company. In 
home offices not all personnel receive 
the same rate of pay and I, for one, 
do not believe that all agents nor even 
all managing general agents should re- 
ceive the same commission rate when 





PERRY 


MARLIN F. 


the time and effort required to produce 
business varies so greatly from section 
to section. 


Trend to Lower Commissions 


“The present trend to reduce commis- 
sions, is being forced on the bureau 
companies.” declared Mr. Perry. “It is 
my experience that no sound capital 
stock company willingly takes drastic 
steps without due cause. I can concede 
that there is some justification for profit- 
able producing sources to believe they 
are being discriminated against. 

“However, the number of mixed 
agencies now in business is almost un- 
believable. And speaking of discrimi- 
nation, the agent who sells a cut rate 
cover at a low commission is no longer 
in any position to insist that the bureau 
companies maintain, much less increase, 
the commissions they are already paying. 

“When we consider the cost of acquir- 
ing and handling our business and com- 
pare this cost to that in other businesses, 
we need make no apologies. However, 
regardless of any competitive pressures, 
with the almost mandatory requirements 
for certain coverages—for instance, 
home and business mortgages, compul- 
sory automobile insurance and financial 
responsibility acts, sales contract specifi- 
cations, employe benefit statutes—-it is 
obvious that the producer of today has 
it far easier than the producer of 25 or 
50 years ago. Fifty years ago it was 
seldom necessary to furnish insurance; 


that is, it was not required or mandatory 
and the producer had to do a real selling 
job. 

“Not too many years ago companies 
relied upon the agent to produce good 
business, inspect it, pay losses, and in 
general to service the business in the 
proper manner on behalf of the com- 
pany. Today most agents are producers 
only. Many times I have known agents 
to have one company decline a risk 
because of unsatisfactory background, 
only to rewrite the coverage in one 
after another of his other companies 
until it sticks. If a risk is normally poor 
for one company, then it cannot be any 
more favorable for another soundly 
operated company. 

Agents and Loss Adjustments 

“Similarly, many agents refuse to 
settle small losses. This is an extremely 
important item. Our claims department 
can show that 84%, by number, of our 
fire and allied losses are less than $200. 
These are the losses that are so costly 
to handle through adjusting sources. 
Adjustment fees frequently are more 
than the amount of the claim paid. In 
my opinion, the agent is missing one 
of his strongest production potentials 
by not using claims as a means to get 
better acquainted with the assureds. 
I feel sure claims and losses could pay 
unlimited dividends in the way of in- 
creased coverages, etc., and, as a final 
result, increased income to the agent. 

“Tf an agent is willing to do a con 
siderable amount of the underwriting of 
a risk at the time he submits it to one 
of his specialty companies, why are so 
many agcnts unwilling to do the same 
when they issue policies for fire rating 
bureau companies? Why are so many 
policies written by agents for bureau 
companies and then returned after 30 
or 60 days, marked ‘cancel flat?’ Is it 
because specialty companies are so strict 
in their control of payment procedure 
that the producer automatically places 
slow paying assureds with the bureau 
companies ? 

How Direct Writers Can Cut Rates 

“IT am sure you expect me to defend 
changes in the operating methods of 
bureau companies. I am going to do 
just that. If the bureau companies are 
going to compete with direct writers and 
gross cut raters, members of your Asso- 
ciation and the entire fraternity of 
insurance producers must recognize and 
acknowledge that the reduced rates of 
direct writers are made possible by 
savings on each of three major parts of 
the premium dollar: company expenses, 
production costs, and loss or claims 
settlements. There scarcely is any need 
for me to say that if the true agency 
companies are to effect such savings, 
there must be cooperation between the 
producers and the companies at many 
points. 

“A properly functioning American 
Agency System would save the com- 
panies a minimum of 5% by handling 
claims of $200 or less, 1% by reducing 
credit terms, and 14% through proper 
selection of business. Very likely another 

(Continued on Page 31) 
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LIFE ; 
GROUP ; 
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DISABILITY 


other off beat occupations. 
know anyone who works in a submarine? 
Standard with us. Maybe you don't have a 
problem you thought you had. 


Fly Away Jack? 


Not your commissions on aviation business, 
civilian or military, if you get "checked out" 


underwriting. 


For example, private pilots with 400 or 
more solo hours, age 26 up, flying less than 
150 hours a year, are standard. Term and 
waiver of premium are available. 


not look into our rates on this and 
For example, 






H. MALCOLM TEARE AGENCY. Inc. 
General Agents 


Continental Assurance Company e Chicago, Illinois 
500 Fifth Avenue 


e NEW YORK 36 « Longacre 4-8130 


Lange Assistant to 
President of Hartford 


REMAINS AS VICE PRESIDENT 


Is Prominent in Many Organizations; 
Haag Elected Vice President of 
Hartford and Hartford A. & I. 


Directors of the Hartford Fire have 
elected Vice President Roland H. Lange 
to the newly created office of assistant 
to the president. At the same _ time, 
President James C. Hullett announces 
election of Harry K. Haag as vice presi- 
dent of both the Hartford Fire 
Hartford Accident & Indemnity. 

Mr. Lange, associated with Hartford 
Fire since 1930, has been a member of 
the home office executive staff since 
1950. He was elected secretary in 195], 
vice president and secretary in 1953, and 
vice president in March, 1954. In his 
new position, Mr. Lange will continue as 
a vice president. A Chicago native, Mr, 
Lange was graduated from Northwestern 
University, School Admin- 
istration. 

Long active in insurance and civic 
organizations, Mr. Lange is currently 
serving his second term as chairman of 
the nationwide Multi-Peril Insurance 
Conference’s executive committee, public 
relations committee chairman of the 
National Board of Fire Underwriters, 
a member of the board of the University 
of Connecticut College of Insurance, and 
as a member of the executive committee 
of the Factory Insurance Association. 

Mr. Haag succeeds Joseph Broucek, 
vice president and comptroller of the 
Hartford Accident, whose request for 
retirement effective July 1 was accepted. 
A native of Pottsville, Pa., Mr. Haag 
was educated at George ‘Washington 
University. He joined Hartford Fire's 
Southern department in 1943, serving as 
office manager and chief accountant. 
Transferred to the home office as staff 
assistant in 1952, Mr. Haag was elected 
assistant secretary of the Hartford Fire 
in 1953, secretary in 1954, and last year 
was also advanced to secretary of the 
Hartford Accident. 


and 


of Business 


N. Y. Agents’ President 
Greets Counsel for Assn. 








President Craig Thorn, Jr., left, of the 
New York State Association of Insur- 
ance Agents greeting C. Joseph Danahy, 
prominent Brooklyn attorney, at the 
banquet at the annual convention in 
Syracuse last week, Mr. Danahy had 
just been named counsel for the associa- 
tion, and he acts in the same capacity 
for the Greater New York Insurance 
Brokers Association. 
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New York State Association Of Insurance Agents At Syracuse 





— 


Honored for Success 


In Membership Work 


on sence soap a 


Black Studio 
ALMA P. SHERMAN 


Alma P. Sherman, head of her own 
agency at Schenectady, a director of 
New York State Association and on 


executive committee, received a special 
award from President Craig Thorn, Jr., 
at the banquet closing the annual con- 
vention in Syracuse last week for her 


excellent work as head of the member- 


ship committee. 

At the banquet the Troy Underwriters 
Association ran off with two important 
awards with the president, Harry Inglis, 
being made the outstanding local board 


| president for the year and the Troy 
| Underwriters Association being awarded 


the membership trophy. 
rhe prized Presidential citation for 
the individual’s outstanding work went 


| to Sidney Mang of Sydney. 





Syracuse Panel on 


Agency Perpetuation 
An agency perpetuation and tax panel 
at the New York State Association of 
Insurance Agents’ convention at Syra- 
cuse last week developed considerable 
technical discussion as the result of 
questions from agents. John N. Walsh, 
Jr, Buffalo, presided, and on the panel 
were Arthur J. Wyatt, vice president, 
National of Hartford Group; William 
J. Morey, member of the Buffalo law 
firm of Ulsch, Morey & Stewart, and 
Warren B. Cutting, CPA of Buffalo. 
. Mr. Wyatt stated agents must use 
loresight and try to solve the perpetua- 
tion problem before they become so old 
they wish to retire, or are incapacitated, 
or die. Otherwise an agency itself tends 
to lose its value and position. He said 
plans to bring in younger members of 
the family are preferred, but also agents 
can move to induce new agencies, head- 
ed by young men, to consolidate with 


j them, to bring new blood in. Or if that 


'S not possible seek to induce college 
graduates to come into an agency and 
learn the business with a promise of 
gradual, or ultimate, transfer of own- 
ership. 

Mr. Morey holds sole proprietorship 
agencies the least desirable method of 
Operation. Partnerships are far more 
attractive, and ways can be worked out 
d the surviving partner to carry on. 
corporate form of agency he feels 
Dead material advantages over part- 
<tships. Mr. Cutting cited the neces- 


mi for Proper account and record keep- 
= and tax planning, in preparation 
Selling an agency to a_ successor. 

Was stated that the general formula 


Errors And Omissions Ins. Needed 
To Protect Professional Liability 





Syracuse, N. Y., May 5—A client may 
forgive the error of a professional man 
but at the same time demand compensa- 
tion for his damage, hence the need 
for errors and omissions insurance, R. 
Brian Jarman of Continental Casualty 
Co., told the New York agents conven- 
tion here today. Every day professional 
men are being sued by clients for large 
sums of money, he said, and many such 
suits are results of errors or omissions 
by professional men during their services 
to others. Hence the professional man 
requires protection against such, risks 
and Mr. Jarman urged the agents to 
push this coverage. 

“Some years ago Lloyds of London 
commenced to underwrite errors and 
omissions insurance and today there are 
now a number of American insurance 
companies also underwriting this type 
of insurance,” Mr. Jarman said. 


Professional Liability 


“Errors and omissions insurance is 
known by a number of names such as 
malpractice liability or professional 
liability. The name professional liability 
is becoming more and more popular 
today. This type of insurance has been 
specially designed for insurance agents 
and brokers, lawyers, accountants, archi- 
tects and engineers, land surveyors, and 
real estate agents. Basically, most errors 
and omissions insurance policies are the 
same but naturally they are tailored to 
fit each particular profession. 

“Most errors and omissions policies 
written by companies in this country 
will pay on behalf of the insured all 
sums which the insured shall become 
obligated to pay by reason of the lia- 
bility imposed upon the insured by law 
for damages resulting from any claim 
made against the insured arising out of 
the performance of professional services 
for others and caused by any act, error 
or omission of the insured, or of any 
other person for whose acts the insured 
is legally liable. 

“A large number of errors and omis- 
sions policies, particularly those issued 
to architects and engineers, accountants 
and lawyers, will have a deductible 
varying from a minimum of $250 up to 
$25,000 and higher if required. A pro- 
fessional man often finds the deductible 
feature attractive as it allows him to 
settle the small nuisance claims without 
any reference to his insurance company. 
The deductible applies to each claim 
but it does not apply to defense costs; 
in other words the insurance company 
will pay the defense costs from the 
ground up in the event of a suit against 
the insured. Practically all errors and 
omissions policies may be written on 
either a 12-month or three-year basis 
and the limit of liability in the policy 
applies separately to each annual period. 


Not General Liability Coverage 
“It is a misconception in the insurance 
industry that an errors and omissions 


policy replaces a normal general liability 
policy. This is not true for it covers 





for an agency sale is one and a half 
to two and a half times the annual 
gross commission. It was advised to 
negotiate sales during the active life of 
an agent, so an agency won’t be up for 
sale after death of the owner, when the 
value rapidly depreciates. 

President Craig Thorn, Jr., of the 
New York Association spoke of a pro- 
gram whereby companies and agents 
would work together to try to persuade 
college men to enter insurance. In some 
states in the Eastern Underwriters As- 
sociation territory scholarships have 
been provided to aid young men looking 
with favor on insurance as a career. 


an insured for liability which is usually 
excluded in a general liability policy,” 
Mr. Jarman continued. 

In the architects and engineers field 
there is an errors and omissions policy 
on the market which will cover an in- 
sured for claims made during the policy 
period for acts committed prior to the 
inception date of the policy. This retro- 
active coverage is most important to 
architects and engineers for it is possible 
that a claim would be made against 
them for an error in design on a build- 
ing which was completed some years ago 
and the claim is not evident until their 
present policy period. 

“Possibly the best way to illustrate 
the necessity of errors and omissions 
insurance is to give examples of claims 
that have actually occurred. The follow- 
ing are types of claims in the various 
professional fields which would obviously 
have caused the insured considerable 
anxiety if he did not have errors and 
omissions policy: 

Types of Claims 

“1, An architect had designed a re- 
frigerated warehouse and after the 
building was completed the roof col- 
lapsed. It was alleged that he. had 
designed insufficient roof supports to 
hold it in place,” Mr. Jarman stated. 

“2. An architect had designed a $100,- 
000 home with every conceivable gadget 
that the modern home requires. In the 
design he had specified one inch water 
pipes. After the home was occupied it 
was found that one inch water pipes 
were totally inadequate. The whole piping 
system had to be ripped out and replaced 
with 1% inch pipe at considerable extra 
cost. 

“3. An architectural and engineering 
firm had designed a heating system for 
an apartment building. After the build- 
ing was occupied the heating system 
proved inadequate for no heat was 
reaching the top floor apartments. The 
heating system had to be replaced at 
considerable extra cost and the firm 
designing the system was held liable. 


Lawyers 

“1. A lawyer omitted to file a suit 
with respect to an automobile accident 
involving injuries to his client. The 
suit was thrown out of court as a nine- 
month period had already elapsed as 
specified by the statute of limitations 
and the lawyer was held liable for not 
filing the suit within the nine-month 
period. 

“2. A lawyer made an error in the 
transfer of title and his client held him 
responsible for his negligence,” Mr. 
Jarman related. 

“An accountant made an error in the 
filing of an income tax statement for 
a corporation causing the corporation 
considerable hardship and extra ex- 
pense, 

“A surveyor completed a boundary 
survey and a house was built on the 
surveyed land. After completion it was 
found that part of the house had been 
built on somebody elses property and 
the surveyor was held responsible for 
his error in making the boundary 
survey. 

Insurance Agents and Brokers 


“1. An insurance agent had told his 
client he had bound coverage on the 
client’s cabin cruiser. With the pressure 
of work the agent omitted to place the 
risk with an insurance company and 
the very next day the cabin cruiser 
was completely destroyed by an explo- 
sion and the agent was left with a 
substantial loss which due to his negli- 
gence he would have to pay. 

ae An insurance agent omitted to 
send his insurance company a schedule 
of increased values on certain property 





Award of London Assur. 
Public Relations Trophy 





Kenneth J. Bidwell, right, U. S. man- 
ager, The London Group, presented the 


London Assurance public relations 
trophy to Charles V. Day, president of 
the Nassau County Association of In- 
surance Agents, during the final day 
of the 76th annual convention of the 
New York State Association of Insur- 
ance Agents, Inc., at Syracuse. 





Kenneth J. Bidwell, chief executive 
officer of the London Group warned last 
week that if the public decides agents 
take too large a slice of the insurance 
dollar in relation to services performed, 
we may be facing the end of the 
agency system in this country.” He is- 
sued the warning during the annual 
meeting of the New York State As- 
sociation of Insurance Agents at Syra- 
cuse. 

He explained that if the public be- 
lieves the insurance distribution process 
in the typical local agency is not eco- 
nomically sound, then “the fanciest fire 
prevention campaign or essay-writing 
contest is not going to spare local pro- 
ducers from public indignation.” He 
said there is now a new public relations 
challenge on the scene, and summed 
up this problem as follows: 

The times “demand both a continuing 
reappraisal of the economics of the 
American Agency System by the agents, 
themselves, and a realistic adjustment 
to bring its costs in line with the 
facts, if this should be found neces- 
sary. 

“We have two clear choices. We can 
argue that the public has no proper in- 
terest in what we do with the money 
we receive for providing service. 

“Or we can brace’ ourselves, manfully 
and cooperatively, to find the answers 
we must have if the American Agency 
System is to survive today and become 
stronger tomorrow.” 

He said he was convinced that com- 
panies and agents, working together. 
would seek the second course of action. 
He thereupon pledged his companies’ 
continuing cooperation and support. 





owned by his client. The property was 
destroyed by fire and his client sued 
him for the difference of value between 
the policy limit and the increased limit. 

“It is evident today that the profes- 
sional man is not always aware that 
he could be subjected to a catastrophic 
loss that would be detrimental to his 
business and his good standing in the 
community. Many a professional man 
has never had a claim made against him 
which is proof of his highly qualified 
and technical skill, but he is only human 
and there is always that possibility of 
a claim presenting itself when he least 
expects it. 

“The insurance companies underwrit- 
ing errors and omissions insurance are 
providing a very necessary market and 
it is becoming more and more important 
that a professional man buy errors and 
omissions insurance so that_he can sleep 

(Continued on Page 26) 
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General Agents Aiding 
Move for Higher Rates 


TRYING TO PRODUCE PROFITS 


Pres. Rogers of Association Says Gen- 
eral Agents Have Strong Position 
In Insurance Industry Today 


Managing general agents are doing 
much to help the companies put them- 
selves back on a solid basis, President 
Joseph A. Rogers of the American 
Association of Managing General Agents 
told the annual convention this week 
at Colorado Springs, Colo. He said the 
organization itself cannot aid but the 
members, as individuals are all assisting 
the stock companies to secure increased 
rates where needed, so that the com- 
panies will be returned a fair profit; and 
further to insure the solvency of the 
companies represented. 

The managing general agent has ac- 
cepted his responsibility to the public 
by working with the various organiza- 
tions in his home state to help the 
companies which he represents secure 
adequate rates so that a fair profit can 
be returned, Mr. Rogers said. 

“Our place in the industry has many 
phases for which we are responsible,” 
he continued. 

“1. We are responsible to the insur- 
ing public or policyholder. It is our 
duty to see that the insured receives 
the broadest coverage at the lowest cost 
that can be produced at a profit for our 
companies. 

“2 It is also our duty to see that the 
local insurance agent, who is our bread 
and butter, be protected so that he has 
a portfolio that gives him all of the 
types of coverage that he needs to take 
care of his insuring public. 

“3 We also have our duty to the 
capital stock insurance companies which 
we represent. Those companies that 
have taken our outlet as their way of 
producing business. We should first be 
selective in the quality of business and 
continually work with these companies 
in an effort to produce a profit. The 
companies have been faced with an in- 
creased cost of operation in their home 
office, the same as we have, so it is 
our duty to get together with the com- 
panies which we represent to make sure 
there isn’t any duplication of work. To 
get our accounting on an IBM or similar 
basis so that when the company re- 
ceives it, it will fit into their way of 
thinking. 

“In short, we should do whatever we 
evn to reduce home office expense; and 
at the same time see that our operations 
in the general agency are not beyond the 
means where we can produce a profit 
for ourselves. 


Multiple Lines and Net Profit 


“The managing general agent’s day 
when he could handle fire insurance 
alone has long passed. He now finds 


it necessary to be equipped to write 
multiple line business across the board. 
He must have a full and competent staff 
to handle accounting, underwriting, 
auditing, engineering, claims and sup- 
plies. He must furnish a complete mar- 
ket for insurance, including a surplus 
line department. The managing general 
agent should equip his office in this 
manner so that he can supply more 
complete facilities and service than any 
direct company can possibly do. Then 
the finished product will be delivered to 
the company at a lower cost than they 
can do themselves. 

“let us remember that it is the final 
cost that counts, and I would like to 
again emphasize that our existence de- 
pends upon our ability to produce a net 
profit for our companies.” 


JOSEPH H. GOODWIN RETIRES 

Joseph H. Goodwin, special agent for 
the Ilartford Fire at Nashville, Tenn., 
r-tired May 1 after more than 38 years’ 
service with the company. A native of 
Lebenon, Ky., Mr. Goodwin joined Hart- 
for! Fire as a farm special agent in 
J: nuary, 1920. He later served for seven 
years as superintendent of the eastern 
farm department at the home office. 





General Brokers Plan 


Outing Thursday, May 22 


The General Insurance Brokers Asso- 
ciation of New York will hold an outing 
at The Glenmore at Chester, N. Y., on 
Thursday, May 22. Activities will in- 
clude boating, golf, shuffleboard, bhad- 
minton, handball and other sports. There 
will be a luncheon and a dinner to wind 
up the program. Cost is $20 per person 
for the entire day, which includes every- 
thing except transportation. Wives, 
clients and company men are invited. 
Reservations may be made with C. W. 


CHILD IN FLA. FOR AETNA 
Appointment of Kilburn L. Child as 
special agent in Tampa, Fla., for the 
Aetna Insurance Company is announced. 


Mr. Child replaces Hardy L. Payor, who 


resigned to join a Tampa agency. Mr. 
Child joined the Aetna in 1946 and 
served as a fieldman in the Boston 


territory prior to ‘his appointment in 


Florida. 








Haarmann, Jr., V. W. Benfield, Inc., 
130 William St., New York 38, N. Y 


. .. for you and for the policyholders on your books. We are referring to 
PLM’s experienced executive and clerical personnel, operating with the latest 
equipment, in one of the country’s newest insurance home offices. For these 
factors spell efficiency. And efficient operation is the chief reason for—among 
other things—PLM’s reputation for prompt claim payment. Home office facili- 
ties can either bottleneck or bolster your own service to your clients. Why not 


get in touch with us. 


Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


pim 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


PLM Building ¢ Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 


N. J. Commissioner’s 


Powers Are Increased 


Gov. Robert B. Meyner of New Jersey 
has signed four bills increasing the 
powers of the Commissioner of Banking 
and Insurance. The measures were the 
outcome of an investigation of the De. 
partment last year and have his endorse. 
ment. 

The bills, all sponsored by Assembly. 
man Thomas C. Swick, give the com. 
missioner authority to take over 4 
domestic insurance firm which has fe. 
fused to remove a dishonest official 
allow the Commissioner to revoke the 
certificate of authority of a foreign in. 
surance firm for any reason a domestic 
firm’s license can be revoked, refuse to 
issue or renew a certificate of a foreign 
firm if in the best interests of the state 
and require domestic insurance com- 
panies to conduct internal audits at 
regular intervals. 





UGA Tournament Program 
The Underwriters Golf Association oj 
New York, which will hold its 1958 
Spring tournament Friday, May 23, at 
Tamarack Country Club, Greenwich, 
Conn., has issued its schedule of nine 
events. These include five 18-hole events 
for handicap, gross score, kickers’ handi- 
cap, handicap for guests and net part. 
ners (combined gross score medal less 
three-quarters of combined handicap) 
_In addition there is the best net ind- 
vidual score to win leg on championship 
cup, low net for 18 holes for Seniors 
Championship Cup, president’s prize for 
low net on first nine holes and secre- 
tary’s prize for low net on second nine 
There will be a luncheon at noon 
and dinner at 6:30 p.m. 


N. Y. Board March Losses 


There were 1,766 losses for $2,826,315 
assigned in March to the committee on 
losses and adjustments of the New York 
3oard of Fire Underwriters. Of these 
1,410 losses for $479,195 were for ex- 
tended coverage claims, and the balance 
for fire losses. In the same month in 
1957 the committee received 739 losses 
of which 352 were for extended cover- 
age for a total of $3,791,363. Thus wit! 
an increase this March of 139% in num- 
ber of claims there was a decline it 
amount of 25.45%. 

For the first three months of 1958 the 
committee received 4,653 claims _ for 
$8,517,974, against 2,470 losses for $9,161; 
489 in the same period of 1957. The in- 
crease of 88.38% in number of claims 
was accompanied by a decline in amount 
of 7% states Secretary E. C. Niver. 





Speakers Announced For 


Texas Agents’ Convention 
Four guest speakers headline th’ 
tentative program released for the Ot! 
annual convention of the Texas Ass0- 
ciation of Insurance Agents being hell 
in the Rice Hotel, Houston, May 15-17 
The host Houston Insurance Exchange, 
on the basis of adyance registrations 
expected an attendance of 1,500. 

Speakers at general sessions of the 
three-day meeting include Penn | 
Jackson, chairman of the State Board 
of Insurance, on “Progress in the State 
Board of Insurance”; Louie E. Woot: 
bury, Jr., Wilmington, N. C., president 
of the National Association, on “The 
Agent of Tomorrow”; Wilson C. Jait- 
sen, president, Hartford Accident & 
Indemnity, whose topic was not al 
nounced, and Ernest R. Rosse, Phils 
delphia humorist and_ philosopher, 
“The Safety Valve of Sanity.” 

The convention got under way 
May 15 with meetings of TAIA directors 
and the annual conference of local ass 
ciation officers. The May 16 prograll 
calls for an open session in the morning 
and an executive session in the afternoom, 
with the annual banquet and dance thal 
evening. The final session will be held 
May 17, with adjournment scheduled 
by noon. M. Storey Lindsay, Housto" 
is TAIA president and Marley Styne 
is general convention chairman. 
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New Loss Adjustment 


Standards Proposed 


BY THE MUTUAL LOSS BUREAU 





Program Covers Selection of Personnel, 
Establishment of Standards; Consis- 
tent Support by Companies 





Sounding the need for a closer rela- 
tionship between independent adjusters 
and member companies of the Mutual 
Loss Research Bureau, Gordon Davis, 
secretary-manager of the bureau, intro- 
duced a new Program of Procedures and 
Standards on Property Loss Adjust- 
ments in his address before the 21st 
annual convention of the National Asso- 
ciation ot Independent Insurance Ad- 
justers at Boston, 

“Lo.s managers of our member com- 
panies,” said Mr. Davis, “are firmly 
convinced of the need for greater uni- 
formity in adjusting procedures. Surely, 
there is not a person familiar with the 
handling of losses, who does not recog- 
nize the tremendous complications which 
afflict our business today.” He went on 
to point out, “Not only do we have 
the customary concern with fire losses, 
windstorms, hurricanes, and the like, but 
presently, we are struggling with ques- 
tions involving landslides and mud _ re- 
moval, which are without precedent.” 

Affirmative Action Needed 

In further establishing the need for 
this program, Mr. Davis said: “It should 
not be necessary for me to cite examples 
of the acts of omission and commission 
which we are attempting to correct 
through the use of specified procedures 
and specified standards. The economic 
position in which we find ourselves today 
requires affirmative action. Every intelli- 
gent effort must be made to provide a 
framework within which we can all do 
a better job. I believe this program will 
provide that framework.” 

The program itself, which is currently 
being distributed in printed booklet 
form to independent adjusters nation- 
wide and loss personnel of member- 
companies of the MLRRB, contains four 
major points of company-adjuster rela- 
tionships. They are: selection of adjust- 
ing personnel, establishment of proce- 
dures and standards for adjusters, 
procedures and standards for company 
loss department personnel, and uniform 
and consistent support of program by 
member companies. 

Mr. Davis pointed out that “this pro- 
gram is fundamentally a restatement of 
sound adjusting principles and practices.” 
He emphasized, however, certain provi- 
sions that “represent a departure from 
past custom and practice.” These de- 
Partures include the requirement of 
company confirmation of assigment on 
all business interruption losses, report- 
Ing form losses in excess of $1,000 and 
losses of any type over $5,000. 

More Rights for Companies 

As another innovation in practices, 
the program also requires that com- 
panies “will expect to have an opportun- 
ity to examine all questions of liability 
before their rights have been waived at 
the local level.” 

Other points of departure which Mr. 
Davis highlighted in the program in- 
cluded the provisions that, “the adjuster 
must personally inspect the loss or 
damage for which he proposes to recom- 
mend payment,” and that “original details 
must henceforth accompany proof of 
loss.” He also stressed the new pro- 
vision that “the retaining of accountants, 
Page reich and other experts may 
ca. nac e without the express consent 
it a company ; and finally, as he put 
i an effort to recognize talent—or 
pn the of it, statements of loss under 
tities, tes will henceforth clearly 
ean le name of the adjuster who 

Sonally handled the loss. 
ig enee point of view, Mr. Davis 
dificaig ees realize that many 
Orhsity ( gerd from the lack of uni- 
makin’ phe justing) are of their own 
oe 3 me Tealize that they have 
fipervicton we instructions and their 
onside, n, his program will help 

derably to remedy this deficiency.’ 





NBFU POSTER AWARDS MADE 





Paul Gorka, New York Art Student, 
Wins First Prize; Poster Used for 
Fire Prevention Week 


A 27-year-old veteran of the Korean 
War on May 7 was awarded first prize 
in the Fire Prevention Week Poster 
Contest of the National Board of Fire 
Underwriters. He is Paul Gorka, a1 
Morris Avenue, Bronx, N. Y. 

The contest was conducted at the Art 
Students League among students in the 
class of Frank Reilly. Of the 60 compet- 








Selling 


BOTH 
PROPERTY 

AND — 
LIFE! 











LIFE INSURANCE COMPANY 


MEMBER: AMERICAN SURETY GROUP 
FIRE * FIDELITY AND SURETY BONDS « LIFE * CASUALTY + INLAND MARINE (zy PREY, eae 


ing, 18 were selected for honorable men- 
tion and two others placed second and 
third, respectively. They are: Lydia 
Fruhauf, Geneva, Switzerland, and Roy 
Gifford, Port Chester, N. Y. 

The awards were presented to the 
winners by Lewis A. Vincent, general 
manager of the National Board of Fire 
Underwriters. Mr. Gorka received a 
check for $300; Miss Fruhauf, $200, and 
Mr. Gifford, $100. 

The winning poster pictures a fireman 
grimly determined to prevent fires. The 
slogan below the picture, “Stop Fires— 
Save Lives,” is balanced above by the ap- 
peal, “You Can Help.” The poster will 


Your profits are bound to increase when 
you take on another line that you know 
there’s a market for! And there are plenty 
of life insurance prospects right in your 
property client files. Why let them go to 
another agency? 


N. Y. Ex-Fieldmen’s 
Annual Banquet May 21 


The New York Ex-Fieldmen’s Society 
will hold its 37th annual good fellow- 
ship banquet on Wednesday evening, 
May 21, at the Gramercy Park Hotel in 
New York City. Donald E. Maclay, 
Great American, is chairman, Guy’ M. 
Heiser, Crum & Forster, vice chairman, 
and Louis B. Burkert, Commercial 
Union, secretary-treasurer, 





be displayed throughout the nation from 
1,500,000 locations during Fire Preven- 
tion Week, October 5-11. 





The American Life Insurance Company of 
New York gives you tremendous selling 
helps besides. For instance, Branch Office 
Life Superintendent to help you sell, with 
no deduction from your commission. Its 
copyrighted “Security Builder,” ingenious 
programming aid, is another valuable help. 


The American Life of New York writes a 
wide range of popular forms—retirement 
income with maturity change provisions, ju- 
venile series including “jumping juvenile,” 
and many others. 


For full details, mail coupon below. 


Eee eee eee eee eee eee ee ee ee 


THE AMERICAN 


The American Life Insurance Company 
of New York H 


100 Broadway, New York 5, N. Y. 


Address 


Please send me full details on your [] Life and i 


( other facilities: 
OF NEW YORK NMS paccotcitet deca tc anttnehte ea danesatasskaen : 
100 Broadway, New York 5, N. Y. ides st nlntod susecaake icant i 
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Syracuse Meeting 


(Continued from Page 23) 


nights and not worry about that shock 
loss which could completely ruin his 
career. 

“I urge you to approach all your pro- 
fessional clients and explain to them 
the necessity of errors and omissions 
insurance and make certain that they 
have adequate protection,” stressed Mr. 
Jarman. 





Schepens Answers Queries 


On Assigned Risk Plan 


Syracuse, N. Y., May 5—George C. 
Schepens, popular manager of the New 
York Auto Assigned Risk Plan, today 
answered questions from agents on as- 
signed risk problems. He was asked 
whether agents could be authorized to 
sign certificates on substitute FSI, 
change of car endorsement, to insure 
prompt service for clients. The reply 
was short and to the point, being “No.” 
Mr. Schepens said agents should take 
such problems up with their companies 
if delays occur. 

He said that a stop can be put to any 


direct solicitation on renewals by in- 
dependent insurers. That is not per- 
mitted. 

Several questions directed to Mr. 


Schepens centered around putting sur- 
charges on apparent innocent victims of 
auto accidents. He said the plan cannot 
get into the question of liability. The 
“Innocent” may have contributed to an 
accident, Only when a car is damaged, 
when parked, is the owner of that car 
deemed blameless. 

William F. Stanz, Brooklyn, inquired 
whether a surcharge should be con- 
tinued after a car owner has had no 
accidents for a period of three years. 
Mr. Schepens replied in the negative and 
said any surcharge collected should be 
repaid. 

Charles Tuke, Rochester, asked why 
an FSI form is sent to an insured rather 
than to producer, as often a car owner 
manages to lose or misplace the certifi- 
cate. Mr. Schepens said the Plan sends 
the FSI to the Motor Vehicle Bureau 
when the assured already has his plates. 
Otherwise it goes to the insured when 
he needs such in order to secure his 
license plates. 





Leaders of Cooperating 


Associations Speak 

Syracuse, N. Y., May 5—Representa- 
tives of seven insurance organizations 
which cooperate closely with the New 
York State Association were invited to 
this convention and spoke briefly this 
afternoon. These included the follow- 
ing: 

C. Lucile Hobart, new president of 
the Federation of New York State In- 
surance Women’s Clubs; George F. 
Avery, chairman of the board of the In- 
surance Federation of New York and 
vice president of the United States Fi- 
delity & Guaranty; Eben Learned, Jr., 
president of the Connecticut Association 
of Insurance Agents; Frank Schiraldi, 
president, Brooklyn Insurance Brokers 
Association; Gus Schweitzer, president, 
Long Island Insurance Brokers Associa- 
tion, Charles R. Kroeger. president, Mu- 
tual Agents Association of New York 
State, and Wallace Wood, president, 
Ontario Insurance Agents’ ‘Association. 


MRS. STOTT SHOWS SLIDES 

Excelsior of Syracuse, entertained the 
ladies attending the 76th annual con- 
vention of the New York State Associa- 
tion of Insurance Agents at Syracuse. 
Mrs. John C. Stott of Norwich, N. Y., 
wife of the chairman of the board of 
Excelsior and formerly president of the 
New York State Association as well as 
the National Association, showed col- 
ored slides of a trip the Stotts took 
of South America and Africa in January 
and February. Mrs. Stott traveled ex- 
tensively with her husband when he 
headed the National Association, and in 
recent years the Stotts have made pleas- 
ure trips through Europe, the Mediter- 
ranean and Hawaii. 





EXCELSIOR RECEPTION 

Syracuse, N. Y., May 6— President 
Forrest H. Witmeyer of the Excelsior 
Insurance Co. and other officers of the 
company were hosts at the home office 
at a cocktail party given this afternoon 
for their agents attending the New York 
State convention. 





1959 MEETING MAY 3-5 
The New York State Association will 
hold its 1959 convention once again at 
the Hotel Syracuse at Syracuse, N.Y. 
The dates will be May 3-5. 


EXCELSIOR REPORTS GAIN 

Good operating results for the first 
quarter of 1958 were reported to the 
directors of the Excelsior Insurance 
of Syracuse, N. Y., by President For- 
rest H. Witmeyer on May 12. The Ex- 
celsior had an underwriting gain of 
$17,255 for the quarter compared with 
a loss of $38,651 a year ago. Favorable 
investment performance also aided in 


producing a total increase of $85,723 to 
the company’s surplus position during 
the three month period. Losses and loss 


DICKENSON WINS CHINA 


The Excelsior Insurance Co. of Ney 
York, Syracuse, N. Y., presented a se 
of Syracuse china to. William George 
Dickenson, agent in Lockport, winner 
at the annual meeting of the New York 
State Association of Local Agents, 





—— 


expense incurred to net premium; 
earned plus expenses incurred to net 
premiums written totaled 93.4% for the 
quarter compared with 122.5% for the 
same period of 1957, and 95.9% for all 
of last year. 
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Appearing Currently in: 


* THE SATURDAY EVENING POST 


* NATIONAL GEOGRAPHIC 


* READER’S DIGEST * LIFE 
* TIME * NEWSWEEK 
* FORTUNE 
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America Fore Loyalty’s current advertisement 


reaching an audience of 100 million people is 


part of our effort to reduce the toll of 
deaths and injuries in automobile accidents. 
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Hartford Fire Group 
Monthly Premium Plan 


FEATURES EQUAL PAYMENTS 





Ten Monthly Payments for One Year 
Policies and 30 for Term Coverage; 
Advantages Explained 





The Hartford Fire Insurance Co. 
Group is this month introducing a new 
monthly premium payment plan with 
the feature of easily computed equal 
premium payments on a 10 or 30 month 
basis. 

Simplicity is the keynote of the Hart- 
ford Group’s plan which offers ten equal 
monthly payments for policies with terms 
of one year or more and 30 equal con- 
secutive payments for policies running 
three years or longer. The first equal 
payment is considered a down payment 
to be applied against the total premium 
balance. 

Designed for use with fire and casu- 
alty policies covering residential, com- 
mercial and industrial accounts, the 
Hartford Group’s plan, unlike many 
others, is offered at a charge much less 
than that usually associated with de- 
ferred payment plans, the charge rarely 
exceeding the customary 6%. 

Since each premium account is treated 
as a cash transaction, Hartford Group 
agents are relieved of all collection and 
bookkeeping responsibilities. These are 
assumed by established central process- 
ing and collection stations through ar- 
rangements with member companies of 
the group. 

Payment Computation Formula 


\ simple formula for payment com- 
putation is provided in the new Hart- 
ford Group plan, thus eliminating need 
for rate charts and premium payment 
tables. Policyholders taking advantage of 
the Hartford Group’s plan are furnished 
a coupon book with separate coupons, 
each of which indicates the amount of 
the payment, due date, and the address 
to which payments are to be sent. 

The Hartford Group is distributing to 
its agents an attractive premium pay- 
ment plan sales kit with complete in- 
formation, instructions, promotion litera- 
ture, sample forms and other items. 

The plan, it is explained, will not 
only “help the insured meet his pre- 
mium payments, but it will also be of 
material value to agents. One of its 
many contributions «will be to relieve 
agency staffs from spending valuable 
time in premium collection efforts. 

“The plan provides agents of the 
Hartford Group a facility which enables 
present and prospective policyholders to 
carry adequate policy coverages by pay- 
ing for needed insurance protection on 
an equal, consecutive monthly payment 
basis at very reasonable cost.” 

The Hartford Group’s monthly pre- 
mum payment plan is available through- 
out the United States with the excep- 
tion of Texas, Ohio and Virginia. 





Wherry Production Mgr. 


For Home on Coast 

Sim E. Wherry, resident vice presi- 
dent at the Los Angeles office of The 
Home Insurance Co., has been ap- 
pointed production manager of the Pacific 
(epartment of the company. Mr. Wherry 
will make his headquarters at San Fran- 
‘isco where he will supervise production 
activity throughout the eleven veteran 
‘tates in the Pacific Department. 

Mr. Wherry, a graduate of the Uni- 
versity of Iowa, began his insurance 
‘areer as an inspector with the Iowa 
Inspection Bureau. He joined The Home 
in 1930 at its Des Moines, Iowa, office. 







Barry, Ass’t Secretary 
Of Talbot, Bird & Co. 


Charles E, Barry has .been named 
assistant secretary of Talbot, Bird & 
0. Inc., in New York City, according 
to President S. Curtis Bird. Mr. Barry, 
Who joined the marine organization in 
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YOU SAID IT! The Royal-Globe boiler and machinery 
engineer has two suits — the “monkey-suit” above and the 
business suit he wears when he calls on your clients and 


prospects. He knows his busi- 
ness — and he welcomes the 
chance to develop yours. 


A star performer on your local 
Royal-Globe mobile produc- 
tion team, the boiler and 
machinery engineer is one of 
many specialists that enable us 
to say proudly, 


“TOPS IN EVERY SERVICE” 
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Searles Succeeds Law 
With Springfield Cos. 


LATTER RETIRING THIS YEAR 





Searles Head of Eastern Dept. Office; 
Pierson Asst. Vice Pres.; Shaw and 


Hunt Advanced 





Several major changes in the official 
staff of the Springfield Insurance Com- 
panies, Springfield, Mass., are announced 
by S. Dwight Parker, president. Vice 
President Sidney F. Law, head of the 
companies’ Eastern departmental office, 
will retire in December; Secretary 
Stanwood R. Searles has been promoted 
to vice president; Secretary Harold N. 
Pierson has been advanced to assistant 
vice president; Superintendent Herbert 
W. Shaw, Jr., has been elected secre- 
tary, and Superintendent Dudley G. 
Hunt, Jr., has been elected assistant 
secretary at Chicago. 

Vice President Law will retire after 
47 years of service with the company; 
in the meantime he will handle impor- 
tant home office assignments. Mr. Law 
joined the Springfield in 1911. He has 
served as special agent, superintendent 
of the automobile Inland marine de- 
partments, assistant secretary, secretary 
and vice president. 

He is at present a member of the Ex- 
ecutive Committee of the Inter-regional 
Insurance Conference, chairman of the 
executive committee of Cotton Fire and 
Marine Underwriters, member of the 
boards of governors of the Maryland 
Fire Underwriters Rating Bureau and 
the North Carolina Fire Insurance Rat- 
ing Bureau, and a member of the public 
relations committee of the Eastern Un- 
derwriters Association. 

Mr. Law has been active in such other 
national insurance organizations as the 
Inland Marine Insurance Bureau, In- 
land Marine Underwriters Association, 
National Automobile Underwriters As- 
sociation, Railroad Insurance Under- 
writers, Railroad Insurance Rating Bu- 
reau, United States Aircraft Insurance 
Group, and the General Cover Under- 
writers Association. 

Secretary Searles, who for several 
months has served as administrative as- 
sistant to Mr. Law, succeeds Mr. Law 
as head of the Eastern departmental 
office. Mr. Searles attended Sanborn 
Seminary preparatory school and was 
graduated from the University of Maine. 
Later he attended Suffolk Law School. 
He joined the Springfield Companies in 
1950 as superintendent of the casualty 
claims department. He was elected as- 
sistant secretary in 1952 and secretary 
in 1955. i 


ALWARD ADVANCED BY AIU 








Fire Claims Manager for Corp. and 
Affiliates in U. S.; Has Had Wide 
Training in Foreign Field 

Philander Alward has been named fire 
claims manager of American Interna- 
tional Underwriters Corporation and af- 
filiates in the United States. He suc- 
ceeds William B. Kelly, Jr. who has 
been transferred to the underwriting 
and production activities of the organi- 
zation. 

Mr. Alward joined ATU in 1946 and 
was named senior fire underwriter of 
AIU for the Philippines, Inc., in Manila, 
a year later. For the next two years 
his time was divided among AIU offices 
in France, Belgium and Holland, except 
for short periods in New York in con- 
nection with the junior underwriter 
training program of AIU, and inspec- 
tion trips to Mexico. 

In 1949 Mr. Alward was transferred 
to American International Reinsurance 
Co. of Bermuda for development of its 
general insurance activities in Cuba and 
Venezuela. In 1950 he was named vice 
president of AIU Japan, Inc., and, moved 
to Tokyo with his family. Four years 
later he went to Hongkong, where he 
became underwriting supervisor of All 
fire insurance operations in the Far 
East. He then returned to New York 
after a short assignment in Beirut, 
Lebanon. 















































Slawsby Gives View On Production 
And Selling Costs Also Commissions 


There is a lot of confusion over the 
meaning of “selling costs, commissions, 
and production costs,” Archie M. 
Slawsby of Nashua, N. H., vice president 
of the National Association of Insurance 
Agents, told agents attending the Loui- 
siana State Association convention re- 
cently. 

Mr. Slawsby said the word commission 
does not describe nor detail the services 
for which it pays. There is no uni- 
formity in the kind nor amount of serv- 
ices which producers render for the com- 


missions they receive, he said. 
“There is no agreement as to what 
the word means even among buyers 


of insurance, even among company men,” 
he said. “Among producers, the mean- 
ing differs except that the term is ap- 
plied to that portion of the premium 
which is ours.” 

In stressing his premise Mr. Slawsbv 
pointed out that “nothing starts until 
there is a sale and everything starts 
when it is made. We are involved with 
mechanical details. A policy must be is- 
sued. Involved in the policy issuing op- 
eration are typing, assembling, billing, 
accounting, delivering, collecting, and 
remitting. There are issuing endorse- 
ments, calculating return premiums, re- 
funding those premiums, returning poli- 
cies, and accounting for the returns— 
these are mechanical operations,” he 
pointed out. 

“But,” he emphasized, “everything 
starts with selling. Selling is not me- 
chanical. Commissions which I receive 
buy advertising, pay rent for my office. 
To earn commissions in selling, we work 
day and night and Sundays and _holi- 
days—raising funds for worthwhile pro- 
jects and giving funds to worthy efforts. 
Selling involves a clean shirt and a 
pressed suit and a haircut and a beard- 
less face and shined shoes,” he declared. 


Operations of an Independent Insurer 


In turning to an independent’s meth- 
od of operation Mr. Slawsby said: 

“Its employes are paid a 15% fee for 
selling the policy and not over half of 
that for renewals. The 15% is a first 
year fee for selling the business, the 
subsequent fees, if any, are for answer- 
ing the phone occasionally and giving 
the customer who has had-an accident 
the phone number of the adjuster. The 
15% and the subsequent fractions are 
selling costs but these costs do not con- 
stitute all of that company’s selling 
costs. 

“Someone has to pay for the ‘ads’ in 
Life, Look, on TV, and in the newspa- 
pers. Someone has to pay the rent on 


the booth in the store; someone pays 
for the telephones over which employes 
accept calls from people who are in- 
trigued by these ‘ads’ and want to buy 
insurance. 

“Someone pays for the light bill which 
makes it possible for the company em- 
ploye to write out the order for the 
policy. Someone pays for the paint pad- 
dle which is given free with each can of 
paint sold and which bears the legend: 
‘Savings of 22% are common.’ All of 
these are selling costs.” 

Mr. Slawsby said the “ad” would lead 
the reader to believe the company has 
found a way to eliminate practically one 
whole dollar out of every four. “In the 
scheme of things, commissions paid to 
salesmen are for selling. They are, how- 
ever, but a part of total selling costs,” he 
said. 

“To find out what the selling costs 
really are, we’ve got to start with the 
15% first commissions and add to that 
commission the cost of magazines, news- 
papers, and television space and time; 
we must add the cost of rent, the cost 
of telephones, and the light bill. We 
must add the cost of printing flyers and 
folders if we would begin to catalog 
what that company’s selling costs really 
are,” he said. 

Establishing Selling Costs 

Mr. Slawsby said that to find out 
what selling costs really are when insur- 
ance is marketed by “our kind of com- 
panies we must deduct from the commis- 
sions which the independent agents re- 
ceive the cost of our office rent, and 
advertising because the advertising is 
done by the producer. We have to de- 
duct from commissions the cost of our 
telephones and postage. 

“We must deduct from commissions 
all the costs involved in our issuing poli- 
cies and endorsements as well as the cost 
of handling the occasional cancellation 
of a policy. We must deduct from com- 
missions the cost of the services which 
we render when we take a claim report,” 
he said. “All of these costs must be 
deducted from our commissions. 

“After we get through with these and 
other deductions, what is left is our pay 
for selling and our profit on the whole 
agency operation. For this small re- 
mainder, we need make no apology,” he 
said. 

“The small profit in a fair commission 
level enables us to perform functions 
of good citizenry. Selling involves going 
to church and holding up one’s civic 
and civil responsibilities equitably,” he 
said. “Selling involves.education. Typ- 


F. J. Marshall Co., Inc. 
Marks 35th Anniversary 


The well known insurance agency of 
F. J. Marshall Company, Inc., of East 
Aurora, N. Y., on May 7 celebrated its 
35th anniversary. Head of the agency 
is Fred J. Marshall and associated with 
him are his son Jay F. Marshall, Sr., 
and his grandson, Jay F. Marshall, Jr. 
In addition to the three generations 
represented, Marion Besch, Mildred Neal 
and Kathrine Gleed, married daughters 
of Fred J. Marshall, are also members 
of the firm. 

Fred J. Marshall has long been an 
expert on farm insurance as well as 
knowing well all lines of coverage. For 
years he served as chairman of the farm 
insurance committee of the New York 
State Association of Insurance Agents, 
working to broaden underwriting facili- 
ties among stock companies for farm 
risks. He has written numerous reports 
and articles on farm insurance problems. 


CLARENCE C. YOUNG DIES 
Clarence C. Young, 56, prominent in- 
surance agent in the Scranton, Pa., area, 
died recently in Florida. He established 
the C. C. Young Insurance Agency Inc. 
of which he was president until the time 
of his death. 








ing and assembling are mechanical oper- 
ations. 

“Commissions pay for salaries, make 
possible investments in equipment, pay 
for rent, lights and overhead. Overhead 
is a broad term which includes, for 
others than yourself, vacations, accident 
and health insurance, days off, besides 
the obvious mucilage and ribbons and 
carbons and erasers,” he declared. 

Mr. Slawsby said that collecting like 
investigating claims requires an automo- 
bile which has “tires which wear out, 
burns up gasoline and requires taxes and 
grease jobs and oil and insurance. Han- 
ding claim reports and doing all of 
these things I have mentioned, plus be- 
ing an analyst and a confidant and an 
adviser, is surely not mechanical,” he 
said. 

Company Relations 

Turning to the relationship between 
company and agent he declared: 

“Goo relationship with one’s companies 
—that is not mechanical. Good relations 
which do not crack or bend or strain 
with each claim. Good relations with 
good companies do exist when com- 
panies want to do all right, want you 
to survive, want you to prosper, and 
have confidence in you. 

“Good relationships exist when your 
companies know that you feel the same 
compatibility for them. If the company 
can issue policies quicker, more accu- 
rately, better than I, let the company 
do it. If I am able to issue the poli- 
cies quicker, more accurately and_ bet- 
ter, then I should do it,” he declared. 

“If the company is slow in issuing 
policies, and I have to phone again to 
see what has happened to my order, the 
cost will be higher,” he said. “It must 
also include the commission I lost be- 
cause I wasn’t able to sell the same 
policy twice, because I lost the sale, be- 
cause the policy was late in coming. 

“Let me issue my _ policies,” Mr. 
Slawsby declared, “but pay me for it. 
Pay me fairly and I’ll see that you are 
well paid, too,” he said in speaking of the 
companies. “Don’t cut my commissions 
to the point where to survive I’d even 
dream of selling my birth-right by writ- 
ing a piece of business which should not 
be written, which I would not accept in 
a million years.” 
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Flynn and Smoyer Merge; 
L. I. Brokerage Firms 


Integration of the insurance brokerage 
business and personnel of the Loren W 


Smoyer Co., Inc. of Forest Hills, N. fl, 
with the organization of the F. J. Flyn 
Associates, Inc. Garden City, L. I, 
brings together two firms whose back- 
grounds in the servicing of the larger 
commercial and industrial accounts have 
parrallelled each other is announced by 
Fred J. Flynn, Jr., CPCU, president 
Loren W. Smoyer, CPCU, has _ beet 
elected treasurer of the combined oper 
ation. 

Main office of the merged brokerage 
firm will be in the Flynn Associates 
Building at 224 Eleventh Street, Gar 
den City, where all the larger industrial 
and commercial business of the Smoyef 
organization has been transferred. Tie 
Forest Hills office of the Loren W. 
Smoyer Co., Inc., continues at its pres 
ent location as a separate division 0 
the F. J. Flynn Associates, Inc. to hat- 
dle personal and small commercial a 
counts. This office will be under mat 
agement of Ernest F. Bodamer, recent'Y 
elected vice president of the Loren W. 
Smoyer Co. division. 
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Lewis Sees Expense Cuts If Agents 
Reduce Violations On Daily Reports 


A plea to agents to prepare correct 
daily reports and policy endorsements 
was made by General Manager S. Gage 
Lewis of the Fire Insurance Rating 
Organization of New Jersey in his talk 
before the recent midyear meeting of the 
New Jersey Association of Insurance 
Agents at Newark, N. J. He stated 
that time and money can be saved | if 
the volume of criticisms is reduced. The 
FIRON]J has just completed a review 
of its own methods, Mr. Lewis said, to 
achieve improvement. Telling of the 
work of the examining department of 
the rating body and of the violations 
noted Mr. Lewis stated: 

“In our examining department, we 
normally process daily reports and_en- 
dorsements, and all mail rate quotations, 
within 48 hours after receipt. The work 
that is criticized is completed within a 
72 hour period. We are handling annu- 
ally about 1,500,000 daily reports and 
endorsements and over 50,000 mail rate 
quotations. The volume of rate quota- 
tions by telephone for our Newark office 
alone increased about 22% so that we are 
now quoting about 300 rates per working 
day or a total of nearly 70,000 annually. 

“In connection with the requests w: 
receive through the mails for rate 
quotations, it might be well to call your 
attention again to our Rate Quotation 
Request Form No. 189 which was de- 
signed to help you obtain rate informa- 
tion promptly. A recent survey indi- 
cated that only 45% of the rate requests 
came into us on this form. In order to 
assist us in answering these requests 
by return mail, we strongly urge that 
all of you use this form whenever rate 
information is required, either for new 
business or for renewals. 

“There is one other phase of our 
examining work that warrants comment. 
| refer to the number of criticisms that 
we issue. For years, only about 75% 
of the dailies and endorsements that 
we processed were criticised. Last year 
this had increased to 12.4% for daily 
reports and 10.4% for endorsements. In 
the last quarter of 1957, this had in- 
creased to 12.9% and 10.9% respectively. 
This is most disturbing. 

“We have analyzed these violations 
and broken them down into the following 
categories: Rates 56%, Forms 20%, In 
correct Premiums 8%, Location 8%, 
Miscellaneous 8%. 

“May | make the following suggestions 
which will help, at least to some degree, 
solve this vitally important problem: 

‘(1) Make certain that all daily re- 
Ports and endorsements contain the full 
Name, street address and town location 
of the agency involved. 

(2) When you forward us a daily, 
endorsement or letter on a criticism, it 
's imperative that the violation notice 
he attached. 

3) If you have a new employe in 
your office, make use of your association 
‘ourses to assist her in learning how to 
rate and write a policy. 

. (4) Make full use of our rate quota- 
lon request form to make certain you 


_ 


Mass. Law Lets Towns 
Buy Broader Coverage 


Massachusetts cities and towns have 
ecelved authority to buy any form of 
Property insurance normally sold in the 
oe by an act of the 1958 Legislature 
viuch will become effective June 15. 
he legislation was sponsored by Gris- 
wold W. Roche, Boston insurance broker. 
‘ le new law adds several lines to 
a first clause of section 5 of Chapter 
moe General Laws, giving town 
oa "s s power “to pay a proper chargé 
Pye, surance against damage to or loss 
i. ond town property, real or personal, 
an 4 cause whatsoever, normally cov- 
CS y Insurance policies issued in the 
vimonwealth and not otherwise pro- 
“ided for herein,” 








have the correct rate before the policy 
is issued, 

“(5) If you have any question on how 
to write the policy or the proper rate 
to use, avail yourselves of our services— 
we are always more than happy to be 
of assistance.” 


H. A. Mullins, 71, Dies; 


Prominent Marine Broker 
_Hugh A. Mullins, retired vice presi- 
dent of Frank B. Hall & ‘Co., insurance 
brokers in New York, died last year at 
age 71 at his home in Ridgewood, N. J. 
Mr. Mullins was probably one of the 
best known men in the marine insurance 
field with which he had been associated 
since 1906. 

He was chairman of 
Association of Average 


the American 
Adjusters in 


1950-51, and was a noted lecturer and 
author of marine insurance articles. For 
years he wrote The Marine Insurance 
Digest, published by the Cornell Mari- 
time Press, and lectured at Columbia 
University, the United States Marine 
Academy at Kings Point, L. I., the 
Insurance Society of New York and the 
New York State Chamber of Commerce. 
He belonged to the Produce Exchange 
Luncheon Club. 

He is survived by his widow, the for- 
mer Effie Kirkwood, and two daughters, 
Mrs. Arthur. Vreeland, Jr. and Mrs. 
Stanley Walthery, Jr. 
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IMUA. Meeting 


(Continued from Page 1) 


Fireman’s Fund; D. R. Sibley, Aetna 
Casualty. 

Wayne on Homeowners “C” Losses 

As one who has had close contact with 
the personal property floater and other 
broad forms for many years and who 
has cautioned against widespread selling 
of such coverages Mr. Wayne told the 
IMUA gathering this week: 

“I was by no means alone in my view 
that our experience with the personal 
property floater made it crystal clear 
that companies could never successfully 
write the so-called Homeowners ‘C’ 
policy or its equivalent on a mass pro- 
duction basis. My prediction that Home- 
owners ‘C’ loss ratios would prove 
worse than those of the personal prop- 
erty floater was pooh-poohed by many, 
and often with some irritation. 

“I have before me some figures which 
have just come in from California. 
Eighteen of the largest writers of Home- 
owners policies in that state, with a 
volume in excess of $8,000,000, show an 
incurred to earned loss ratio well over 
60% for 1957. Those same companies in 
1956, on a volume of almost $10,000,000 
had a paid to written loss ratio for the 
year of just over 30%. It is significant 
that in 1957, when incurred to earned 
loss ratios were developed, only one of 
those companies, and that was one of the 
smaller writers, showed a slight profit. 
Two were just about at the breaking 
point. All of the others were in the red, 
with two of the three largest writers 
having loss ratios in the sixties and the 
third largest, just under 80%. 


Basis for Pessimism 


“T referred tc Homeowners ‘C’ and its 
equivalent, by whatever name called, and 
not to Homeowners ‘A’ and ‘B’. Certainly 
the latter should and will produce loss 
ratios many points under those of the 
Homeowners ‘C’. The figures I gave 
a moment ago were for Homeowners 
A, B and C combined. I leave to your 
imagination the Homeowners ‘C’ results 
of those companies. 

“In discussing commercial multiple 
peril lines with representatives of other 
branches of the business, I have always 
been pessimistic as to the outcome. The 
68% plus incurred to earned loss ratio 
in California in 1957, of that same group 
of companies, would indicate that there 
is basis for my pessimism,” Mr. Wayne 
stated. 

“Frequently I have been asked the 
basis for my pessimism with regard to 
both the Homeowners and the com- 
mercial lines. To me the answer seems 
quite simple and readily to be found in 
an analysis and review of experience 
developed over the past quarter century. 
In the personal property floater you have 
the forerunner or the precursor, if you 
will, of Homeowner ‘C’. After all, the 
latter is, in essence, nothing more than 
broad fire and extended coverage on 
buildings plus some liability coverage 
and personal property floater coverage 
on contents. 


From Good to Bad Results 


“The personal property floater is itself 
a comparatively recent development in 
that it goes back only to the middle 
Twenties. When first offered generally, 
applications were carefully reviewed and 
screened by experienced company under- 
writers, usually in the home office, and 
policies were issued only to those as- 
sureds found acceptable. While the class 
was so dealt with by the companies, it 
showed a profit year after year. 

“As more and more companies got into 
the field and underwriting bars were 
let down, the experience began to 
change. In recent years, only a very 
few of the companies which continued 
to underwrite the business on a selective 
basis were able to eke out a profit and 
even they have found the going tougher 
as their volume increased. 

“The answer is not to be found in 
the rates charged for the coverage. 
Every inland marine underwriter worthy 
of his hire learned early in his experi- 
ence that it was fundamental, indeed 


axiomatic, that you cannot successfully 
undertake all risk insurance on a mass 
production basis. It has never been done 
and I freely predict it never will be in 
either the personal or commercial field. 

“Without intending disparagement of 
any segment of the industry or method 
of production, I suggest that the execu- 
tives of our companies might take a 
long look at the difference in results 
as between those companies following 
the inland marine principles of indivi- 
dual risk underwriting and those who 
are using the essential mass production 
methods of the fire business. 


Woods Patchogue Case 


“The unfortunate and, in my opinion, 
totally erroneous decision of the Appel- 
late Division of our New York Supreme 
Court in the case of Woods Patchogue 
Corporation vs. The Franklin National 
may necessitate our seeking from the 
next session of the legislature the specific 
exemption of inland marine insurance 
from the provisions of Section 168 
(standard fire policy) of the New York 
Insurance Law. In our opinion, the 
standard fire policy law is clearly in- 
applicable to other kinds of insurance 
such as inland marine and we confidently 
expect the decision to be reversed on 
appeal. We are discussing with counsel 
for the respondent insurance company 
the matter of seeking the permission 
of the court for the filing of a brief 
amicus.” Mr. Wayne revealed. 

“After a lapse of several years, we 
are once again meeting, with some 
degree of regularity, with the property 
insurance committee of the National 
Association of Insurance Agents. I am 
happy to report that our relations with 
that organization continue to be most 
pleasant and cooperative. Arrangements 
for dissemination of information emanat- 
ing from the Inland Marine Insurance 
Bureau, as recommended to that organi- 
zation following our most recent con- 
ference with members of the property 
insurance committee, will soon be con- 
summated. It is our confident belief that 
this activity will prove of great benefit 
not only to agents generally but to our 
companies as well. 


Surplus Line Problems 


“Having just returned from a trip to 
the West Coast, where once again I 
had occasion to learn at first hand of 
the continued loss of business to the 
American market, under the pseudonym 
of surplus line, I feel constrained to 
reiterate the recommendations I made 
to you a year ago,” Mr. Wayne said. 

“T recognize fully the need for a sur- 
plus line law which will provide an 
assured, unable to complete his insurance 
requirements in the American market, 
a ready avenue of approach to non- 
admitted insurers. On the other hand, 
I submit that such laws must not be 
permitted to place admitted insurers at 
a competitive disadvantage vis a_ vis 
foreign underwriters. 

“I urge the industry to unite in the 
drafting of a model surplus line law 
which will be fair and reasonable to 
both the public and admitted companies. 
Such a bill should have as one of its 
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WANTED: MUTUAL CO. 


Long - established Baltimore, 
Md. Stock Agency desires to 
give substantial volume to mutual 
representation for all lines. All 
inquiries invited and will be ac- 
knowledged. Write Box 2614, The 
Eastern Underwriter, 93 Nassau 
Street, New York 38. 











provisions the requirement that all in- 
surance which is exported as_ surplus 
line be recorded with the Insurance 
Department and open for review by ad- 
mitted companies. This would permit 
abuses to become readily known so that 
prompt remedial action might be taken. 


Lloyds Competition on Bridges 


“The competition of foreign insurers, 
Lloyds in particular, through the use 
of admittted companies as fronts has 
been a source of growing concern and 
irritation for a long time. 

“Two concrete examples that took 
place recently have aroused the ire, 
indignation and disgust of our com- 
panies to a degree greater than I have 
heretofore witnessed. In neither case 
were the events entirely unanticipated. 
On the contrary, having in mind _ prior 
loss of business, we predicted the prob- 
able outcome. 

“I am referring to the loss to our 
companies of the insurance on certain 
Florida and Virginia bridges. The State 
Road Department of Florida called for 
bids to be received on March 3, 1958 
covering property damage and use and 
occupancy insurance on a schedule of 
23 structures. These had a total value 
for property damage insurance purposes 
of $33,775,349. The amount of use and 
occupancy insurance required was $5,- 
145,000. Values on the individual struc- 
tures fluctuated from a low of $32,578 
to a high of $9,000,000 on one and 
$11,200,000 on another of the bridges, 
in each case exclusive of U and O 
coverage. 

“The total three year premiums which 
we quoted, calculated at the very lowest 
rates consistent with sound bridge 
underwriting, and experience totaled 
$347,108 for the property damage cover- 
age and $72,737 for the U and O, or a 
total of $419,845. It is significant to note 
that a 10% interest was the maximum 
line authorized by any one of our com- 
panies or groups. To the best of my 
recollection, only two groups authorized 
even that large a line. One of the largest 
of the bridge underwriters thought so 
little of the risk as a whole that they re- 
fused to participate at all. When the bids 
were opened it developed that no less 
than three non-bureau companies offered 
to write the risk in its entirety. One 
of them has been a front for Lloyds in 
the past. The insurance was awarded 
to a mutual insurance company in New 
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York at a premium of $285,790. 

“Latest available records show that 
the mutual had never before written 
inland marine insurance of any kind 
The retention of the company is believed 
to be 24%4% of the first million dollars 
of exposure or $25,000. Originally Lloyds 
reinsured 73%% of the first million 
dollars and 100% of the excess of the 
first million. 

“In the case of the Coleman Memorial 
Bridge and the James River bridge 
system, expiring rates were already at 
rock bottom. Since the competition 
knew the expiring premium, we anticl- 
pated about a 20% cut in the belie! 
that would be below any quotation we 
might make. =a 

“Our renewal offer was at expiring 
rates, producing a premium of $2542 
for property damage coverage and 
$13,739 for U and O, in each case for 
three years coverage. The amounts 0! 
insurance were $5,800,000 and $2,500,000 
for property damage and U and O cov- 
erage respectively. In this case, one 0! 
our companies authorized a 35% interest, 
another 30%, three or four 25% and the 
remainder smaller lines, down to a low 
of 2%%. Two of the three companies 
bidding for 100% coverage on the 
Florida bridges again offered to write 
the entire line. The insurance went 0 
the National Fire for a premium © 
$19,171 for property damage and $10, 
for U and O. It is obvious that our 
estimate of the situation had been quite 
accurate. 

Soundness of Rating 


“If any witness were needed to testify 
as to the soundness of our rating ° 
these risks, I would call upon the one 
independent which does have the knowl- 
edge and experience necessary to ama 
lyze and rate bridge and tunnel risks. 
The Insurance Company of North Amer 
ica’s quotation for a part interest Was 
almost exactly the same as our ow! 0M 
the Florida risk. 

“On the Coleman Memorial and James 


(Continued on Page 31) 
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AAMGA Elects Officers 


A. W. Marshall was elected president 
of American Association of Managing 
General Agents this week. Other officers 
are Charles F. Zehnder, Jr., and Reed 
Pennington, vice presidents, and Lang- 
don Quin, Jr., chairman of executive 
committee. 


“COVERAGE ANEMIA” KIT 








American Group Distributing Promotion 
Material Designed to Sell 
Insurance to Value 
The American Insurance Group of 
Newark, N. J., is distributing to its 12,000 
agents from coast-to-coast a sales pro- 
motion kit which dramatizes the fact 
that while building and replacement costs 
have risen sharply in recent years, prop- 
erty owners in the main have not in- 
creased their insurance coverage at the 

same pace. 

The kit, labeled “Prescription for Cov- 
erage Anemia” (building protection in- 
surance deficiency), features a full color 
model cardboard house which can be 
easily assembled and which dramatizes 
the increase in the past 12 years of 
building labor costs and cost of specific 
components such as_ brick, lumber, 
shingles, insulation, copper, cement and 
painting. 

It is designed to help agents with one 
of the biggest problems in their field 
which is under-insurance, and to provide 
the agents with an interesting and unique 
sales promotion tool with which to ap- 
proach clients and prospects. The “Pre- 
scription for Coverage Anemia,” cam- 
paign is being handled by the American 
Insurance Group’s agency, Grant Adver- 
tising, Inc., New York. 





Henry Kilian, Secretary 
Of America Fore, Dies 


Henry C. Kilian, 60, secretary of the 
America Fore companies, America Fore 
Loyalty Group, died May 11 after a 
short illness. Born in Hoboken, N. J., 
on May 19, 1897, he joined the America 
Fore Group in 1912 as an office boy for 
Continental. He was promoted through 
various positions to assistant chief clerk. 
Mr. Kilian served in the Army Artillery 
Corps during World War I, and upon 
his return from service, was assigned to 
the statistical department. He later be- 
came assistant supervisor of the statis- 
tical department, and in 1930 was ap- 
pointed travelling auditor. He later 
returned to the home office in New York 
City and in 1951 was appointed assistant 
controller of all companies of the group. 
He Was appointed a secretary of all 
companies in 1957. 


Beery Outlines Future 
To General Agents Assn. 


Sam N. Beery, Colorado Insurance 
Ci mmissioner, told members of the 
American. Association of Managing 


General Agents at the convention at 
Colorado Springs this week that there 
is a “definite spot in the future” for 
such general agents but they must gear 
themselves for multiple line sales of 
insurance, 

With life insurance being included in 
the multiple line package Mr. Beery 
stressed “that the future may very well 
see payment of insurance premiums on a 
monthly basis, such as presently done 
with telephone or utilities. A managerial 
general agent can not ‘stand still’ but 
Must continue forging ahead, not only 
11 service, but also in relations with the 
a as well as with their own agency 
orce 





Loyalty Western Dept. 


Moves to America Fore 

Pode ay, May 16, the Loyalty Group will 
move its Western department head- 
quarters from 120 South LaSalle Street 
to the new America Fore Building at 
360 West Jackson Boulevard in Chicago. 
The America Fore Insurance Group and 
the Loyalty Group became affiliated in 
December, 1957, 
The Loyalty Group companies will 


occupy the second, fourth and fifth 
floors and portions of the third, sixth, 
seventh, ninth and tenth floors—a total 
area of about 50,000 square feet—in the 
15-story America Fore Building which 
was dedicated in June 1957. 

Today there are 540 employes in the 
Chicago headquarters and 260 employes 
in the 23 field offices throughout the 16 
states in the Loyalty Group’s Western 
department territory. Premium writings 
for the Loyalty Group in the Western 
department for 1957 totaled $30,000,000. 

In charge of the Loyalty Group’s 
Western department is Vice President 
and Manager Herbert A. Clark who has 
been manager since 1925 and a vice pres- 
ident since 1934. Vice President Herman 
P. Winter is in charge of America Fore’s 
18-state Western department operations. 





Perry On Commissions 


(Continued from Page 22) 
2Y%.% could he saved on accounting and 
billing procedure. This would produce 
a 10% savings in cost alone and would 
have been the difference between a profit 
and loss to most companies last year,” 
Mr. Perry observed. 

“Managing general agents in 
are separated into two groups. 
group consists of general agents 


reality 
One 
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are producers and the other group of 
general agents who are, in truth man- 
agers. The producing general agent does 
little in the way of investigation, under- 
writing, etc. He does not normally effect 
complete reinsurance, but he will rende~ 


agents’ accounts, assume the responsi- 
bility of collecting their premiums, and 
produce business. Thus, in truth, he is 


very little more than a local agent. 
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@ Integrity is moral honesty and responsibility. A contract such 
as an insurance policy aims to set forth a set of terms and conditions 
which when duly executed by the parties to it, binds them in an agree- 
However, no matter how carefully a contract is written, there 
still remains the element of good faith between the parties which will 
determine how mutually satisfactorily the intent of the contract will 


Due to the intricate nature of insurance the integrity of an in- 
surance company is especially important. 
Fair Business Practice—for carrying out both the letter and spirit of 
its policies, is what establishes its reputation for integrity. 


The companies of The Commercial Union Group take pride 
in the long record of fair dealing and prompt, just payment of 
losses which is the basis for the confidence our agents and 
brokers country-wide, and their clients, have in us. 


It pays to represent an organization which fulfills 
its obligations promptly and fairly. 
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Commercial Union Assurance Co. Ltd * Ocean Ac- 
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“A managing general agent in the true 
sense of the term, on the other hand, 
does effect reinsurance where required. 
Moreover, he underwrites the business, 
prepares accounting cards and_border- 
eaux (today he would normally have 
such volume as to require accounting 
machines and he would have those ma- 
chines) he does classifying, coding, and 
a great many other things, so that when 
the business reaches the companies’ 
offices there is littlke more to do than 
add it to their books. So the operations 
of the producing general agent and the 
managing general agent are significantly 
different. 


Producing General Agent Seldom 
Profitable 

“In that ‘significant difference’ is to 
be found the answer to why the trend 
has been away from managing general 
agents. In all candor, the primary reason 
for the disappearance of members of 
your association is that they have been 
purchased by companies or merged with 


real managing general agents because 
the producing general agent is seldom 
profitable. 

“A well operated managing general 


agency should be able to outperform any 
company operation. It has access to the 
facilities of the companies it represents, 
and because of the limited area super- 
vised it should be able to run an ex- 
tremely efficient organization. A man- 
aging general agent should be able to 
eliminate the problems an_ individual 
company invariably faces of not being 
able to write all classes of business or 
of not being able to extend underw riting 
facilities of sufficient size for large risks. 
especially in the field of fire and allied 
coverages. Sound managing general 
agencies have the key to a successful 
multiple line operation for any moderate 
size company.” 


IMUA Meetings 


(Continued from Page 30) 





River bridge system, the North America 
apparently thought we were too low, 
for while they knew our expiring pre- 
mium and rates, they were some $1,700 
over us in their bid for a 20% interest, 
or about $8,500 on a 100% basis. All of 
this is graphic illustration of the ab- 
surdity of the premium at which Lloyds 
will be carrying the great bulk of the 
coverage. 

“Tt stands to reason that you, who 
have been such tremendous supporters 
of the London market, through the 
hundreds of millions of reinsurance 
premiums you have paid into it over the 


years, cannot be enietied to idly sit 
by and see your direct premiums 
siphoned off in this manner. I fully 


anticipate that the problem will receive 
the most careful scrutiny and considera- 
tion of our company executives and that 
every effort will be made to find a way 
to put an end to a condition which can 
only be branded as nonsensical. Ameri- 
can companies fronting for the foreign 
market are doing a tremendous dis- 
service to the American market even 
though they might possibly make a fast 
buck for themselves.” 
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Standard Fire Policy Protections 


Not Removed In 


Where insurance against loss by fire 
is included with insurance against other 
risks insured is not deprived of the pro- 
tection of statutory provisions applicable 
to fire insurance. Hitherto unlitigated 
in the State of New York this is the 
subject of a decision of the Appellate 


Division of the State of New York, 
Second Department, in the case of 
Woods - Patchogue Corp. v. Franklin 


National Co., N.Y.L.J., April 22, 1958. 

The Woods case was an action to re- 
cover for a fire loss on the premises of 
a retail jeweler insured under an all 
risk jeweler’s block policy. Suit was in- 
stituted upon the policy by the insured 
to recover for a fire loss to plaintiff's 
premises resulting from a fire discovered 
in the early morning hours and which 
spread to the insured’s premises several 
hours later. The insurer asserted as 
defenses alleged breaches of warranty 
and misrepresentations by the insured 
relating to the following: 


Insurer’s Defenses 


(1) Proportion by value of the in- 
sured property in the premises which 
would be kept in safes and vaults while 
the premises were closed for business. 
(2) Exact values of the insured’s last 
two inventories. (3) Maximum amount 
of the insured’s stock during the 12 
months preceding the date of the 
proposal. (4) The estimated average 
daily amount of other people’s property 
in the insured’s custody or control dur- 
ing the 12 months preceding execution 
of the proposal for the policy. 

“The Woods case demonstrates,” says 
Sidney N. Zipser of the New York law 
firm of Zipser and Levitt, “that these 
breaches of warrenty and misrepresen- 
tations are without legal significance 
with reference to the fire coverage af- 
forded by a block policy since they are 
not among the permissible warranties 
and representations specified in the 
standard fire insurance policy required 
by Section 168 of the Insurance Law of 
the State of New York. The proposal 
indicates that the warranties and repre- 
sentations apply to burglary and larceny, 
not to fire. 

“In determining applicability of Sec- 
tion 168 to the policy, it must be exam- 
ined for ground upon which the validity 
of the policy can be saved by inferring 
that the parties did not intend to violate 
the statute by making the warranties 
and representations applicable to fire 
coverage. The proposal indicates that 
the fire risk was regarded as being so 
independent of the other risks as to 
contemplate application of the provisions 
of the standard fire policy law, for the 
proposal reads: 

“11. Basic Policy Optional Coverages: 

Do you wish to exclude fire and light- 
ning on property at premises referred to 
in answer to question l-c? No. 


Fire Risks Independent 


“Intent to deal with fire risks inde- 
pendently is further shown by the sepa- 
rate application of fire isurance rates 
to the risk (the rate is based upon the 
fire and extended coverage rates to 
which is added a single ‘all other perils’ 
loading which varies with the class of 
risk and territory) and the non-applica- 
bility of the $50 deductible clause to fire 
and extended coverage perils,” continued 
Mr. Zipser, 

The inurer contended that the policy 
is exempt from provisions of Section 
168 of the Insurance Law of the State 
of New York on the theory that it is 
not a fire insurance policy as to the 
fire risk. Two Federal Courts rejected 
this premise. The two decisions are re- 
ported as follows: Vermes Credit Jewel- 
ry v. Fireman’s Fund, 92 F. Supp. 905 


(U.S.D.C.; D. Minn., 1950) per Donovan, 
D.J., aff.; ‘and Fireman’ s Fund v. Vermes 
Credit Jewelry, 185F. 2nd 142 (U.S.C.A. 
8th Cir., 


1950) per Sanborn, Cir. J. 





All-Risk Coverages 


The Federal cases involved a jewel- 
er’s block policy, a fire loss and a 
breach of warranty that 60% of the 
value of the property on the jeweler’s 
premises would be kept in a safe while 
the premises were closed for business. 
The material facts were the same as in 
the Woods case, except that in the lat- 
ter case the insurer also relied upon 
the other breaches of warranty and 
misrepresentations, 

However, the same principle of law 
is applicable to all the warranties and 
representations. If one of the warran- 
ties or representations must fall because 


it is a violation of the standard fire 
insurance law, then all the illegal war- 
ranties and representations must fall. 


The Federal courts relied upon the then 
existing Minnesota standard fire policy 
statute, which was almost precisely sim- 
ilar to the New York statute, Section 
168. The Circuit Court rejected the 
argument “that the policy in question 
is not subject to and limited by the 
statutory policy requirements of Section 
65.01 (Minnesota Standard Fire Policy 
Statute) because the instant policy is 
an inland marine insurance policy, not 
a fire insurance policy.” 


Section 168 Interpretation 


“No statute so limits Section 168 that 
a policy worded in the form of transpor- 
tation coverage should automatically and 
completely become inland marine insur- 
ance which is exempt from its coverage 


with respect even to property which is 
not being transported and is covered 
without respect to its being later in- 
volved in  tranportation,” Mr. Zipser 
said. “Such a restrictive interpretation 
of Section 168 would destroy its aim 
and place a premium on form rather 


than substance. 

“The insurer’s position in the Woods 
case amounted to this: if it issues a 
policy in New York insuring against fire 
only, warranties and_ representations 
such as those relied upon by the insurer 
would be void. But if it issues another 
policy on the same class of property 
next door, with additional coverage of 
one or more other risks not covered by 
a standard fire policy, such warranties 
and representations are valid as to the 
fire risk as well as to the other risks 
despite non-compliance with the statute. 

“It is conceivable that in suits to 
recover for a fire loss, the insured who 
was protected only against fire would 
be permitted to recover, while the other 
insured would have been penalized for 
not insisting upon separate policies to 
cover the separate risks. 

“Such an interpretation would show 
the incorrectness of the position that a 
Sjieweler’s block policy’ is beneficially 
furnished the insured to give him a 
broad all-risk coverage, avoiding the 
necessity of separate agreements and 
thereby serving his convenience and giv- 
ing him the same or broader coverage 
by paying one premium instead of sev- 
eral. In point of fact the coverage is 
narrower.” 


Majority Opinion of Court 


In reviewers judgment and granting 
new trial, the majority opinion of the 
court, written by Justice Kleinfeld, 
stated in part: 

“The insured appealed_from a judg- 
ment entered thereon, urging that the 
trial court erred in not striking out the 
defenses based on breach of warrantv 
and in refusing to charge that the stand- 
ard fire policy is incorporated into the 
insured’s block policy, insofar as fire 
losses are concerned. 

“We reach the following conclusions: 

“1. Characterization of the block pol- 
icy aS marine insurance, in Secton 46 
of the Insurance Law, is nothing more 
than a ‘label’; 

“2. That ‘label’ does not affect the 
substantive rights of the parties with 


respect to the various risks covered by 
the policy; 

“3. The policy at bar is a 
grouping of separate risks; 

“4. The section 46 definition of a 
‘Jewelers’ Block Policy’ as ‘marine in- 
surance’ does not withdraw it from the 
scope of Section 168 (the standard fire 
policy statute) insofar as the fire cover- 
age of the policy is concerned; 

“5. The standard fire policy is incor- 
porated into the policy at bar; 

“6. As the warranties in the policy 
at bar are not within the standard fire 
policy, their breach does not void the 
policy; 

“7. The trial court’s refusal to strike 
out the defenses based on breach of 
warranty, and its refusal to charge that 
the standard fire policy was incorporated 
into the policy at bar constituted preju- 
dicial error. 


Could Thwart Legislative Purpose 


“If we were to hold otherwise, we 
would open the door wide to progressive 
emasculation of the standard fire policy 
law as insurers continue their present 
trend towards the writing of all-risk 
combination policies in ever-broadening 
fields. That result, of course, would 
thwart the sound legislative purpose 
that lay behind enactment of the stand- 
ard fire policy statute. 

“If the salutary protections of the 
standard fire policy are to be removed 
from fire insurance, merely because such 
policy is written in combination with 
other coverages, it is for the legislature 
to say so, and, moreover, in clear, un- 
ambiguous language. Until the legisla- 
excludes policies 


severable 


ture itself expressly licies 
like the one at bar from the ambit of 
section 168, we may not take it upon 


ourselves to do so.” 





Arnott Elected Chairman 
Coastwise Hull Insurers 


David A. Arnott was elected chair- 
man of the Coastwise, Great Lakes and 
Inland Hull Association, at the annual 


Lethbridge was 
Edward R. King 
The association 
major hull in- 
offices in the 


meeting. George M. 
elected vice chairman. 
continues as secretary. 
has as members many 
surance underwriting 
American market. 

Mr. Arnott is marine manager of the 
New York office of the Aetna Insurance 


Group. Mr. Lethbridge is with Leth- 
bridge and Cornwell. : 
Emil A. Kratovil, president of Car- 


pinter and Baker, who retired as chair- 
man of the association, commented upon 
the 20 years of successful operation 
completed by the association and_ its 
predecessor organization. “We have an 
organization of which to be proud,” he 
said, “an organization which has con- 
tributed to the stability of the industry 
and provided a market that is adequate 
to the needs of the owners of the par- 
ticular types of vessels that come within 
the jurisdiction of our association.” 


Forum Hears R. F. Doran 


On Air Cargo Insurance 
Robert F. Doran, partner in Bailey & 
Muller, attorneys, was guest speaker at 
the May meeting of the American 
Marine Insurance Forum. Mr. Doran, 
who is a trial lawyer specializing in 
inland, aviation and ocean marine cases, 
spoke on the special practices and prob- 
lems of air cargo insurance, with em- 
phasis on questions involving subroga- 
tion and limitation of liability. 

Alfred D. Haynes, Jr., president of 
the forum, presided. It was announced 
that the forum’s annual golf outing will 
be held on Tuesday, May 27. 








RICHMOND AT KANSAS CITY 

John R. Richmond has been named 
by the National of Hartford Companies 
as special agent in the metropolitan 
Kansas City, Mo. area. Mr. Richmond 
will work directly under supervision of 
John F. Pickles, Kansas City branch 
Continental-National 


manager for the 
Group. 


Honor Edward R. King 
On 20th Anniversary 


Edward R. King, internationally knowg 
secretary of the American Marine I[n- 
surance Clearing House, American In- 
stitute of Marine Underwriters and 
Board of Underwriters of New York, 
on May 1 marked 20 years of service 
to ocean marine underwriters in this 
market. Suitable memories were pre- 
sented to Mr. King by his associates, 

In honor of the anniversary Mr. hing 
was guest of honor at a luncheon at 
India House in New York by a group 
of directors of the marine underwriters 
organizations. While Mr. King holds 
the title of secretary of these important 
marine associations, his activities c: irry 
him extensively into the public relations 
field. An excellent analyst and writer 
his articles for the insurance press and 
for others have been widely read and 
accepted throughout the world. His con- 
tributions to the library of ocean marine 
insurance will have lasting value. 


Marine Interpretation on 
Physicians Instruments 


Physicians and surgeons instrument 
floaters is the subject of Interpretation 
No. 116 of the Committe on Interpreta- 
tion of the Nation-Wide Marine Defini- 
tion. The inquiry and opinion follow: 

“Inquiry: Under Interpretation No. 31 
insurance of furniture and fixtures of 
hospitals, clinics, medical schools and 
the .ike is not classifiable as inland ma- 
rine insurance under E.2 (d) of the Na- 
tion-Wide Definition. 

“The question is whether insurance 
of the furniture, fixtures and equipment 
commonly used in the practices of 12 
doctors principally conducted from a 
single building is within that classifica- 
tion. 

“Even though requested, no definite or 
concrete information as to the manner 
or method of operation was developed, 
but the indications are that a clinic or 
small hospital, owned entirely by the 
doctors who function in connection 
therewith, is the real entity under con- 
sideration. 

“Opinion: On the facts submitted, the 
committee is of the opinion that the pro- 
posed coverage is not within the inland 
marine classification under the physi- 
cians and’ surgeons instrument floater, 
Section E. 2 (d) of the Nation- Wide 
Marine Definition. 

“It should be pointed out, however, 
that the words ‘Clinic’ and ‘the like’ as 
used in Interpretation No. 31 are not in- 
tended to include doctors sharing offi- 
ces, equipment and general facilities, en- 
gaged in their individual practices and 
not operating as a unit.” 





Marine Interpretation on 
Pipes, Valves, Burner Units 


The Committee on Interpretation of 
the Nation-Wide Marine Definition has 
issued a decision on insurance of pipes, 
valves, burner units under installment 
sales or leases. This interpretation, No. 
115, follows: 

“Inquiry: A gas company rents oF 
leases and, sometimes, sells on an 1n- 
stallment plan basis to customers, equip- 
ment consisting of pipes, valves and 
burner units, all of which are delivered 
to and located on the purchaser's oF 
lessor’s premises. Is insurance of such 
equipment classifiable as inland marine 
insurance ? 

“Opinion: Affirmative, provided the 
equipment at all times remains personal 
property, is delivered and installed on 
the premises of the customer subject to 
rental or lease agreement or to a bona 
fide conditional or installment sales 
agreement, and provided further that the 
policy conforms in all respects to Sec- 
tion E. 2 (0) including coverage i” 
transit and does not cover beyond the 
termination of the seller’s or lessor’s 
interest.” 
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Company Can Question Assured On 
Wide Range Of Matters After Loss 


By Harotp 8. Daynarp 
Daynard & Van Thunen Co., New York City 


Harold S. Daynard is a well known in- 
dependent adjuster and has wiit'en the fol- 
lowing article for the Inland Marine 
Claims Association on the matter of in- 
terrogation of assureds in property losses, 
and the scopes of such inquiries. 
about 
said the 


the loss of your 
company in- 


“Now tell me 
diamond ring,” 
vestigator. 

“There’s nothing | 
Mrs. J. “It’s just gone, 
tone was hostile. 

Regretting at once that his associate 
had not handled this assignment, the 
investigator started on another tack and 
continued questioning. 

An hour passed by before Mrs. J. fully 
realized just how much she really could 
say about the loss. And the investigator 
had just brushed the surface. The ques- 
tions as to means of acquisition of the 
item, its place and price of purchase, 
when first insured, by whom appraised, 
when worn, when and where last seen, 
where and under what circumstances its 
loss was discovered, how it fit, what in- 
quiries or reports were made to authori- 
ties, what efforts were made to recover 
the item—these were all discussed. 

When signing a four-page statement, 
Mrs. J. acknowledged her surprise at 
how much could be said about so “sim- 
ple’ a matter. Being an average assured, 
Mrs. J. was quite uninformed about how 
much more she may be required to tell. 
Given even a routine personal jewelry 
or fur loss (not to mention a complex 
commercial one) an expert interroga- 
tor can easily elicit 25 to 50 pages of 
testimony from a responsive assured. 
This is not a desirable procedure in 
the investigation of every loss. Yet, in 
the scrutiny of a suspicious one, just how 
far can we go in questioning the as- 
sured ? 


replied 
Her 


can say,” 
that’s all.” 


Facts of Loss, Time of Occurrence, 
Insurable Interest 


lt is beyond dispute that the policy- 
holder may be questioned regarding all 
pertinent phases of the circumstances 
of the occurrence resulting in loss or 
damage, the time of occurrence, the as- 
sured’s interest in and value of the prop- 
erty, and the efforts made by him, or on 
his behalf to recover the property or 
prevent further damage. The assured’s 
refusal to answer any such question 
would probably give rise to a good de- 
fense in an action under the policy. 

The reasons for this are well settled. 
Betore the assured can be paid for his 
claim it must appear that: 

He is the insured 

The property involved 

The loss was caused by an 
peril 

The loss occurred while the policy was 
in force 

The loss occurred at the insured lo- 
cation 


is covered 
insured 


All conditions and warranties have 
been complied with 
The loss was not caused by an ex- 


cepted peril 
The assured has an insurable interest 
in the property 
The sue and 
complied with 
he amount claimed is the agreed or 
the actual cash value of the property 


labor clause has been 


involved. 

Therefore any question tending to es- 
tablish or disprove these conditions is 
pertinent. A wilful refusal to answer 
such question in an examination under 
oath, authorized by the policy, voids 
the policy. 


Appraisals, Value, Ownership 


The case of Naiman vs. Ins. Co. in 
effect decided that under non-valued 
policies the appraisal in and of itself does 
not constitute evidence of value or the 
existence of insured property. Thus the 
company may properly inquire into the 
value of the article, its origin, owner- 
ship, date, place and price of purchase, 
means of payment, or other means of 
acquisition, The underwriters may also, 
at the time of loss, re-examine the 
circumstances under which the appraisal 
was obtained, the qualifications of the 
appraiser, the further elucidation of un- 
specific or ambiguous terms employed 
in the appraisal, or information left out. 
It may demand duplicate purchase in- 
voices and attempt to_verify them from 
original records in possession of the 


seller. 
Valued Policies 


Where a policy insures an article 
under an agreed valuation, may the un- 
derwriter go beyond the policy valua- 


tion and question assured regarding its 
place, date and price of purchase, or 
other means of acquisition? May the 
appraisal be re-investigated? The an- 
swer is emphatically “Yes.” The under- 
writer may require the assured to prove 
his interest in the property. An agree- 
ment as to value does not waive that 
requirement. 

This problem was specifically decided 
in the case of Weber vs. Insurance Com- 
pany, decided by the Appellate Division 
(267 App. Divn. N.Y. pg. 370). In that 
case the appellate court overruled the 


trial judge who refused to permit the 
insurer’s counsel to question the assured 
regarding the appraisal of an item in- 
sured under a “valued” policy. The 
higher court held that the underwriter 
had the right to re-investigate the ap- 
praisal and examine the assured on that 
point, where it believed the appraisal 
may have been fraudulent. 


Financial Background, Criminal Record, 
Personal History 

The assured’s financial background. 
criminal record, personal history, arrests, 
convictions, indictments, past losses— 
paid and declined—declined applications 
for insurance—here are several toucliv 
subjects most underwriters are curious 
about when a_ suspicious loss occurs. 
Experience proves that this delicate 
area should be left to the expert inter- 
rogator acting pursuant to specific com- 
pany instructions, which usually, though 
not necessarily, means company counsel. 
3ut do we have a right to ask these 
questions? There seems to be no doubt 
that we do. 

The case of Stecker vs. Insurance 
Company (6) held that an underwriter. 
at the time of a loss, in the absence of 
fraud, cannot complain about an as- 
sured’s derogatory background which he 
concealed when procuring the policy. If 
the underwriter thought it material to 
the risk, it should have made inquiry. 
Had the underwriter specifically in- 
quired about assured’s background, and 
the latter answered falsely, such false 
answer would be evidence of fraud. 

If the company neglects or doesn’t 
choose to ask assured about his back- 
ground when writing the policy, is it 
stopped from doing so later on, when a 
loss occurs? Of course not! The 
Stecker decision was not intended to 
made an inland marine policy, once writ- 
ten by the underwriter, an incontestable 
one. That decision by its language spe- 
cifically reserved to the underwriter, 
as a contracting party, its right to 
plead the defense of fraud, in any action 
under the policy contract. 


Defense of Fraud 


Where the defense of fraud is prop- 
erly pleaded by underwriters in a suit 
by assured to enforce a claim, the as- 
sured may be interrogated on all matters 
pertaining to such defense, such as his 
past criminal record fraudulently con- 
cealed. This was the clear holding in 
the case of Sebring vs. Ins. decided by 
the N. Y. Court of Appeals. It held that 
under a policy containing a fraud and 
misrepresentation clause where the as- 
sured has concealed material facts with 
intent to mislead the underwriters, he 
has vitiated the policy contract. 

If the applicant for insurance under 
such policy is aware of the existence of 
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some circumstance which he knows would 
influence the underwriter in acting upon 
his application, he must disclose that 
circumstance, though not asked. A con- 
cealment is material where the under- 
writer with full information would have 
declined the risk. (The question as to 
materiality is one for the jury.) 

The recent case of Rosenfeld vs. In- 
surance Soc. (Dec. 23, 1957—U.S. Dist. 
Ct. for the Eastern Dist. of N. Y.—9 
F&C pg. 459) went one step further 
than the Sebring case. The latter case 
held that fraudulent concealment of a 
past derogatory record of the named as- 
sured is a good defense and could be 
inquired into. The Rosenfeld case held 
that the underwriter has similar rights 
with respect to the past record of the 
husband of the named assured. 

That was a decision on an 
writer’s motion to interrogate 
regarding her husband’s past arrests, 
detentions and convictions of various 
crimes, poor financial condition and rec- 
ord of unfavorable litigation. The as- 
sured brought the action to enforce a 
claim for $7,335, the alleged value of 
property insured under a personal prop- 
erty floater and reportedly stolen from 
her residence. 

The company, in its defense, contended 
that the policy was taken out in the 
wife’s name to hide the husband’s past 
record, that he is the real party inter- 
ested in the insurance and in the claim, 
and that the concealment of his in- 
criminating background was deliberately 
and fraudulently intended to mislead the 
underwriter in granting the insurance. 
In aid of its position the company re- 
ferred to the fraud and misrepresenta- 
tion clause in the policy and cited the 
Sebring case decision. 

The company conceded that at the 
time the policy was issued, it did not 
ask the assured anything about her or 
her husband’s past history. It contended 
that after the assured’s alleged loss, the 
company may, in aid of its defense, in- 
quire into these matters. 

The court held that the company’s 
position was sound, and that the Stecker 
case was no barrier. 


under- 
assured 


Conclusion 


Thus when a loss occurs the company 
has a right to question the assured with 
respect to any matter which constitutes 
a prerequisite to payment of the claim. 
In addition, where there is reason to 
believe that there may have been fraud- 
ulent misrepresentation or concealment 
on the part of assured, with respect to 
his background or that of any person 
interested in the insurance, the company 
may conduct an inquiry into any phase 
of their personal histories which relates 
to the moral hazard involved 

Under similar circumstances, the un- 
derwriter may in the case of a jewelry 
or fur floater, or scheduled property 
floater, valued or non-valued, interrogate 
the assured regarding the means of ac- 
quisition of the property involved in the 
claim, the details of purchase and au 
thenticity of appraisals. 


Note: The author wishes to acknowl- 
edge with thanks the time spent hv 
Simon Greenhill, company counsel in the 
Rosenfeld case, in reviewing this paper. 
and permitting use of the material in his 
brief. Benjamin Tell, counsel for ap- 
pellant in the Stecker case, was also 
kind enough to review this paper and 
indicated general concurrence in the 
conclusions. 





INLAND MEETING ON COAST 


Members of the Pacific Coast Inland 
Marine Underwriters Association ad- 
visory committee met last week in San 
Francisco with Harold L. Wayne, gen- 
eral manager of the IMUA in New York. 
The committee meetings preceded the 
third annual Pacific Coast Inland Marine 
Underwriters Association Day at the 
Meadow Club in Fairfax, Cal. 
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J. A. Swearingen Re-elected To 


Top Post In Surety Association 


50th Anniversary Meeting Features Luncheon Talk by NAIC 
President Navarre; W arren Gaffney Cites Fidelity- 
Surety Trends in Annual Report 


fae. Aetna 


Casualty & Surety, was re-elected chair- 


Swearingen, secretary, 
man of the executive committee of the 
America at its 
meeting May 8 at Hotel 
William H. Bennem, 
Surety, was 


Surety Association of 
50th 
Astor, New York. 


American 


annual 
vice president, 
named vice chairman of the committee; 
Warren N. 


manager ; 


Gaffney re-elected general 


John L. 


general manager and secretary, and E. 


Kirkwood, deputy 


Vernon Roth, secretary of the associa- 
tion. 

Attended by representatives of the 83 
member companies of the association, 
the meeting featured a review of major 
fidelity-surety developments of the past 
year and reports of advisory committes. 
General Manager Gaffney highspotted 
1957 developments in his annual report, 
noting in particular that the combination 
of bad loss experience and the usual 
increase in underwriting expenses during 
a renewal year “had produced for fidelity 
bonds the worst underwriting loss in 
more than 25 years.” 

Mr. Gaffney also pointed to the devel- 
opment of “excess fidelity coverage on a 
catastrophe basis to banks at moderate 
cost” as the past year’s most dominant 
move in the commercial bank field. This 
brought about the creation of the Excess 
Bond Reinsurance Association by the 
Surety Association. 

Navarre and Wikler Luncheon Speakers 


At the luncheon, well attended by 
executives of member companies and 
guests, Joseph A. Navarre, Michigan 
Insurance Commissioner, who is NAIC 
president, shared the spotlight with 








50th Anniversary Dinner 

It was revealed by General Manager 
Warren Gaffney that the Surety Asso- 
ciation will celebrate its 50th anniversary 
with a dinner in November. The anniver- 
sary day is November 11. A special 
committee is now at work on the pro- 
gram for this affair. 








Superintendent of Insurance Julius S. 
Wikler of New York. Both were warmly 
received. 

This has been one of the busiest weeks 
of the year for Commissioner Navarre 
on the speaking circuit, delivering four 
talks in as many days. His platform 
appearances included American Mutual 
Insurance Alliance in Chicago, American 
Management Association and American 
Society of Insurance Management in 
New York and Surety Association of 
America also in New York. In all of 
these talks his keynote was a warning 
against government encroachment and 
the impact of the forthcoming Congres- 
sional investigation of the insurance in- 
dustry. His advice: “If house cleaning 


proves to be necessary, don’t wait for 
the Government to catch up with you. 
Do it on your own.” 

Referring to May 6 address by Donald 
P. McHugh, counsel for the U. S. Senate 
Anti-Trust and Monopoly Subcommittee 


before the American Management Asso- 
ciation, in which he explored the areas 
to be probed in the forthcoming investi- 
gation, Mr. Navarre said: 


Reaction to McHugh Talk 


“It was tremendously interesting to me 
when Mr. McHugh said in speaking of 
the capitalistic system (free enterprise) 
that ‘we are going to take a look at the 
life insurance business. Mr. McHugh 
intimated that the Senate Subcommittee 
is very much concerned with the size 
and power of the life insurance business 
as it relates to economic power. I got 
the impression that they are also con- 
cerned as to whether the life companies 
are giving maximum protection at mini- 
mum cost. 

“This worries me. I have no quarrel 
with their investigation of state regula- 
tory laws but when they step over the 
line and start determining the amount 
of profit we are making, we are in 
trouble.” 

Mr. Navarre strongly defended the 
insurance industry when he said: “Fund- 
amentally your business has integrity. 
It is basically sound, clean and honest. 
An objective view will make these 
attributes stand out like a beacon.” He 
remarked that if Senator O’Mahoney 
wants to make investigations why 
shouldn’t he also look into the cost of 
automobiles, rising food prices, etc. 

He reminded his surety audience of 
the situation in Canada where, he said, 
no new insurance company has_ been 
started in over 50 years. “They make 
it so hard for risk capital that no invest- 
or will put money up for a new com- 
pany,” he said 

Mr. Navarre 
insurance people 


hoped that 
accept the 


earnestly 
here will 
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Nat’] Bureau Annual 
Meeting Held in N. Y. 


NEW GEN’L MANAGER ELECTED 


William Leslie, Jr., Succeeds His 
Father; New Public Relations 
Committee Appointed 


At the annual meeting of the National 
Bureau of Casualty Underwriters held 
May 13, William Leslie, Jr., was elected 
general manager to succeed William 
Leslie, who has retired after completing 
28 years of service. James M. Cahill 
was re-elected secretary. 

In accordance with the principle of 


rotating membership on NBCU com- 
mittees the following members were 


elected to the executive committee: 

Aetna Casualty & Surety; Aetna In- 
surance Co.; Crum & Forster Group 
(new); Fidelity & Casualty of New 
York (new); Great American Indemnity; 
Hanover Insurance Co.; Hartford Acci- 
dent & Indemnity; London Guarantee 
& Accident; Maryland Casualty; Na- 
tional Union Fire Insurance Co. (new); 
New Amsterdam Casualty (new); Ocean 
Accident & Guarantee Corp.; Royal Ex- 
change Assurance; Royal-Globe Insur- 
ance Group; and The Travelers. 

At the meeting of the executive com- 
mittee which followed the annual nicet- 
ing the following officers were re- 
appointed. 

Actuary, T. O. Carlson; General Coun- 
sel, J. B. Donovan; Assistant Secretary, 
E. A. Twaits; Manager, Accounting 
Division, C. E. Gillott, Jr.; Manager, 
Automobile Division, W. H. Brewster; 
Manager, Boiler and Machinery Divi- 
sion, G. P. Wieman; Manager, Burglary 
Division, D. D. Pillsbury; Manager, Gen- 
eral Liability Division, R. H. Elliott; 
Associate Manager, General Liability 
Division, N. Nachman; Manager, Glass 
Division, D. D. Pillsbury; Manager, 
Nuclear Energy Liability Division, R. 
H. Elliott; Office Manager, E. A. Ban- 
tel. Also Statistician, P. Leibowitz. 

Branch Managers: Pacific Northwest 
Branch, B. K. Campbell; Pacific Coast 
Branch, R. E. Fay; Midwestern Branch, 
H. H. Fuller; Southeastern Representa- 
tive, S. F. Hume; Southwestern Branch, 
R. L. Jewell, Jr.; New York Rating 
Office, J. E. Martin; Northeastern 
Branch, R. C. Shipley; District of Co- 
lumbia Branch, H. M. Starling. 

The following committees were also 
appointed: 

Law Committee 


Aetna Casualty & Surety Co.; Aetna 
Insurance Co.; Fidelity & Casualty Co. 


(Continued on Page 36) 
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Wm. T. Harper Elected 
President of ACSC 


TO SUCCEED CLARKE SMITH 


Chas. J. Haugh of The Travelers, New 
Vice President; Eight Executive 
Committee Companies 


William T. Harper, chairman of the 
board and president of Maryland Casu- 
alty, was elected president of the Asso- 
ciation of Casualty & Surety Cos. at 
the Association’s 30th annual meeting 
held, May 13, in the Waldorf-Astoria 
Hotel, New York. Mr. Harper succeeds 
Clarke Smith, U. S. manager and presi- 
dent, Royal-Globe Group, who served 
as president for two terms. Charles J. 
Haugh, vice president, The Travelers, 





WILLIAM T. HARPER 


was elected vice president of the asso- 
ciation. 

J. Dewey Dorsett, general manager of 
the association since 1944, was re- 
elected. Ray Murphy was_ re-elected 
general counsel. 

The following member companies were 
elected to the association’s executive 
committee: American Surety of New 
York, Fidelity & Deposit of Maryland, 
Fireman’s Fund Indemnity, General Ac- 
cident, Fire & Life Assurance Corp., 
Ltd., Hartford Accident & Indemnity, 
Indemnity Insurance Co. of North 
America, and Royal Indemnity. 

Mr. Harper, one of the most widely 
known insurance executives in the coun- 
try, has been with Maryland Casualty 
for 42 years. He started as an _ office 
boy in 1911, and held various posts in 
the surety department until 1917 when 
he was made manager, public official of 
depository department. He became 
agency director in June, 1934, a vic’ 
president in 1935, senior vice preisdent 
in 1944 and was named president in 
1947. } 

Prior to his election as president o! 
the Association of Casualty and Surety 
Cos., Mr. Harper served the association 
as vice president for two terms. 


Career of Charles J. Haugh 


Mr. Haugh previously represented The 
Travelers on the public relations com- 
mittee of the association, as chairman. 
He is also prominently identified wit 
the problems created for the industrv 
by nuclear risks. He has been in insur- 
ance since 1922 when he joined th’ 
actuarial department of the New York 
State Insurance Fund. 

He transferred to the North Dakot? 
Fund later ‘in 1922 as a secretary ?n 
assistant actuary, subsequently — being 
named actuary. In 1925 he became as- 
sistant actuary of the National Bureat 
of Casualty Underwriters in New York 
and was promoted actuary in 1930. 

Mr. Haugh joined The Travelers as 

(Continued on Page 35) 
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Elect Wm. T. Harper 


(Continued from Page 34) 


secretary of the compensation and lia- 
pility department in 1944. He was named 
second vice president in January 1954 
and promoted to vice president in 1956 
on the retirement of George E. Peterson. 
served as secretary of the 
casualty rsearch committee of the 
association. He is a past president ot 
the Casualty Actuarial Society. 

He was born in Waterbury, Conn., and 
served during World War I in the UU: S. 
Army Ambulance Corps. He received his 
B.9. ‘degree from Middlebury College in 
1921. 

Mr. Harper accepted the presidency 
| brief address which was followed 


He also 


inj ~ 
by annual reports delivered by Messrs. 
Smith, Dorsett and Murphy. 


High Rates Responsibility of States 

General Manager Dorsett stressed the 
number one problem that confronts cas- 
ualty insurers—either getting adequate 


rates for auto liability coverage or 
bringing state governments to under- 


stand that they must correct the condi- 
tions that are causing catastrophic losses 
in this field of insurance, thereby en- 
abling the companies to earn a modest 
profit. 5 ; eee 

“The rise or fall of insurance rates, | 
he said, “depends upon a number ot 
things—traffic accidents, the trend of in- 
flation and jury verdicts, the amounts 
the companies are obliged to pay to gov- 
ernment in the form of taxes, fees and 
funds, among others. All of these con- 
ditions are beyond the control of insur- 
ance companies, and all of them are still 
Government alone can_ stop 
government alone can bring 
and,” he declared, “the 
time has come when we must tell the 
public that until government does its 
job properly and adequately, the rise in 
insurance rates can neither be halted 
nor reversed. And that is what we have 
begun to do. ; 

“IT can report to you that no organiza- 
tion has done more to try to stem the 
annual rise in traffic accidents than 
your own accident prevention depart- 
ment. Its staff is laboring long and hard 
hours in the fields of traffic engineering, 
safe. driver education, enactment of 
sound legislation and regulations, firm 
enforcement, and others too numerous 
to mention. In the field of engineering 
alone, for instance, it responded during 
the past year to the call of 17 munici- 
palities, the Territory of Hawaii and 
the Commonwealth of Puerto Rico for 
assistance in correcting traffic problems 
on a consulting basis. 


Lauds Work of Public Relations Dept. 


‘No organization has obtained more 
or better publicity about the severity, 
rise, cost and causes of traffic accidents 
than your association, through the public 
relations department. Through the press, 
the nation’s large and small magazines, 
over the air, and from the public ros- 
trum, it has brought to public attention 
the dreadful cost of traffic accidents 
With such repetitive consistency that 
every person in this country must have 
read about it a number of times. 

“Now you are rightfully insisting that 
the association step up its activities 
still further in an area that I refer to 
as public relations. It has become our 
duty to make known to the public the 
facts about rising automobile liability 
insurance rates—what is pushing them 
up, who is responsible, and how they 
can be brought down. It is very gratify- 
ing to be able to tell you that your 
association has already responded to 
this demand and is preparing a_pro- 
gran of increasing intensity. 

“Our fourth regional office, the south- 
eastern public relations division, has 
been established in Florida. Within the 
past several weeks three speeches, blunt- 
ly telling the true facts about rising 


going up. 
their rise, 
them down, 


insurance rates, have been delivered. 
in San Francisco, Miami and Louisiana. 
And the press of the nation responded 
with sympathetic editorial comments. 
The problem of rising jury verdicts is 
again being brought .to public attention, 
and again the press is responding sym- 
pathetically. A leaflet has been pre- 
pared, and its success can be described 
as no less than phenomenal—some 10,- 
000,000 copies are already in distribution 
and demands for supplies are still com- 
ing in,” Mr. Dorsett said. 


Ray Murphy’s Report 


In his report. Mr. Murphy discussed 
legal and legislative activities affectine 
the casualty and surety business. He 
ca'led attention to the fact that 20 legis- 
letures met in regular session in 1958 
and nine convened in special session. 

“As has become customary,” Mr. Mur- 
phy said, “compulsory automobile lia- 
bility insurance bills appeared in manv 
States, actually 11, and four of their 
legislatures are still in session. No com- 
pulsory bill has thus far been enacted, 
and it appears that none will be.” 

Mr. Smith, as retiring president, com- 
mended the executives of the member 
companies for their contribution to the 
accomplishments of the association dur- 
ing the past year, and he noted that a 
significant expansion of the association’s 
public relations activities might be an- 
ticipated. 

“The present automobile insurance 
problem,” he said, “has made all of 
us acutely aware of the need for pub- 
lic education on this and related sub- 
jects. Although certain plans are still 
in the discussion stage, it seems evident 
that there will emerge some concrete 
programs along~this line and that your 
association is destined to perform an 
important role in helping to spearhead 
the new public relations endeavor.” 

The business meeting was followed by 
a reception and luncheon. Approxi- 
mately 300 insurance executives and 
their guests were present at the 
luncheon. 
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EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


Introduces Another Service 
to the Insurance Industry-- 


GLASSMOBILE 


Frequently the basic cost of replacing glass is exceeded by 
the extras involved in making the necessary arrangements. 


Exclude the actual bill for repairs, and examine your hidden cost 
for lost adjusters’ time; the phone calls and the office paper work. 
Now—throw the "extras" out the nearest window and call GLASS- 


We make the phone calls, we identify the car and ascertain the 
loss, we make the repair WHEREVER the car may be—at the as- 
sured's home, garage, place of business—WE MEAN WHERE- 
EVER IT MAY BE—we issue the proof of loss—you just forget 
about everything except—THE VERY LOW COST. 


All prices can be found in the Auto Glass Dealers Association 
Catalogue. This is actual wholesale cost, representing a 25%, sav- 
ing to the companies. There is no additional charge for GLASS- 


GLASSMOBILE has available a complete stock of windshield, 
door, quarter and back glass, both clear and tinted. 


In order to provide the fastest and most complete service possible, we 
have three conveniently located plants to serve your needs. 


For information, or for immediate service, call or write to 


EMPIRE AUTOMOTIVE SPECIALISTS, INC. 


JUdson 2-3340 


BRANCHES: Flushing, New York - - - - Hempstead, Long Island 


Mutuals’ Assn. Elects 
W. E. Otto President 


H. G. KEMPER NEW VICE PRES. 
Chicago Meeting Hears Continuing 
Losses in ’58; Fire, Auto, Cas- 
ualty Association’s Officers 


Walter E. Otto, chairman, Michigan 
Mutual Liability, was elected president 
of the American Mutual Insurance 
Alliance for the coming year at the 
recent annual meeting in Chicago. He 
succeeds William: H. Burhop, president, 
Employers Mutual of Wausau, Wisc. 

Mr. Burhop said that the nation’s fire 
and casualty companies are going 
through a serious special recession of 
their own. He told the meeting that first 
samplings of results for the first quarter 
of 1958 indicate the trend is still down- 
ward. The cost of auto accidents has 
been a major factor in fire-casualty com- 
pany losses, estimated to have exceeded 
$800 million in 1957 alone. 

An upturn in general business and in 
the securities markets will not necessarily 
correct this trend. If it leads to con- 
tinued or increased inflation it may 
aggravate the insurance industry’s prob- 
lems, he said. 

He based his conclusions upon a 
special survey of operations of American 
Mutual Insurance Alliance member com- 
panies for the first quarter of 1958 in- 
volving a quarter-billion dollars in pre- 
mium writings. The survey showed: 


Survey of First Quarter of 1958 


A small increase in the ratio of auto- 
mobile insurance losses to premium 
volume as compared with the full year of 
1957. Despite increased rates in most 
states the companies are losing more 
money so far this year on automobile 
business. 

A sharp increase in the group accident 
and health insurance loss ratio. 

An increase in the fire loss ratio and 
a decrease in the loss ratio for insurance 


New York, N. Y. 











To Navigate AMIA Course 





New President Walter E. Otto gets 
full speed ahead signal from W. H. 
Burhop, outgoing president of American 
Mutual Insurance Alliance. 


which includes windstorm coverage, 
probably due to seasonal factors; fire 
losses are higher in winter, windstorm 
at other seasons. 

A slight increase in the workmen’s 
compensation (industrial accident) loss 
ratio, 

Premium writings for the mutual fire- 
casualty insurance companies sampled 
were about 9% higher for first quarter 
of 1958 than for first quarter of 1957. 

Associations Elect Officers 

Hathaway G. Kemper, president, Lum- 
bermens Mutual Casualty, was elected 
vice president of AMIA. Officers of 
other asscciations elected were: 

Federation of Mutual Fire Insurance 
Companies—O. E. Ringquist, vice presi- 
dent and general manager, Liberty Mu- 
tual Fire, president; M. M. Rowe, presi- 


dent, Worcester Mutual Fire, vice 
president. 

National Association of Automotive 
Mutual Insurance Companies—Carl N., 
Jacobs, president, Hardware Mutual, 


president; Harry D. Durham, president, 
Iowa National Mutual, vice president. 

National Association of Mutual Cas- 
ualty Companies—Hathaway G. Kemper, 
president; Hubert W. Yount, vice presi- 
dent, Liberty Mutual, vice president. 

At meetings of the boards of directors 
William H. Burhop was elected treasurer 
of all four associations for the coming 
year. Newell R. Johnson, Chicago, was 
named general manager, Henry F. Swan- 
son, Chicago, was named secretary, and 
John S. Hamilton, Jr., Chicago, was 
named general counsel of the four asso- 
ciations—AMIA, Federation of Mutual 
Fire Cos., National Association of Auto- 
motive Cos., and National Association 
of Mutual Casualty Cos. 

A. C. Tyson, general claims manager, 
Liberty Mutual, said that the “easy 
money” philosophy generated by give- 
away TV programs may be an important 
factor in the inflated jury verdicts which 
are raising liability insurance_ rates 
throughout the nation. Other contribu- 
tory factors, which he said are not being 
given enough consideration, are: 

1. Growing acceptance of a concept 
that if an individual suffers a loss or 
misfortune, even of his own making, he 
is entitled to collect from someone, and 
there probably is insurance to take care 
of it. 

2. A “kind of duplicate insurance cov- 
erage,” under which injured individuals 
can get their medical and hospital costs 
paid under medical and hospital group 
policies, and then can collect these ex- 
penses again under a verdict in a lia- 
bility action. 

Regulation of insurance was discussed 
by Illinois Director of Insurance Joseph 

(Continued on Page 39) 
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challenge of the Senate Subcommittee 
and will do a thorough job “in your own 
hous rather than waiting for the Govern- 
ment to catch up with you.” 

In his luncheon introductions Warren 
Gaffney welcomed former executive 
committee chairmen and vice chairmen 
of the association including Jack Hacker, 
retired vice president of Standard Acci- 
dent, now living in Moline, IIl., E. Kemp 
Catheart, Maryland Casualty vice presi- 
dent; Fred H. Doenges, American In- 
surance Co. vice president “who is soon 
due for retirement”; also Mr. Swearingen 


as the re-elected chairman and Mr. 
Bennem as re-elected vice chairman. 
He also welcomed T. A. McNicholas, 
Deputy Commissioner, and Paul J. 
Molnar, Assistant Deputy, both of the 


New Jersey Department of Banking and 
Insurance, and Arthur F. Lamanda, 
newly promoted by the New York De- 
partment to First Deputy Superinten- 
dent. 

Cos. Elected to Executive Committee 

In accordance with the principle of 
rotating membership, the Surety Asso- 
ciation elected the following companies 
to its executive committee: Aetna Cas- 
ualty & Surety Co. American Surety, 
Fidelity & Deposit, Fireman’s Fund- 
National Surety Group, Glens Falls, 
Great American Group, Hartford Acci- 
dent & Indemnity, Loyalty Group, Mary- 
land Casualty, Massachusetts Bonding, 
New Amsterdam-United States Casualty 
Group, Phoenix-Connecticut Group, 
Standard Accident, Travelers Indemnity, 
and United States F. & G. 

At the organization meeting of the 
executive committee following the annual 
meeting, the association’s advisory com- 
mittees were set up and the following 
officers were reappointed: Assistant sec- 
retaries, Elmer C. Anderson, John F. 
FitzGerald, Philip T. Morehouse, Peter 
A. Zimmermann and William J. Zimmer- 
mann; educational director, David Por- 
ter; actuary, N. M. Franklin. 


Gaffney Points to Fidelity Loss Trend 


In his annual report Mr. Gaffney 
showed concern over the worsening 
fidelity loss trend in 1957. He brought 
out: 


“Fidelity premiums earned by member 
companies and their affiliated companies 
for 1957 increased to $53.6 million from 
$51.6 million in 1956. Because for many 
bonds written under the three-year term 
rule it was the premium renewal year, 
written premiums increased to $63.1 
million or about 7% more than in 1954, 
the last comparable year. Underwriting 
expenses are heavier during such renewal 
years, due primarily to prepaid produc- 
tion expenses. As a result total expenses 
incurred in 1957, other than loss adjust- 
ment expenses, increased to about 52% 
of earned premiums. Losses and loss 
adjustment expenses incurred also in- 
creased to reach almost 54% of earned 
premiums, making a total of losses and 
expenses of about 106% or a statutory 
underwriting loss of approximately 6%. 

“This combination of bad loss experi- 
ence and the usual increase in under- 
writing expenses during a renewal year 
produced the worst underwriting loss 
in more than 25 years.” 

The importance of making available 
excess fidelity coverage on a catastrophe 
basis to banks at a moderate cost was 
recognized by the member companies 
and a major project for that purpose 
was launched within the association, 
reported Mr. Gaffney. This became the 
year’s most dominant development in the 
commercial bank field. 


Excess Bond Reinsurance Assn. Created 


“To gain a mass acceptance of this 
coverage by the many small to medium 
size hanks, very attractive rate levels 
would have to be established,” said Mr. 
Gaffney. “As a result of its own inde- 
pendent studies, the American Bankers 
Association revised upwards its schedule 
of recommended amounts of coverage 
and eventually this schedule became the 
basis on which were developed the new 
low rates for the execess fidelity-only 
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program. It was decided that a new 
facility should be created through which 
automatic reinsurance would be available 
for this excess fidelity coverage in the 
amount of $1,000,000-only, limited to 
commercial banks.” 

The result, Mr. Gaffney reported, was 
the recent creation of the Excess Bond 
Reinsurance Association, and the avail- 
able participation on a pro rata basis 
was over-subscribed. “This was_ solid 
achievement and demonstrates what co- 
operative effort among our member 
companies can accomplish,” he said. 

Surety Bond Picture Improved 

As for surety premiums during 1957, 
these presented a somewhat different 
situation from fidelity, commented Mr. 
Gaffney. “Surety premiums earned by 
member companies and their affiliated 
companies increased to $99.8 million com- 
pared with $94.2 million in 1956. Total 
expenses incurred, excluding loss adjust- 
ment expenses, remained rather stable 
at about 58% of earned premiums. How- 
ever, losses and loss adjustment expenses 
incurred dropped approximately five 
percentage points from the 1956 level to 
about 36%. This resulted in a total of 
losses and expenses of approximately 
04% or a statutory underwriting gain 
of about 6% compared to only 1% for 
1956. 

“Any gratification in this improvement 
is tempered by the knowledge that it 
was probably due more to salvage re- 
coveries and reserve adjustments on con- 
tract claims of prior years, than to any 
appreciable decrease in current contract 
loss experience,” he said. 

As for contract bonds, Mr. Gaffney 
noted: “Government at all levels is 
striving to step up construction as a 
means of pulling the country out of the 
recession. It follows that the contract 
bond premium volume should continue 
to increase. Of course, other incidents 
of the recession may produce disadvan- 
tages that will offset our expected gains 
here.” 


Capehart Program Under Way 

Difficulties concerning the forms of 
the performance and payment bonds for 
use in Capehart military housing were 
finally overcome and that program is 
under way, reported Mr, Gaffney, add- 
ing: “Our information is that as of a 
month ago, the latest date for which 
information is available, 38,230 Capehart 
housing units have been completed or 
are under construction representing a a to- 
tal cost in excess of $600 million. All this 
work has been or will be covered by 
corporate suretyship. We may _ well 
point with pride to our participation in 
this program and to the protection and 
credit facilities made available by surety 
companies which are contributing so 
significantly to its success.” 

There has been a steady growth in 


U.S. F. & G. Promotes 
John R. Johnston, Mer. 


AT SEATTLE BRANCH OFFICE 


Karl H. Doerre and Carl W. Schmidt 
Advanced in Home Office Contract 
Bond Dept. 

John R. Johnston has been appointed 
manager of the Seattle branch office of 
United States Fidelity & Guaranty. 
Karl H. Doerre, succeeds Mr. Johnston 
as superintendent of the company’s con- 
tract bond department in Baltimore. 
Carl W. Schmidt has been named 
assistant supervisor of the contract bond 

department. 

Mr. Johnston has been with U.S.F. & 
G. since 1937. He began as a _ surety 
underwriter in Atlanta branch office, 
later being transferred to Jacksonville, 
Fla., where he was successivelv surety 
underwriter and special agent. He came 
to the home office contract department 
in 1953. 

Mr. Johnston’s appointment marks the 
completion of the U.S.F. & G. change- 
over from general agency to branch 
office supervision in western Washing- 
ton State and Alaska. Earlier this year 
the company acquired the interests of 
McCollister & Co., Seattle. which had 
managed U.S.F. & G. business for 30 
years. 





Careers of Messrs. Doerre and Schmidt 


Mr. Doerre began with U.S.F.&G. in 
1947 as a surety bond underwriter at 
St. Louis, and later was superintendent 
of suretv there and in Portland, Ore. 
He was brought to the Baltimore home 
office in 1956 as assistant superintendent 
of the contract bond department. 

Mr. Schmidt joined U.S.F.&G. in 1953 
as a safety engineer in the Baltimore 
metropolitan area, being assigned to the 
contract bond department the following 
year as an underwriter. 

A native of St. Louis, Mr. Doerre 
holds a degree in business administra- 
tion from Washington University of that 
city. Mr. Schmidt, attended McDonogh 
School in Baltimore and is a eraduate 
of the United States Militarv Academv 
at West Point. Prior to entering the 
employ of U.S.F.&G. he was a regular 
Armv officer and served for 16 months 
in Korea. 





H. J. Scott in Private Practice 

The return to private law practice of 
Howard J. Scott, executive vice presi- 
dent of California Compensation & Fire 
Co.. is announced. 

Mr. Scott will continue to be avail- 
able to the company on a consulting 
basis and his office will shandle a major 
portion of the company’s claims litiga- 
tion. President of the company is Na- 
than L. Fairbairn. 





the premium volume on public employes 
blanket bonds since their adoption, and 
in the court fiduciary and court guaran- 
tee bond field the 1956 figures also re- 
vealed an increase, he noted. 


Education and Public Relations 


“A major development in our educa- 
tion and public relations program during 
the past year,” he continued, “was the 
publication of the booklet entitled 
‘Public Bond Issues for New Projects.’ 
This was the result of a study made 
into the increasingly important question 
of safeguarding the proceeds of public 
bond issues and assuring their proper 
disbursement. In recent years this prob- 
lem has loomed larger because of the 
increasing investments by the public in 
state and municipal bonds for the ac- 
quisition of public facilities. The booklet 
has been given wide distribution to those 
most directly concerned, such as govern- 
mental units and bond investment 
houses, and desirable results have already 
been noted. 

“Another significant project of this 
program is the preparation of a booklet 
on license and permit bonds, which is 
expected to be ready for distribution 
in the near future.” 


Nat'l Bureau Meeting 
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of New York; Fidelity & Deposit Co. of 
Maryland; Hartford Accident & Indem- 


nity Co.; Home Indemnity Co. of New 
York; Royal-Globe Insurance Group; 
Travelers Insurance Co. and _ United 


States Fidelity & Guaranty Co. 
Actuarial Committee 
Aetna Casualty & Surety Co.; Hart- 
ford Accident & Indemnity Co.; Royal- 
Globe Insurance Group; Travelers In- 
surance Co. and United States Fidelity 
& Guaranty Co. 
Statistical Committee 
Aetna Casualty & Surety Co.; Ameri- 
can Surety Co. of New York; Commer- 
cial Insurance Co.; Fidelity & Casualty 
Co. of New York; Hartford Accident & 
Indemnity Co.; Maryland Casualty Co,; 


New Amsterdam Casualty; Royal-Globe 
Insurance Group; Standard Accident 


Insurance Co.; Travelers Insurance Co, 
and United States Fidelity & Guaranty 
Co, 
New Committee For PR 
A committee on public relations was 


appointed for the first time. It com- 
prises the following companies: Ameri- 
can Surety of New York; Glens Falls 


Insurance Co.; Hartford Accident & 
Indemnity; Travelers Insurance Co.; and 
United States Fidelity & Guaranty. 

These committees were also appointed: 

Automobile Rating Committee 

Aetna Casualty & Surety; Fidelity & 
Casualty of New York; Hartford Acci- 
dent & Indemnity; Glens Falls Insurance 
Co. (new); Great American Indemnity; 
Home Indemnity (new); Maryland Cas- 
ualty; Standard Accident; and United 
States Fidelity & Guaranty. 
Boil2r and Machinery Rating Committee 

Fidelity & Casualty Co. of New York; 
Hartfort Steam Boiler Inspection & Ins. 
Co.; London Guarantee & Accident Co.; 
Maryland Casualty Co.; Ocean Accident 
& Guarantee Corp., Ltd.; Royal-Globe 
Insurance Group and Travelers Indem- 
nity. 

Burglary Rating Committee 

Aetna Casualty & Surety (new); Aetna 
Insurance Co.; Fidelity & Casualty of 
New York; American Surety of New 
York (new); Glens Falls Insurance Co.; 
Hartford Accident & Indemnity; Home 
Indemnity of New York (new); Royal- 
Globe Insurance Group; and The Trav- 
elers. 

General Liability Rating Committee 

Aetna Casualty & Surety (new); Aetna 
Insurance Co. (new); Fidelity & Casu- 
alty of New York; London Guarantee 
& Accident; New Amsterdam Casualty; 
Royal-Globe Insurance Group; Standard 
Accident (new); The Travelers; U. S. 
Fidelity & Guaranty. 

Glass Rating Committee 

Aetna Casualty & Surety; Fidelity & 
Casualty of New York; Fidelity & De- 
posit of Maryland (new); Great Ameri- 
can Indemnity; Hartford Accident & 
Indemnity; Home Indemnity of New 
York (new); London & Lancashire In- 
surance Co. Ltd.; New Amsterdam Cas- 
ualty; and United States Fidelity & 
Guaranty. 

Nuclear Energy Liability Insurance 

Rating Committee 

Aetna Casualty & Surety Co.; Fidel- 

ity & Casualty Co. of New York; Hart- 


ford Accident & Indemnity Co.; Indem- 
ity Co. of North America; Maryland 
Casualty Co.; Royal-Globe Insurance 


Group; St. Paul Fire & Marine In- 
surance Co.; Travelers Indemnity Co. 
and United States Fidelity & Guaranty 
Co. 
Committee on Residence Water Damage 
and Explosion Insurance 
Aetna Casualty & Surety Co.; 
& Casualty Co. of New York; 
Accident & Indemnity Co.; 
Casualty Co. and Travelers 
(Sp. 
Committee on Professional Liability 
Insurance 
Casualty & Surety Co.; Com- 
Insurance Co.; Glens Falls I[n- 
New Amsterdam Casualty 
Fidelity & Guar- 
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LAWRENCE M. CATHLES DIES 





Noted Actuary Helped Found North 
American Reassuyance Co. of Which 
He Became Chairman 


Lawrence Maclagan Cathles, 80, for- 
mer chairman, North American Reassur- 
ance Co, of New York City, and long 
a noted figure in the actuarial world, 
died May 11 at his home in Scarsdale, 
N. Y., after a series of strokes. He had 


LAWRENCE M. CATHLES 


retired as chairman a year ago but at 
the time of his death was a director of 
the company which he helped establish, 
becoming its first president in 1923, His 
election to chairman was a decade ago. 
He was also a director of North Amer- 
ican Reinsurance Corp., and a member of 
the United States advisory board of 
the Zurich of Chicago, 

Born in Edinburgh Mr. Cathles was a 
graduate of the George Watson School 
for Boys which at one time had 10 of 
its alumni occupying important actu- 
arial positions in the United States. His 
two most intimate friends for years were 
Henry Moir, who became chief actuary 


of Home Life and then president of 
United States Life, and Dr. Arthur 
Hunter, former chief actuary of New 


York Life. Dr. Hunter and Henry Moir 
were Watsonians, also. 


The Apprenticeship Period 


_After leaving the Watson school young 
Cathles entered the commercial field, 
didn’t like it and decided to look for a 
job with a life insurance company of 
Which there were quite a number in 
Edinburgh then as there are now. The 
Jobs open were of the apprenticeship 
type. 

The three young novices, Hunter, 
Moir and Cathles all joined insurance 
companies in Edinburgh and started on 
their way to becoming Fellows of the 
Faculty of Actuaries of Scotland. 

In discussing this phase of their early 
careers Dr. Hunter, now retired and liv- 
ing in Montclair, N, J., said to the 
writer this week: “Becoming a Fellow 
Was not a simple procedure. We were 
regarded as lucky to be in a_ position 
where we could learn the fundamentals 
of the business of life insurance and 
Were getting token wages of about $1 
a week, Approximately 20 ‘hours of home 
study a week were essential and _ it 
wasn't done under electric light, either. 
It took from five to six years to qualify 
tor a Fellowship.” 

In time all three became Fellows. The 
Salari to the U. S. of so many of the 
young Scotch actuaries began when word 
reached the Faculty of Actuaries that 
. G. Fouse, then president of Fidelity 
Mutual Life of Philadelphia, was look- 
Ing tor young actuaries and formed the 
pinion that Scotland was the place to 
find them. Henry Moir and Arthur 
lunter were the first to come over. 
Cathles decided to attend the Interna- 
tional Congress of Actuaries being held 





Agents’ Meetings Scheduled 


Regional meetings for representatives 
of Lumbermens Mutual Casualty and 
American Motorists have been sched- 
uled by N. C. Flanagin, vice president 
of these Kemper Group companies. 

Syracuse area agents will meet May 
16. Another meeting will be held May 26 
in Montpelier, Vt. New York meetings 
are slated for Albany, May 19; Roches- 
ter, May 21; Buffalo, May 22, and Bing- 
hamton, May 23. 

The agenda for the meetings will in- 
clude discussions of accident and health, 
automobile, fire and inland marine insur- 
ance along with Kempermatic (the mech- 
anized handling of automobile policies), 
effective sales aids and special risks. 





here in 1903 and look the situation over. 
With some difficulty he managed to raise 
the price of transportation and other ex- 
penses. He remained. 

Early Positions : 


During this period Henry Moir was 
actuary of the old Provident Savings 
and he took Cathles on as his assistant. 
In 1905 Mr. Cathles joined Franklin 
Life of Springfield, Il, as actuary. Then 
he went to Texas and became secretary 
and actuary of Southwestern Life. It 
was when he left that company that his 
association with the late J. Howard Oden 
developed and grew into their long asso- 
ciation with North American Reassur- 
ance, which commenced business in Oc- 
tober, 1923, Mr. Cathles becoming pres- 
ident. He became chairman in 1947, 

In addition to being a Fellow of the 
Faculty of Actuaries of Scotland and 
of Society of Actuaries, Mr. Cathles 
was a president~of American Institute 
of Actuaries 1922-24 and on its board 
of governors. In Scotland he had been 
on Council of Faculty of Actuaries and 
a Fellow of Royal Society of Arts of 
Great Britain. His principal recreation 
was golf. 

Surviving are his widow, Mrs. Esther 
Bain Cathles, two sons, Lawrence M. Jr., 
and Henry M., a daughter, Mrs. J. M. 
Kenchington, and a sister. Henry M. 
(named for Henry Moir) is vice presi- 
dent of North American Reassurance, 
and Lawrence M., Jr., is vice president 
of Group division, Aetna Life. Mrs. 
Kenchington is wife of the manager of 
the Manufacturers Life in Liverpool. 


“Slow Down and Live” 


Kick-Off Lunch in Phila. 


The monthly meeting of the Under- 
writers Club of Philadelphia was held 
April 21, and the program was the kick- 
off in Philadelphia of the “Slow Down 


and Live” campaign with the main 
speaker being Paul Blaisdell, national 
coordinator for this campaign and 


director of traffic safety division of the 


Association of Casualty and Surety 
Companies. 
The meeting was held at the Ben 


Franklin Hotel and approximately 175 
members and guests attended including 
the following: 

Harry H. Verdier, director, Safety 
Council, Chamber of Commerce Greater 
Philadelphia; John Maguire, president, 
Philadelphia Agents & Brokers Assn.; 
Deputy Commissioner Howard R. Leary, 
Philadelphia Police Dept.; Deputy Com- 
missioner Richard A. Overmyer, Bureau 
of Traffic Engineering; Chief Magistrate 
Joseph J. Hersch; Commissioner David 
M. Smallwood, Dept. of Streets; George 
C. Lowe, chairman, Traffic Safety Com- 
mittee, Safety Council, Chamber of 
Commerce. 

Also Commissioner Thomas J. Gibbons, 
Police Dept., Philadelphia; David Kohn, 
chairman, board of governors, Safety 
Council; Dalibor W. Kralovec, vice 
chairman, board of governors and chair- 
man, Schools Safety Advisory Commit- 
tee, Safety Council; Inspector Maurice 
Pliner, head traffic command, Philadel- 
phia. 

The meeting was under direction of 
3ert Carvalho, president of the Under- 
writers Club and the toastmaster was 
George C. Lowe. 


VIRGINIA WC RATES UP 6.1% 

Virginia’s State Corporation Commis- 
sion, May 1, granted a request by com- 
panies writing workmen’s compensation 
insurance for a 6.1% rate increase. 





NEW CASUALTY MGR. NAMED 

Earl S. Lang has been named casualty 
manager at the American Group’s Phila- 
delphia branch office. He succeeds Joseph 
L. Britton who will serve as casualty 
manager at Group’s new Trenton (N.J.) 
branch office, to be opened in the near 
future. 


TVVVVVVvVvVvVvVvVvVvY 


THOSE WHO EXPECT 


To accept opportunities for the future need 
the facilities of a placement service that 
has the KNOW-HOW—the insurance experi- 
ence—the Companies and the openings. 
Why not avail yourse!f of this unique 
service? No obligation to inquire as to 
how we can help you. Current openings 


include: 

Corp. Investment Analyst $20,000 
Underwriting Executive 15,000 
Actuary & Statistician 15,000 
Claims Executive 14,000 
Special Agent—Baltimore 7,500 
Systems Analyst—Methods 7,500 
Personnel Trainee Open 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
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J. P. HACKER’S NEW ACTIVITY 


Associated With His Son in Cadillac- 
Oldsmobile Motor Car Agency 
In Moline, Il. 


John P. Hacker, who retired last year 
as senior vice president and secretary 
of Standard Accident after a long, busy 
career with that company, is now in busi- 
ness with his son, Robert, who operates 
a Cadillac and Oldsmobile motor car 
sales agency in Moline, Ill. Robert 
Hacker is president of the agency. His 
father, well and happy, was in New 
York City last week for the Surety 
Association’s annual meeting where he 
was greeted by many of his old friends 
in the bonding business. 





J. H. TURNER PROMOTED 

James H. Turner has been elected 
vice president - administrative services 
by the board of directors of State Farm 
Mutual Automobile. A veteran of 12 
years with State Farm, Mr. Turner was 
named superintendent of administrative 
services in 1952. 
















It’s Good Business to Do Business with 





_ A MULTIPLE-LINE COMPANY 


Automobile Reinsurances 
Burglary - Glass Accident and Health 
General Liability Hospitalization 
Fidelity Inland Marine 
Surety Sports Franchises 


Fire and Allied Lines 


in Keene, New Hampshire. 


Complete Dwelling Package Insurance 


New home of Peerless Insurance Company 
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Lack of Research by 
Casualty Industry 


DEPLORED BY W. C. JAINSEN 
Hartford A. & I. President Says Casualty 


Insurance Is Not Benefiting From 
Increased Purchasing Power 


Wilson C. Jainsen, president of Hart- 
ford Accident & Indemnity, in a speech 
to be made this morning (May 16) says 
that in spite of increased purchasing 
power and high business activity, the 
casualty insurance companies of Amer- 
ica are not getting their fair share of 
the new market. 

In addressing the annual convention 
of Texas Association of Insurance 
Agents in Houston Mr. Jainsen says that 
in today’s scientific world “we do not 
have problems of obsolescence except 
in our thinking. Our greatest problem 
is the merchandising of a good product.” 

He asserts that the industry “must try 
to reduce the hurried improvising 
which has been characteristic of our 
business recently and substitute for it 
well-considered plans.” 

Agency and company relations in 
many sections of the country are de- 
teriorating, he says, and urges that these 
problems be solved. He declares: 

“We must prepare to accommodate 
our business to the new patterns. We 
must forsake trying to make all other 
businesses accommodate to our patterns. 
At the same time, we must preserve 
that which has proved its worth. Insur- 
ance must mirror or reflect the world 
of affairs.” 

Agency-Company Relations 


Mr. lainsen, calling for the creation 
of a “research medium owned and con- 


trolled and paid for by the companies,” 


believes that deterioration of agency- 
company relations “stems from two 
fundamental facts: one, the casualtv 


companies are not retail merchandisers 
because they have not been in that end 
of the business; two, proper methods of 
communications and ideas between the 
agency forces and the comnanies simnplv 
do not exist. Hence, the misunderstand- 
ings that today plague us will grow more 
intense unless remedial action is taken” 

Emphasizing that “good research is 
virtually indispensable to a good public 
relations campaign,” Mr. Jainsen savs 
he would not recommend a new research 
organization “on the basis of an emer- 
gency, but as a course of continuing 
action.” 

Mr. Jainsen, citing the fact that Amer- 
ican industry spent nearlv six billion 
dollars on research in 1956 alone, savs 
“all the things that research would do 
in the area of merchandising affect the 
agent. Therefore, it is of utmost impor- 
tance that the agents be kept fully in- 
formed of all the developments an4 
actions of such a research organization ” 

With informed agents, he says, “when 
action was taken the agents would be 
acquainted with the studies and facts 
leading to such action and the probabili- 
ties of concurrence by the agents would 
be much greater.” 


Is Against Negative Attitudes 


Mr. Jainsen considers that “research 
is no magic solution to our problems, Tt 
is merelv a heginning. The many areas 
of our business that cry for research 
present a challenge so great to be al- 


most overwhelming. We have statisti- 
cal data in great quantities. Research 
deals with the problem behind the 
statistics. 


“If we do not have the courage to act 
on the results of research.” he savs, 
“there is no sense to the research. Re- 
search of the quality and quantity T am 
discussing creates problems and much 
expense. More importantly, at the out- 
set it will take a lot of time and effort 
of some of the top men in the industrv. 

“Eventually,” he declares. “the agents 
will have to face the fact that some- 


where somebody will have to have the 
power to say something other than ‘no’ 
to proposed changes. 

“If we are willing to get out of pres- 





Comp. Rates in N. J. 


To Be Higher July 1 AEC Will Propose Amendments To 


MANUAL RATE CHANGE 6.2% 
Manager Hamilton Advises Member Cos. 
That Collective Level of New Rate 
Manual Will Be 3.9% Higher 
Compensation Rating & Inspection 
Bureau of New Jersey has advised mem- 
ber companies that effective July 1, 1958 
and thereafter on new and_ renewal 
workmen’s compensation business the 
collectible level of the new manual of 
rates will be 3.9% higher than that 
presently in effect and that the manual 
rate change is an increase of 6.2%. Use 
of the new manual, adopted by the 
bureau’s governing committee and ap- 
proved by the state Commissioner of 
3anking and Insurance, will be governed 
by “rules of procedure” which are out- 
lined by Manager Bernard Hamilton in 
his letter (No. 813) to bureau members. 
It is explained therein that the new 
collectible level of new manual of rates 
includes a complete adjustment of rate 
relatively based upon the latest avail- 
able policy year data and adjustments 
in the provisions for taxes with respect 
to the Security Fund (R. S, Iv. J, 

34:15-103). 
Loss Ratio of 60.6% Developed 


Mr. Hamilton also points out: “Sched- 
ule ‘W’ 1957 calendar year loss ratio 
report for all companies combined, upon 
which the rate level change with respect 
to experience has been established, de- 
velops a loss ratio of 60.6%. The data 
indicates earned premium of $86,495,504 
with incurred loss of $52,464,684. The 
1956 calendar year loss ratio on $76,410,- 
094 was 55.5% and that for 1955 on 
$76,324,625 of premium was 51.8%. 

“The increase of 3.9% in the collecti- 
ble level is made up of an increase of 
3.1% based on the experience of calendar 
year 1957 plus an increase of 0.8% to 
provide for the collection of the tax for 
the Security Fund. The expected loss 
ratio including loss adjustment expense, 
underlying the new manual of rates 
including the effect of the Loss and 
Expense Constant, is 65.87%. 

“The adjustment of rate relativity is 
based upon policy years 1951 through 
1955 as reported under the unit statis- 
tical plan. The changes in the rates for 
the individual classifications all follow 
the experience and are wholly supported 
by it. 

“In the manufacturing group the effect 
of the selections, changes in the expense 
provisions and the rate level change 
results in a manual increase of 6.0%; 
in the construction and erection group, 
the increase is 5.4%; and in the all 
other group, the increase is 7.2%. 

“The rates for the vessel classifications 
are unchanged while the rates for the 
chemical rating plan have been adjusted 
to reflect the most recent over-all ex- 
perience. The loss and expense constant 
is unchanged with the loss portion of 
the constant continuing at zero for all 
classifications.” 





Kemper Group Breakfast 
For Buyers at AMA Meet 


The Kemper Group played host to 200 
insurance buyers in the Statler Hotel, 
May 6, during the spring insurance con- 
ference of the American Management 
Association. The Kemper breakfast is 
becoming something of a tradition at the 
bi-annual AMA meetings. This was the 
12th consecutive year it has been held. 

N. C. Flanagin, executiye vice presi- 
dent, Lumbermens Mutual Casualty, and 
American Motorists, headed the Kemper 
executives who attended the meeting. 
Other home office representatives present 
were Peter Van Cleave, Frank W. Comp- 
ton, George C. Bonstelle, Paul J. Stein- 
kamp, Robert L. Smith and Walter R. 
White, Jr. 





ent dead center, I believe that when our 
missile men are in outer space, agents 
will still be selling the majority of cas- 
ualty insurance,” he concludes. 





Price-Anderson Nuclear Indemnity Law 


The Atomic Energy Commission, testi- 
fying before the Joint Atomic Energy 
Committee last week on its progress in 
implementing the Price-Anderson gov- 
ernment excess-coverage indemnity law, 
assured the committee it would be ready 
with at least three proposed permanent 
regulations in the “near future.” 

These included a method for deter- 


mining the amount of financial protec- 
tion required of each reactor licensee, 
the proposed form of the indemnity 
agreement and a ruling on whether the 
standard nuclear energy liability policy 
offered by the two insurance industry 
syndicates should be approved by the 
Commission as constituting financial 
protection within the definition of the 
indemnity statute. 

The AEC ts “considering some very 
substantial changes” in the initial draft 
of the financial protection regulation 
first made public in its April report to 
the Joint Committee, according to Har- 
old L. Price, Director of the AEC Di- 
vision of Licensing and Regulation. 

The $3 million minimum of financial 
protection proposed in this draft, he 
stated, “may be too high for many re- 
search reactors.” 

But the $250,000 minimum now in 
effect under the temporary regulation 
“may be too low for many of the reac- 
tors to which it now applies,” he said. 
The power levels of existing and planned 
research reactors cover such a_ broad 
range that they probably cannot be 
treated properly by a single minimum. 

Categorize Research Reactors 

“We are thinking, therfore, of speci- 
fying a number of categories of research 
reactors—principally according to power 
level—and of specifying an amount of 
financial protection for each category.” 
The Commission also hopes to simplify 
the complex formula upon which a popu- 
lation factor used in determining the 
amount of required financial protection 
is based, Mr. Price explained. 

Another difficult problem cited by the 
Commission official is the legal inabil- 
ity of Federal agencies and some state 
agencies which have applied for research 
reactor licenses legally to furnish the 
financial protection required by the 
Price-Anderson statute. Of 23 licensees 
authorized to operate nuclear reactors, 
he said, eight are legally unable to fur- 
nish this financial protection. 

The Commission has concluded that 
indemnity agreements may be made with 
Federal agencies without requiring them 
to furnish financial protection, Mr. 
Price stated. However, he added, “the 
Commission may not waive the require- 
ment of financial protection with respect 
to state agencies.” Therefore, the AEC 
is studying the desirability of possible 
amendments to the Price-Anderson stat- 
ute, and if possible state legislation. 


Model State Bill for 1959 


It is hoped, he said, that work in 





Mutual Bureau Revisions on 


M. & C. and O. L. & T. Liab. 


Revisions of manufacturers and con- 
tractors liability rates for Maryland, 
Michigan and Nevada are announced by 
the Mutual Insurance Rating Bureau. 

The bodily injury rate revisions and 
M. & C. liability involves increases of 
6.7% in Maryland, and 8.9% in Michigan. 
There is a statewide reduction of 3.1% 
for the line in Nevada. 

B.I. rates for owners’, landlords’ and 
tenants’ area and frontage classifications 
in Michigan increases 15% statewide. 

Amendments, similar to those being 
introduced throughout the country, are 
being made to the payroll limitations 
rules applicable to computing premium 
on M. & C. liability rates in Maryland, 


cooperation with state Government offi- 
cials will lead to the inclusion of a 
“model state bill in the 1959 legislative 
program to be issued in September, 
1958 by the Council of State Govern- 
ments.” 

Edward Diamond, associate gener?] 
counsel of the Commission, told the 
committee that the main problem witl 
respect to including AEC contractor: 
under indemnity agreements, without 
requiring them to provide the basic in- 
surance coverage called for by law, is 
the inability of insurance Companies to 
service loss claims “in the absence of 
an interest as insurer of the claim.” 

Therefore, Mr. Diamond explained 
the Commission is attempting to work 
out with the insurance syndicates coy- 
erage through a “retrospective rating 
plan that will permit AEC to require 
its contractors to obtain nuclear insur- 
ance for damages caused by AEC con- 
tractors. Under this type of policy, AEC 
could complete its arrangements for the 
claims adjustment services needed for 
the settlement of all claims arising out 
of any incident in a contract activity— 
both for the purposes of the insurance 
arrangement itself and for the purpose 
of disposing of claims against AEC un- 
der its indemnity agreement,” 


Foreign Third Party Liability 


Finally, Mr. Diamond said, the Com- 
mission is conducting extensive studies 
into the problem of providing protection 
against third-party liability losses for 
American atomic energy companies seek- 
ing foreign reactor business. <A _ joint 
AEC-State Department staff group is 
working on this problem, and the Atomic 
Industrial Forum has commissioned Har- 
vard University to study the foreign 
third-party liability problem with em- 
phasis upon the scope of the risk of 
public liability imposed by foreign laws 
and possible methods of avoiding and 
minimizing such risk, he said. 

The Commission favors the enactment 
by foreign governments of protective 
legislation, possibly patterned after the 
Price-Anderson Act, and said that at 
least three foreign governments, Great 
Britain, Switzerland and West Germany, 
are studying such legislation. 

Another possible solution, but one 
which might raise “difficult and complex 
problems,” Mr. Diamond added, would 
be the enactment by the United States 
of Price-Anderson type legislation cov- 
ering foreign nuclear incidents. 

The foreign problem may be _ eased 
somewhat to the extent that private in- 
surance coverage may become available 
at reasonable rates, Mr. Diamond 
pointed out. According to recent re- 
ports, he said, the two American nuclear 
insurance syndicates and Lloyds of Lon- 
don will be able to make available in the 
near future a total of some $20 million 
of insurance coverage. 

This, he considered, “may substantially 
or even entirely solve the problem ot 
some installations located in remote 
areas.” 


NEW TITLES AT AETNA C. & S. 

Cashiers at the field offices of the 
Aetna Casualty and Surety have been 
given the new title of controller. The 
controllers are in charge of the general 
administration and accounts functions 
in branch offices. A field administration 
and accounts department has been cre- 
ated in the casualty division in the 
home office. The title of cashier will 
now be given to assistants to the con- 
troller. 





Michigan and Nevada, 
In Michigan the O. L. & T. 
revision includes amendment 


liability 
of rates 


for certain storekeeper’s liability classi- 
fications and revision of the rules and 
classifications applicable to garden apart- 
ments, 
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NEW JERSEY UJ FUND RULING 





State Supreme Court’s Verdict Rules 
Uninsured Drivers Have No Claim 
Against the Fund 
A provision of the New Jersey Un- 
satisfied Claim and Judgement Fund was 
held to be constitutional by the State’s 
Supreme Court recently. It prevented 
the owner of an uninsured car from 

collecting under the UJ Fund law. 

The court unanimously concurred with 
an earlier opinion of Associate Justice 
Haydn Proctor affirming a ruling against 
one Wilfred Robson, administrator of 
the estate of Mary E. a . was 
killed in an accident July 5, 

Neither the car she “aaa ~ was 
driving nor the other car owned and 
operated by Victor Rodriquez was in- 
sured, 

The estate secured a $5,500 consent 
judgment against Rodriquez and sought 
payment from the Unsatisfied Claim and 
Judgment Fund, set up to compensate 
motorists for injuries suffered in acci- 
dents with uninsured drivers. 

Payment was refused on grounds that 
the law bars generally compensation to 
motorists who are themselves uninsured. 

The Supreme Court said the Legisla- 
ture may have felt the law would en- 
courage motorists to obtain liability in- 
surance. It said the law did not violate 
the due process and equal protection 
clauses of the federal and state con- 
stitutions. 





Supt. Castro Grants Kemper 


License for Puerto Rico 


The Kemper Insurance Group, already 
oper: iting in ee 3razil, Canada, 
Hawaii and the U. has extended its 
operations into tha Rico with the 
licensing there of American Motorists 
Insurance Co. 

James S. Kemper, chairman of AMICO 
and affiliated companies in this Group, 
keynoter at this meeting. He is now 
reports that the license was issued 
by Puerto Rico’s Superintendent of 
Insurance, Pablo J. Lopez _ Castro. 
American Motorists’ representative on 
the island is Compania Carrion, Inc., of 
San Juan. 

“Our primary purpose in extending 
operations into Puerto Rico is to provide 
insurance protection for plants being 
built by our large U. S. policyholders,” 
Mr. Kemper said. 


W. E. Otto Heads AMIA 


(Continued from Page 35) 


S. Gerber; Michigan Insurance Commis- 
sioner Joseph A. Navarre, who also is 
president of the National Association of 
Insurance Commissioners; Kenneth O. 
Force, executive editor of The National 
Underwriter, and Federal Trade Com- 
eae Sigurd Anderson, Washington, 
C 





Dr. J. J. O’Leary, director of economic 
research, Life Insurance Association of 
America, discussed the future of business 
activity, significant developments in the 
capital markets in the last few months 
and Ne outlook for the capital markets. 

Dr. O’Leary on Economic Future 

He said that it has become an accepted 
political credo of both parties that gov- 
ernment has responsibility to maintain 
full employment and economic growth. 

Owers of government will quickly com- 
bat any interruption of economic growth. 

major problem will be to achieve this 
Without destroying the value of the 
dollar. “This is not time for the insur- 
ance business to relax its vigilance 
against inflationary policies,” Dr. O’Leary 
eclared., 

A feature of the opening session was a 
Panel discussion on improving the com- 
petitive position of mutual fire-casualty 
insurance, Participants were: O. E. Ring- 
quist, vice president and general man- 
ager, Liberty Mutual Fire; Ralph H. 

ennett, secretary, Ventura County Mu- 
tual Fire; Ben H. Mitchell, president, 

exas Employers; John B. Owen, presi- 
dent, Central Mutual Casualty ; and 


inott M. Rowe, president, Worcester 
Mutual Fire, 


Leslie and Murphy Attend 
Casualty Cos. Luncheon 


At the joint luncheon of Association 
of Casualty and Surety Companies and 
the National Bureau of Casualty Under- 
writers Charles J. Haugh, vice presi- 
dent of The Travelers Companies, made 
short talks introducing William Leslie, 
Sr., and Ray Murphy. 

Mr. Leslie has retired as manager of 
the Bureau and Mr. Murphy will retire 
June 30 as general counsel of the As- 
sociation. Each made a brief talk in 
which they expressed the pleasure they 
had experienced in these posts. Earlier 
in the day Mr. Murphy said he would 
live in Saratoga, Calif., when his duties 
with the Association were concluded. 

Arthur F, Lamanda, new First Deputy 
of Insurance, said that differences of 
opinion relative to rating matters some- 
times existed, with the Department not 
always agreeing with the companies, but 
he regarded this as a_ situations where 
harmony might eventually be reached. 
He hoped for the continuity of the good 
relations which has existed during the 


regime of William Leslie, Sr. One of 
the guests of honor on the dais was 
Angela R. Parisi, chairman, New York 


State Workmen’s Compensation Board. 


CPCU Open House, May 21 


The New York Chapter of the Society 
of Chartered Property and Casualty Un- 
derwriters will hold its annual open 
house for June candidates for the CPCU 
designation on Wednesday. May 21, at 
5 p.m., in the America Fore Loyalty 
Group auditorium. at 80 Maiden Lane, 
New York. 

Dr. Edwin S. Overman, 
American Institute for 
Liability Underwriters, Inc., of Phila- 
delphia, will address the guests on 
methods of successful preparation for 
the examinations. 
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Property and 











Emil Will Ws Happy fo Su You 


AT HIS FINE RESTAURANTS 

23 PARK ROW 
Near Ann St., N. Y. 
Phone: WOrth 2-2514 
Firm charge accounts welcome; also member 
of Diners, Esquire and Gourmet Charge Clubs. 


EMIL PANGAL—Genial Host to Downtown Diners for over 27 Years 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








200 Attended ACSC 
Workshop in New York 

COST REDUCTION AND CONTROL 

Seminar Leaders Include A. G. Middleton, 


Robt. Frauenheim, F. G.Tease, J. B. Stew- 
art, H. G. Parker III and R. K. Nelson 








Practices and procedures in handling 
centralization and decentralization prob- 


lems were discussed recently by com- 


pany management executives at the 
seventh workshop on cost reduction and 
control, held in New York under the 
auspices of the research department of 
the Association of Casualty and Surety 
Cos. 

The three-day session was attended 
by more than 200 administrators, the 
largest attendance the workshops have 
had since their inception in 1951. To 
increase the effectiveness of the meet- 
ings, each of the nine seminars was 
limited to one representative from each 
company and each representative was 
asked to be prepared to describe his 
company’s experience for general dis- 
cussion. 
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The first session was completely de- 
voted to centralization versus decentral- 
ization of operations. One group studied 
the establishment of standards, with 
special emphasis on the service role, of 
branch and service office operations. This 
group also considered the special prob- 
lems of supervision for both home office 
and branch office underwriting. A. G. 
Middleton, vice president, New Amster- 
dam Casualty, and Robert Frauenheim, 
assistant to the manager, systems de- 
partment of Chubb & Son, were seminar 
leaders. 

The centralization versus decentraliza- 
tion of accounting and statistics as well 
as problems of coding for electronic 


operations were studied by a _ second 
group on the first day. F. G. Tease, 
assistant to the comptroller, Insurance 


Company of North America, and J. B. 
Stewart, assistant comptroller, Fireman’s 
Fund, were seminar leaders for the 
second group. 

Staff Recruitment, Training 

Four seminars were conducted on the 
second day—personnel, office machines 
(non-electronic), procedures manual and 
reinsurance. The various aspects of per- 
sonnel recruitment, training and em- 
ploye relations were studied in the 
seminar under the leadership of H. G. 
Parker, III, salary administrator, Chubb 
& Son. Efficient practices for use of 
dictaphones, photostats, calculators, mi- 
crofilm and adding machines were dis- 
cussed by a group led by R. K. Nelson, 
superintendent, forms and _ procedures, 
America Fore Group. 

The afternoon sessions of the second 
day were devoted to analyzing the im- 
portance of a procedures manual and its 
functions within an insurance company 
by the group under the leadership of 
John Conneely, manager, methods and 
planning department, Royal-Globe In- 
surance Group. Each _ representative 
brought his company’s manual for review 
and criticism. Another seminar studied 
pools, small claim items and excess 
versus quota share of reinsurance with 
L. L. Hansell, secretary of Prudential 
Insurance Co. of Great Britain. 


Auditing and Accounting Sessions 


The final workshop day had three 
seminars—premium audits, purchasing 
procedures, and accounting and billing. 
A review of auditing procedures and 
methods of computing earned premiums 
were among the subjects studied by the 
group under the leadership of R. F. 
Stitt, superintendent, payroll audit de- 
partment, Hartford Fire. The seminar on 
purchasing procedures discussed inven- 
tory methods and control, warehousing, 
supply and traffic control with Leslie 
Meyers, manager, administrative depart- 
ment, Great American. The afternoon 
session on accounting and billing re- 
viewed the various aspects of home office 
preparation versus agency preparation 
of accounts in a seminar under the 
leadership of Gerald Huff, general ac- 
counting, Great American. 

The workshops, inaugurated by the 
Association in 1951, are designed to offer 
a continuous management program for 
investigating selected phases of insur- 
ance company operation, according to 
William B. Buckman, manager of the 
Association’s research department. 
Topics discussed in past workshops in- 
clude: Preservation, Destruction and 
Retention of Records; Procedures in 
Recording of Multiple Line Indemnity; 
Company Organization Under Multiple 
Line Underwriting, and the Creation and 
Recording of Claims. 
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Set Tasks Seen For 
Agents, Companies 


FRANK V. McCULLOUGH’S TALK 





Urges Product Imagination by Com- 
panies, Aggressive Merchandising by 
Agents; Continental- National Course 





In his welstinings speech to 21 students 
at the Continental-National Insurance 
Institute, in Chicago, Continental Cas- 
ualty First Vice President Frank V. 
McCullough accented the mutual re- 
sponsibility of agent and company. The 
insurance company, according to Mr. 
McCullough, must bring product imagin- 
ation to the partnership, while the agent 
must bring aggressive merchandising. 
Mr. McCullough pointed out that during 
the five weeks’ school the students would 
have an opportunity to learn about the 
many progressive new policies developed 
by the Continental-National Group. 

Seventeen agents of Continental Cas- 
ualty and National Fire of Hartford are 
attending the multiple line agency school 
in Chicago until May 28. 

The agents are from 15 states from 
California to New York and Wisconsin 
to Florida. Four Continental personnel 
from the home office and Chicago branch 
office are also attending the classes. 


Film Strips and Workshops 


Five full-time teachers from the 
Group’s education and training depart- 
ment will teach the school, which stresses 
product knowledge. In addition, the men 
will hear lectures by Continental and Na- 
tional personnel who have had long ex- 
perience in different areas of multiple- 
line coverages. Interspersed through the 
course will be a series of sales technique 
film strips and workshops developed by 
Elmer Wheeler and Jack Lacy. 





Continental Cas. Passes 


$1 Billion in Claims Paid 


Continental Casualty has paid out one 
billion dollars in claims since its found- 
ing in 1897, The announcement was made 
jointly by Elmer Rasmussen, vice presi- 
dent, A. & H. claims, and Richard 
Carpenter, vice president, casualty, fire 
and surety claims. 

Joseph B. Conway of Chicago recently 
became the billionth dollar claimant. He 
has been an employe of the Walgreen 
Company for the past 31 years and was 
covered under their Group insurance 
plan underwritten by Continental Cas- 
ualty. Mr. Conway suffered a_ heart 
attack two years ago and has been re- 
imbursed over $2,700 in medical expenses 


Supt. Wikler Sets June 2 
For Blue Cross Hearing 


Julius S. Wikler, New York Superin- 
tendent of Insurance, has announced a 
public hearing to be held on Monday, 
June 2, at 10 am, at the New York 
County Lawyers Association Building, 14 
Vesey Street, New York City, on the 
application of the New York Blue Cross 


Plan for an increase in its subscriber 
rates. 
The application and the supporting 


data will be open for public inspection 
at the New York office of the Depart- 
ment, 123 William Street, on and after 
May 12 between the hours of 10 a.m. 
and 4 p.m. Monday through Friday. In 
the interest of orderly procedure those 
desiring to make an examination of the 
filing should telephone the Department 
at WOrth 2- 1200 for an appointment. 

Persons wishing to be heard at the 
hearing should notify Superintendent 
Wikler in writing no later than May 28. 
Those desiring to submit written: memo- 
randa should deliver the same, if pos- 
sible, to the Department prior to May 
28, 1958. 





Daughter Born to Mr. and 
Mrs. W. L. Clapp, Jr. 


A daughter was born Monday, May 12 
to Wallace L. Clapp, Jr., and his wife 
Nancy. Mr. Clapp is a fire underwriter 
in the service underwriting division of 
Royal Globe Insurance Group in Phila- 


delphia. 

The Clapp family live in Haddon 
Heights, N. J. Mr. Clapp is the eldest 
son of Wallace L. Clapp, vice president- 
advertising, The Eastern Underwriter, 


whose first grandchild this is. 





CONTINENTAL DIVIDENDS 
Continental Casualty declared a divi- 
dent of 35 cents payable June 2 to share- 
holders of record May 16. Continental 
Assurance declared a dividend of 25 
cents payable June 30 to shareholders 
of record June 13. 





by Continental since the attack. He is 
manager of a Walgreen warehouse in 
Chicago. 

Continental Casualty announced the 
payment of its billionth claim dollar in 
connection with Illinois Accident and 
Health Week, May 4-11. 

The policy on which Continental paid 
the billionth dollar was written by J. 
Mudd, Jr., through the company’s gen- 
eral Group division. 
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Zurich-American Uses Phonograph 
Records to Explain Group A.&S. Plan 


aS 


O00 





cape eee 


E 


L. to R.): D. B. Mitchell, regional manager of group sales, W. C. Woodyard, Super. 
intendent of the A. & S. department, and W. E. Thomas, superintendent of group 


underwriting, listen to the record, “The 10-24 Success Story,” 


that explains Zurich- 


American’s 10-24 Group Plan to agents. 


One-thousand selected Zurich-Amer- 
ican agents across the nation will receive 
45 rpm extended play phonograph rec- 
ords this month. Entitled, “The 10-24 
Success Story,” the records present the 
highlights of Zurich-American’s  spe- 
cial group accident and sickness plan 
designed for firms with 10 to 24 em- 
ployes. This is thought to be the first 
time a sales message aimed at agents 
has been recorded for distribution. 
According to W. C. Woodyard, su- 
perintendent of Zurich - American’s ac- 


cident and sickness department, the 
professsionally produced 7%4-minute re- 


cording should enable listeners to absorb 


the detai’s of 10-24 Group coverage in 

one hearing. 
Elaborating 

unusual sal 


purpose of the 

sales message, Mr. Woodyard 
said, “Many agents are afraid to go 
after group business, because they think 
they don’t know enough about it. We 
want them to know how easily they can 
handle this group insurance plan for 
small businesses. 

“The 10-24 Group Plan is designed 
to become a ‘best seller’ among small 
groups. We believe that Zurich-Ameri- 
can agents, armed with the 10 - 24 Plan, 
can also be ‘best sellers.’ We expect our 
sales record to stimulate them toward 
making record sales.” 
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THESE PROVIDENT SALES PLANS ARE 


DESIGNED FOR PRODUCTIVE 
SELLING---ALL WITH.... 
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Long Term Accident 
and Sickness Protection 


VW Short Term Accident and Sickness Protection 
rf 66" Hospital - Surgical Plan 

, Package Plan of Health Care Protection 

W Indemnity Hospital - Surgical Plan.* 


Renewal Equity gears the policy contract to today's 
needs and today’s selling. 
coverage up to plainly stated age limits with prem- 
iums based on current costs. 


* This one is brand new. Every good agent has hundreds 
of prospects among his present clients. 


BROKERAGE BUSINESS INVITED 


ae LIFE & ACCIDENT INSURANCE COMPANY 
Chattanooga -Since 1887 


It guarantees continued 
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HIAA Annual Meeting In Chicago 


(Continued from Page 1) 


of this problem and work toward the 
goal of the best possible solution, Mr. 
Smith was glad to announce that E. J. 
Faulkner, president, Woodman Accident 
& Life, who is past president of HIAA, 
has accepted the chairmanship of a spe- 
cial committee on continuance of cover- 
age. “His appointment,” said Mr. Smith, 
“assures prompt, vigorous and intelligent 
prosecution of this most important and 
challenging subject.” 

He also pointed to the acceptance by 
V. J. Skutt, president, Mutual of Omaha, 
of the chairmanship of a new special 
committee on social insurance. “Facing 
the ever present threat of governmental 
usurpation of our field, we must be alert 
at all times to all legislative activity 
having to do with social insurance. Such 
measures as would expand the OASDI 
program further into the health field 
are of primary concern. We must cope 
with them by having a top-flight com- 
mittee, such as that selected by Mr. 
Skutt, to maintain a focus and to de- 
velop policy on this vital subject.” 


Travis Wallace Elected President 


At the executive business session yes- 
terday afternoon (May 12) Travis Wal- 
lace, president, Great American of Dal- 
las, was elected HIAA president. He 
will be supported by V. J. Skutt as vice 
president; Dutton Stahl, Iowa State 
Travelers Mutual, as secretary, and by 
H. Clay Johnson, reelected chairman of 
public relations committee. 

The following were elected to the 
board of directors for a three-year term: 
C. Manton Eddy, vice president, Con- 
necticut General; Herbert O. Fishback, 
Ir., vice president, Northern Life; Wal- 
ter O. Menge, president, Lincoln Na- 
tional Life; Frank L. Harrington, presi- 
dent, Massachusetts Protective and Paul 
Revere Life; Charles G. Ashbrook 
president, North American Life, Chi- 
cago, and for one year term (reelected) 
FE. W. Craig, board chairman, National 
Life & Accident. 

The 1959 annual meeting has been set 
for early May in Philadelphia. 


Board Adopts 


One of the encouraging actions taken 
by HIAA’s board of directors was to 
adopt a resolution endorsing enthusias- 
tically a program of national advertising 
recommended by HIAA’s public relations 
committee. This program, which con- 
templates the initial annual expenditure 
of $300,000, to be voluntarily subscribed 
by member companies, has already been 
presented to the association’s member- 
ship through a series of regional meet- 
ings in the past two months. 

James R. Williams, vice president, 
Health Insurance Institute, outlined the 
scope and objectives of the program in 
addressing the morning session today. 
Indicating that the theme of national 
advertising will be “new security for 
the American family,” Mr. Williams said 
the campaign will emphasize (1) the 
dramatic growth of health insurance; 
(2) will associate with this growth story 
the fact that it has come about through 
both Group and individual policies pro- 
vided by America’s insurance companies 
Operating on a competitive, free enter- 
Prise basis, and (3) will spell out. in 
individual messages specifics about vari- 
pus types of A. & H. coverages provided 
y insurance companies. 
To achieve maximum readership and 
n a meaningful manner HIAA’s public 
relations committee and the Health In- 
esa Institute selected the Saturday 
vening Post after long and intense 
study. “In the first year of the cam- 
ea Said Mr. Williams, “ten full 
pages. will appear in addition to a two 
4 ee eee message. We hope as 
i ros of these messages to be on 
pe ing toward creating a true image 
a a _— part the health insurance 
fabri Ss plays in the social and economic 
abric of the country.” 


Advertising Resolution 


Other Program Features 
This morning’s session also featured 


the results of a nationwide consumer 
attitude study conducted by Albert I. 
Hermalin of Institute of Life Insurance. 
The first of its kind for the A. & H. 
business, this study was undertaken to 
obtain information on what people know 
and think about health insurance, how 
they use it, and also how such factors 
as age, income, education and place of 
residence are related to health insurance 
coverage. The survey, Mr. Hermalin 
said, involved interviews with 2,000 
families across the country, yielding 
information on over 6,600 individuals. 

HIAA members also heard a timely 
address by Arch E. Northington, Ten- 
nessee Insurance Commissioner and 
NAIC vice president, emphasizing the 
advantages of state regulation. Another 
address, “Challenge to Management,” 
was delivered by W. Sheffield Owen, 
president, Life of Georgia. * 

Two panel discussions rounded out the 
program—“The Customer Looks at 


Health Insurance,” moderated by H. Clay 
Johnson, executive vice president Royal- 
Globe Insurance Group, and “Meeting 
the Problems Within the Business,” led 
by Armand Sommer, vice president, Con- 
tinental Casualty. 

Through Past President Faulkner the 
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WE'RE OFF AND RUNNING! 


THE LONG ISLAND CASUALTY INSURANCE 
COMPANY, New York's new A. & H. under- 
writer, announces the opening of its Home 
Office and commencement of service to all 


HOSPITAL-SURGICAL 
Individual and Family 


COMMERCIAL DISABILITY 
and Accident Plans 


NEW YORK D.B.L. 
SPECIAL MEDICAL 
GROUP and ASSOCIATION A. & S. 


Mectalent éx Health Exclusively 


through Agents and Brokers — 
for full details call or write 


DAVID SCHULTZ, Executive Vice President 






The LONG ISLA 
(Flasualyy INSURANCE Grorypany 


FRANKLIN D. ROOSEVELT, JR. 


1551 FRANKLIN AVE., MINEOLA, N. Y.—Ploneer 7-8866 


Ernest Hundahl of Dallas 


Heads Agents Association 

Ernest Hundahl of Dallas, has been 
elected president and general chairman 
of Mutual of Omaha and United of 
Omaha’s Southern General Agents’ Asso- 
ciation. The announcement was made 
following the Association’s annual meet- 
ing held recently at the Key Biscayne 
Hotel, Miami, Fla. 

Mr. Hundahl is general agent for the 
southwest division—Texas, Oklahoma and 
Louisiana—of the two Companies. 

The meeting was climaxed with a 


banquet where the featured speakers 
were N. M. Longworth, president of 


United of Omaha; E. S. Adams, execu- 
tive vice president of Mutual of Omaha; 
and Byron Holdren, general agent in 
Miami and retiring president of the 
agents’ association. 





Association voiced its appreciation of 
Retiring President Smith’s leadership in 
the past year. Mr. Faulkner presented 
him with the traditional gavel and, in 
turn, Mrs. Smith received a_ bouquet of 
flowers. In a gracious talk Travis Wal- 
lace made the floral presentation. 







ND | 
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BERTRAM HARTNETT 
President 








NEW POLICIES INTRODUCED 
Indianapolis Life Has Lifetime Guaran- 
teed Renewable Hosp.-Surgical; 
Also Income Cover to 65 

Indianapolis Life is now offering a 
lifetime guaranteed renewable hospital 
and surgical policy and a guaranteed 
renewable income protection policy, ac- 
cording to President Walter H. Huehl. 
Premiums on these contracts may be 
changed by the company on a class basis 
only. 

The new hospital plan is written up to 
age 65, with room and board limits of 
$8, $10, $12, $15 or $20 per day as 
selected; and with surgery benefits up 
to a maximum of $250. The payments 
on these benefits are subject to a $25 
deductible amount. 

The new Income Protection policy is 
guaranteed renewable to age 65 for men 
and age 60 for women. It is written only 
in combination with a life insurance 
policy on the same life. 

President Huehl also announced a new 
scale of premium rates for non-partici- 
pating life insurance policies. Under the 
new non-participating rate schedule, 
lower rates apply for larger policies, 
and the premium rates for women are 
more favorable than for men. 





Commission to Direct Ins. 
Dept. in Indiana Proposed 


Senator J. Russell Townsend, chair- 
man of the Legislative committee to 
study hospitalization insurance in Indi- 
ana, speaking last month before the 
Terre Haute Life Underwriters Associa- 
tion, said that his committee proposes a 
modernization program for the Indiana 
Insurance Department. 

Mr. Townsend said that the commit- 
tee’s industry advisory committee has 
been asked to study this proposal and 
all interested parties are asked to make 
recommendations. He indicated that the 
General Assembly will be asked to create 
a State Insurance Commission to direct 
the activities of the Department. 

“The proposed commission will include 
four members appointed by the Governor 
for staggered terms and two will be 
from each of the major political parties. 
The members also will be qualified in- 
surance people representing the various 
fields of insurance. The commission will 
be required to meet regularly and the 
members will be compensated on a per 
diem basis as is the case with most of 
the other state boards. 

“As in the past,” he explained, “the 
Insurance Commissioner will be ap- 
pointed by the Governor and will have 
a vote in the Insurance Commission as 
an ex officio member of it. We believe 
that the Department’s work can be 
directed much more efficiently and day- 
to-day direction given by this plan. The 
commissioners should welcome the guid- 
ance of the qualified persons serving on 
the body. 

“We are advised that another state 
has a plan of this exact type but initial 
reactions have been very favorable. We 
believe that the insurance business will 
attain greater dignity and effectiveness 
through this new commission,” Mr. 
Townsend concluded. 





INA Standard of Service 
Awards For Seven Offices 


Insurance Co. of North America has 
presented Standard of Service Office 
Awards to seven offices on 1957 records. 
The award, a handsomely illuminated 
framed certificate, has been presented 
annually since 1953 by the company. 

It is based on excellence in all phases 
of operations. Winners of award for 
1957, and their managers, were the fol- 
lowing: Baltimore Service Office, James 
H. Cupit and Richard Teano, managers ; 
Indianapolis, Charles B. Crist; Nash- 
ville, W. Everette Bethshares; New Eng- 
land Service Office, James E, Hitch- 
cock; Philadelphia metropolitan office, 
E. Sydenham Page, Jr.; Tampa, S. Duke 
Pearson; and Virginia Service Office, 
Paul R. Khoenle. 
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could be properly cared for by these N J. Blue Shield Reports 
| xpensive means. O avenues 2 
Follmann Crnstidiae Mow Lath Ceo. ice... ote Quarter Benefits Paid 


, i — ne ie New Jersey Blue Shield has released 
ese explorations are fruitful, it 1S 4 report on its operations during the 


o e ° . 
W re possible that the costs of medical care ¢.. I PES. ; 5 
ould are In A Maj or Depression might be reduced without impairing the first quarter of 1958. It shows that doe. 


tor bills covering 105,232 services ac. 





adequacy of the care provided. 5 Ont 47c : 

: 2 : . ’ counted for $5,865,475 benefits 
Joseph F. Follmann, Jr., director of would probably be true of others of the | “A more serious set of economic condi- ae oa bs ie that oe 
information and research for the Health presently unemployed. tions than the present would have isp $3,296,268 paid foe 58,736 serviak 
Insurance Association of America, speak- “In still other instances, those unem- marked effect upon our entire social and . 
I , Sarde rg : : accounted for the largest share of bene. 
ing May 7, said that the recession has ployed might be maintaining their in- economic living as a nation. The Social  §;, paid 


caused no noticeable effect yet with surance in force by reducing less Security structure, Unemployment Com- Deer 16000 cheewieal wien i 
respect to health insurance. He spoke necessary expenditures or by paying pensation and the State Statutory Dis- en Sees “en hi Satta yy } 
on a panel “Medical Care in a Changing premiums from savings. There is some ability Benefit structures all would feel at atin and $93 730) Fie alah ae oak 
Economy,” sponsored by the Community evidence that this is what took place the effects in different ways. Other val hes hs ee bat : ran te ay 
Council of Greater New York. in the depression of the 1930's with forms of insuring mechanisms than the wa i 1 nko oa rached $1,055.92 
This lack of effect, he said, poses the respect to loss of income insurance pro- insurance companies would also be i ager a Sak Prise etn sae 99, 7e6, | 
questions of who are the unemployed, tection. Since it is assumed that the affected. Insurance companies know ~~ ¢ 24.777 wei Me es : “iliae 
what is the nature and extent of their national economy is healthy and that from experience that benefits under their “5° . ° Rc eee oF ges ary 
unemployment, and how many of this successful efforts will bring an end to loss of income coverages would increase ve gg: aga i a oan ba, <= "Shield 
group had been protected by health in- the present level of unemployment, it markedly. | ues @ ie ched $596 S62 7 tg ; Shield 
surance prior to being out of work. might be reasonable to assume that the “Tt is not known what the affects sued “ $483 77 te a 207 50 In- 
The answers to these questions are status of health insurance will continue would be on insurance against the costs phar a 9% 403 fot 303, ‘ Satan 
not known, he said. “It might be as- to be true and that, with an improvement of medical care since these have come $11042 $ rey Ad ~ . tar tations: 
sumed that some of the presently un- in economic conditions, the growth and into existence since the depression of $ hag tor 662 blood transiusions, and 
$6,240 for 318 neuropsychiatric services, 


























employed are those engaged in seasonal further development of health insurance the 1930's. It might be that these costs 
occupations. Others are perhaps mar-_ will continue.” — oer. A — depression oe 
ginal workers. In the case of seasonal . could possibly mean that fewer people 
MM Deductibles and the Unemployed = ould be in a position to enjoy the — : 
: tain unavoidable fixed expenses, would 
— arasrommece — As to the validity of deductibles and benefits of health insurance, although > 
ics t have to reject a national health scheme 
1 2 all ¢g > / 
coinsurance factors under major medical this is crystal ball gazing. It could be, of wide proportions providing broad 
: plans for those who are unemployed, also, that the progress and experiment coverage on a broad population com. —& 
Ie F. Follmann Writes Mr. Follmann said this could present a in health insurance might be retarded, pulsory basis. l 
problem, but not one “which differs but this would be true of many forms of “This could seem to be particularly 
Monograph on Health Ins. from any other plan for financing medi- social and economic endeavor and is _ true since in all probability ncoarind 
“Voluntary Health Insurance and - care costs. Since all egg ape —e - gua — co Sn vei would have to increase certain other 
Medical Care” —five years of progress leave ie reset seed 7 e paid by be = oO meee in deat oo8 gg of a major depres- expenditures in order to relieve any 
1952-57, a monograph written by J. F. ae a soseiggse sh SE ore gc ge 90 — a serious level of unemployment. There- . 
Follmann, Jr., is being well received in Rui, camel J : ; a In Case of a Depression fore, government might well consider 
infustey circles, It details the work of “So a i i _ turning to a more proper and customary | 
ne : : . would still prove more helpful than many In case Of a great depression, Mr. ole in our national economy by seems 
field spree or 3 rater a “~ wes other types, in many instances.” : Follmann said it is unlikely that de- to jt that adequate medina ‘ines weal ; 
D a th ecspiea ma gia a 8 7. ; Mr. Follmann added that “considerable mands would be made for a broad scale hye provided for those who were in need 
a ay lle wae oer er oS thought is being given to the more government program. With government of jt and who could not pay for it with 
pital 8 sa Ay cntegtenc 47 thillion efficient use of what could be called revenues reduced, economies would be their own resources, this being done t 
1 66259.000, C) ‘cal rduincied mi''ion medical or insurance dollars. This might sought. Defense expenditures could not through the medium of state and local ; 
be + ma or gr seagate of include such elements as the more uni- be cut to any appreciable degree, being governments.” 
1¢ " or insuranc Pr ~ " : 2 j i xpendi > cs ~ , 
6 & 1 of 102 aT Ov a P ii versal development of adequate, though a major item) of expenditure. In conclusion, Mr. Follmann remarked, 
to a total ot 2 million. Over-all medi ] i ; TI f I ke P oo) Seema , . 
sieeag" ess costly, medical facilities such as herefore,” the speaker said, “the S 1 ble se hy . 
cal expense srotection is now held bv : y; ’ . Since the problem posed is hypothetical, 
al expense p : nursing homes, home care programs, and government faced with seriously reduced LER he rided. The fact ' 
65 million persons—company coverage eats : ¢ | as fer : : at tt time witt no answer can be provided. ihe facts 
increasing 108 5% ’ : outpatient care tor those patients who income and a le same time with cer- that the present state of the economy . 
Mr Stithebun. te careful to point out a ’ ee has shown no effect upon the present 
that ihe population of the United State ee ee ee 
increased 8% to 168,600,000. This rate of eas ee eo ee 2. ae | 
increase in population has been main- that ee feseicg will recover — 
tained over the past 10 years or more. ‘ present degree o unemployment it might 
As the increase in insurance protection therefore be expected that health in | 
Ciebs Tes dediihh the-wate of taxtenee é surance will continue to progress both | 
Signe ee : e with respect to the number of persons | 
in population, Mr. Follmann states this Steg : 
“demonstrates the increasing awareness . protected and the adequacy of its pro- 
strates th r awareness tection.” 
of the value of owning health insur- OUT : 
ance ... which argues for the continued ot 
oT( , y os r 2 +4 ” 
growth of voluntary health insurance. SALES CONTEST WINNERS FETED | 
A chapter of the monograph, The Fu- : 
ture, having summed up the growth “o ‘ : B > ee — 
over the past five years, states: “There ; y Inter-Ocean in Cincinnati; Sam : 
is no present indication that this re- ' . Shear, Chas. J. Neumeyer of Pitts- | 
sponse will be brought to a halt .. . - N , a burgh Get Top Honors 
rather it appears that if so much prog- Fifty winners of a “Meet the Chal- 
ress has been accomplished, and in so 6 / NON CANCELLABLE lenge” contest sponsored by Inter-Ocean 
many varied areas, private voluntary i for members of its weekly premium divi- 
health insurance will continue increas- ; an sion were guests of the company in 
ingly to serve the public welfare.” 7 F: , Cincinnati for three days last month. 
Mr. Follmann remarks: “The only un- if The Netherland Hilton Hotel was 
healthy aspect apparent is the tendency VOM la “home base” during the three day round 
of some people to see in progress onlv of entertainment and business, Dinner ) 
signs of incompletion. Those who think ' : at Beverly Hills, Reds-Milwaukee game, ) 
that if a thing is good it should be sf ia and Cinerama highlighted the entertain- | 
provided now to everyone seem to fail ment schedule. 
to take cognizance of the basic truth GUARANTEED RENEWABLE TO AGE 65 : Winners of the sales contest included 
that human progress must needs be agents, staff managers, field managers 
> ‘ ‘ | 
unending.” ¢ and sales managers from five of the ; 
Chapters in the monograph deal with i * Deep personal satisfaction company’s weekly premium districts .. - 
amount of benefits paid in 1957; exten- Cincinnati, Dayton, Charleston, W. Va. . 
sion of coverage beyond 65; extension PN 4 z ¢ - Pittsburgh and Liberty, Pa. P 
of Group coverage to small groups; Expanding financial security Chas. J. Neumeyer was named Field 
progress in substandard risks; broad- i Manager of the Year, and Sam Shear, 
ened renewability practices; extension * G ‘ te '. Man of the Year. Both are from Pitts- 
of major medical plans; and general enuine community service burgh. Each man received an engraved 
broadening of coverage. wall plaque and a gold wrist watch. En- 
Single copies of the monograph maw Mi cl site graved wall plaques were also presented 
be had without charge from J. F. Foll- to five other leaders, Samuel H. Marcus, 
mann, Jr., Health Insurance Associa- , a Francis P. Kenny, George Weinberg, all | 
2 ° ; i THE OLD STATE HOUSE. 
- tion of America, 750 Third Avenue, New from Pittsburgh, and to W. M. Lye 
York 17. Telephone number YUkon A Jr., West Virginia, and Melvin Gurfine 
6 - 8866. MASS CHUSETTS CASUALTY of ‘Cincinnati. a 
: INSURANCE COMPANY ; : Company officials presiding at a | 
on moe ree three-day event included W. G. Alpaugh 
) 
Jr., president, J. W. Scherr, Jr., boar 
workers, their insurance coverage might chairman, W. G. Alpaugh, Sr., chairman, | 
very likely have contemplated seasonal d finance committee, Re Wy Angert, sales 
layoffs of short duration by providing 50 CONGRESS STREET BOSTON 9, vice president, W. H. Bailey, we -ekly 
premium sales manager, and J. | 


for the continuance of the coverage 


during the stated period of layoff. This  iuiii. FY SS ES ee aa eT sooo ea Owens, training director. ; 











